





(SUCCEEDING THE JOURNAL OF INSURANCE ECONOMICS, ESTABLISHED IN 1899) 


AWEEKLY NEWSPAPER INTERPRETING THE TRUE SPIRIT OF INSURANCE 


Published by The Eastern Underwriter Co., 94 Fulton Street, New York, N. Y. 
Entered as second-class matter April 5, 1907, at the Post Office of New York, N. Y., under the act of Congress, March 3, 1879 


JUL 5 ~ 1939 


HE EASTERN UNDERWRITE 




















Thirty-third Year, No. 27 


COMMISSIONERS TO STUDY 
LEGALITY AND ABUSES OF 
COVERAGES WHICH OVERLAP 


Personal Property Floaters Under 
Review as They Affect ‘‘Dwell- 
ing”’ Contents 


AFTERMATH OF HEARINGS 


First Time Action Has Been Taken 
by Commissioners Conven- 
tion on Topic 








Following a hearing of the fire com- 
mittee of the National Convention of 
Insurance Commissioners in Chicago last 
week covering the subject of House- 
holders’ Personal Property Floater cov- 
erage Commissioner Dunham of Connec- 
ticut made a motion which was seconded 
by Tate of Kentucky that the sub-com- 
mittee which had been considering the 
subject and which had as its chairman 
the Superintendent of New York pre- 
pare a resolution setting forth its find- 
ings and report same to the convention. 
J. J. McGrath of the New York De- 
partment represented Superintendent 
Van Schaick. 

The resolution of the committee is 
clear enough to those who have been 
following this over-lapping situation, es- 
pecially the hearings attended by fire, 
marine and casualty men which were 
presided over by Charles P. Butler when 
Deputy Superintendent, but to the lay- 
men it reads about as clear as the Pro- 
hibition platform adopted by the Repub- 
lian National Convention in Chicago. 

The Resolution 

The resolution follows: 

“Resolved, That this convention rec- 
ommend that its member commissioners 
give serious study to the legality of the 
issuance of policies substantially afford- 
ing all risks coverage on contents gen- 
erally of dwellings; that in connection 
with this study attention be devoted to 
the possible violence done to the estab- 
lished fire insurance business and cas- 
ualty insurance through disregard of 
mandatory standard form and tariff rates 
as well as to the subject of license pow- 
ers of the insurance companies doing 
business in respective states in the writ- 
ing of this type of coverage as either 
inland marine or personal property float- 
er business.” 

fo those familiar with the situation 
the resolution is clear enough because 
it means that this much mooted ques- 
tion of over-lapping has now come to the 
attention of the commissioners’ conven- 
tion for the first time, or at least has 
been recognized for the first time as a 
subject which merits the attention of 
commissioners nation-wide. While the 
tise pe is a little foggy it certainly is 
road enough to bring under considera- 
tion of commissioners abuses of rates 
_ forms as well as the jurisdictional 

‘vision lines of coverage. 

The reason the word “dwellings” is 
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® Ship of State! 


Thou, too, sail on, O Ship of State! 
Sail on, O Union, strong and great. 
Humanity, with all its fears, 

With all its hopes of future years, 

Is hanging breathless on thy fate. 
We know what master laid thy keel, 


What workmen wrought thy ribs of steel, 


Who made each mast and sail and rope, 
What anvils rang, what hammers beat, 
In what a forge and what a heat 

Were shaped the anchors of thy hope. 


Fear not each sudden sound and shock, 


’Tis of the wave, and not the rock; 
’Tis but the flapping of the sail, 

And not a rent made by the gale. 

In spite of rock and tempest roar, 

In spite of false lights on the shore, 
Sail on, nor fear to breast the seas,— 


Our hearts, our hopes, are all with thee, 
Our hearts, our hopes, our prayers, our tears, 


Our faith, triumphant o’er our fears, 
Are all with thee, are all with thee! 


Iuly4,1776h - - - - 
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EQUITABLE SOCIETY OFFERS 
AGENTS DEFINITE METHOD 
TO PROMOTE CONSERVATION 


Issues Pamphlet Showing Loss Sus- 
tained When Mortgaged Poli- 
cies Are Dropped 


HOW PLAN WORKS OUT 


Replacement Involves Duplication 
Of Sales Expense for 
Policyholder 














The question of conservation of busi- 
ness, which assumes particular impor- 
tance in such times as these when most 
their 
many are borrowing on policies and the 
lapse question needs so much attention, 
is being closely studied by all life com- 
panies. Method of attacking the prob- 
lem varies. 


people are consolidating assets, 


One of the companies paying espe- 
cial attention to conservation, having es- 
tablished a conservation 
some time ago under the general super- 
vision of Second Vice-President Albert 
G. Borden, is the Equitable Life Assur- 
ance Society. A constructive action of 
the department has been the issuance of 
a pamphlet, entitled “The Mortgaged 
Policy,” which has been distributed to 
general agents and managers of the So- 
ciety. Agents of the Society are urged 
to use this pamphlet in pointing out to 
policyholders who would drop mortgaged 
policies and buy new protection why it is 
to their advantage not to do so. 

Logical Reasoning on Loans 


In an explanatory preface Mr. Borden 
says: 

“Suppose, as a policyholder, you owned 
a $10,000 Ordinary life policy with a 
$2,000 loan. Sooner or later wouldn’t 
you, in all probability, say to yourself: 
‘Here I am paying premiums on a $10,000 
policy, in addition to the interest on a 
$2,000 loan; and yet when I die my fam- 
ily will get only $8,000. Wouldn’t I save 
money by taking a new policy for 
$8,000 ?’ 

“Of course, one answer to the prob- 
lem would be to point out that the loan 
transaction is essentially no different 
from any other obligation, such as a lodn 
at the bank on which interest is charged. 
No policyholder except in sheer neces- 
sity would repay such a loan by surren- 
dering a policy which for years he had 
owned free and clear. Viewed from an- 
other angle the funds borrowed on his 
policy may have been diverted to other * 
productive channels earning an income 
for him or reducing his interest pay- 
ments on some other obligation. In 
either case saving from such sources 
would tend to offset and sometimes more 
than compensate for the interest charged 
on the policy loan. 

“Nevertheless, a policyholder will not 
always respond to this reasoning and 
may insist upon considering the policy 
and the loan as linked together. In such 

(Continued on Page 8) 
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Announcement 
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[| TODAY (July 1st, 1932) The 
Keane-Patterson Agencies of the Massachusetts 
Mutual Life Insurance Company in New York 
City, will assume management of the Pershing 
Square Office of the Company at 100 East 42nd 
Street. The retiring General Agent, Mr. H. N. Fell, 
has chosen to further expand his personal pro- 
duction in cooperation with us. The new 
administration of this office will be under the 
supervision of Roswell E. Fisher and Eugene A. 
McLaughlin, and will materially extend the 
program of 
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DISABILITY WAITING PERIOD 


Text of American Life Convention’s Brief as Presented to National 
Convention of Insurance Commissioners in Chicago Last Week 


No immediate action was taken last 
week in Chicago by the National Con- 
cention of Insurance Commissione.s rela- 
tive to the petition of the executive com- 
miltee of the American Life Convention 
that the commissioners withdraw the man- 
datory requirement that disability shall te 
p esumed to be permanent from lapse of 
time. It was referred to a committee. 
Claris Adams sketched to the commission- 
ers the main points in a brief supporting 
the resolution which was submitted to 
the commissioners by Clarence L. Ayres 
of the A. L. C. executive committee. Text 
of the brief follows: 

The question raised by this resolution 
as I see it is: 

Shall life insurance companies be 
perm'tted to write Total and Perma- 
nent Disability, or shall they be com- 
pelled (1) to grant temporary dis- 
ability benefits, or (2), retire com- 
pletely from the field? 

This latter alternative is the dilemma 
in which companies now find themselves 
due to the imposition upon them of that 
arbitrary, artificial and illogical stand- 
ard of permanency known as the “wait- 
ing period.” 


Courts and the Waiting Period 


As construed by the courts, this so- 

called waiting period, which makes the 
lapse of time the standard of permanent 
disability, places all of us who write this 
form of coverage directly into the acci- 
dent and health business, whether we 
will or no. We have no quarrel with 
those who desire to yrant sick and ac- 
cident benefits, but we want the privilege 
of writing total and permanent disabil- 
ity. 
The: title of this clause itself accur- 
ately characterizes its original concep- 
tion. It was not designed to insure 
against partial or temporary disability. 
This was already a field adequately cov- 
ered by accident and health companies 
and was not considered a proper func- 
tion of life insurance as such. It is true 
that certain companies issue both forms 
of insurance, but the Life and Accident 
and Health Departments are kept dis- 
tinct and separate. 

It was felt, however, that there was a 
logical relation between life insurance 
and genuine total and permanent disabil- 
ity coverage. Particularly it was thought 
that life policies might properly provide 
waiver of premium and actual income 
indemnity in case of economic death as 
well as physical dissolution. The origi- 
nal clauses, therefore, defined total and 
permanent disability as that state 
“wherein the insured is and will be there- 
by for life prevented from pursuing any 
and all occupations for gain or profit.” 
Rates were calculated to cover that risk, 
and no other. They did not include mar- 
gins for granting benefits in case of par- 
tial or temporary disability. 


Liberalization of the Clause 


Gradually, however, the larger compa- 
nies in particular began the so-called 
liberalization of the clause. The inevit- 
able and intended result of this liberali- 
zation was the encroachment upon the 
accident and health field. It was actu- 
ally an entry into a separate and dis- 
tinct line of insurance business without 
qualification on the part of the officers 
of those companies either in experience, 
training or technique. Waiting clauses 
were introduced, either confessedly or 
covertly, for competitive advantage. 
Arthur Hunter, author of the Hunter 
lables, when he appeared before the 


American Life Convention at Indianap- 
olis in 1921, said: 

“When we introduced the disability benefits 
and the double indemnity, we didn’t do it with 
the expectation of making any money. We 
wanted the cost to be as near net as we could 
make it. We believed that those features would 
result in our being able to sell more business, 
and sell it easily, and that it would reduce our 
overhead charges, both in connection with the 
home office and the agencies, and so long as 
we came out even, or even made a little loss, 
it would be all right.” 


Companies began to outdo each other 
in the matter of liberalizing the clauses, 
and particularly, in the matter of short- 
ening the waiting period, which was al- 
most universally introduced into the defi- 
nition of total and permanent disability. 
I think I am right in saying that some 
companies made an illness for thirty doys 
presumptive evidence of permanent dis- 
ability. Certainly, many of them estab- 


-lished the arbitrary and artificial stand- 


ard of sixty days. Whether the policy- 
holder suffered from tuberculosis or 
whooping cough, if he refrained from all 
business for sixty days, he automatically 
an indisputably became a permanently 
disabled person and received benefits so 
long as he was so afflicted. 


Malingering and Nervous Breakdown 


Naturally under such an illogical and 
indefensible definition of disability, ma- 
lingering became more than a threat... 
it was a profession. Nervous break- 
downs, which prevented the policyholder 
from pursuing any occupation for gain 
or profit, but did not preclude a winter 
in Florida replete with golf, bridge and 
“dansants,” became epidemic. The result 
has been the loss of millions in this ex- 
periment on the part of those compa- 
nies which indulged it. 

The condition became so bad that the 
Commissioners in Toronto in 1929 called 
a halt. The Commissioners, however, 
permitted the patients to write their own 
prescription, and it is not strange that a 
palliative was suggested instead of a cure. 
A conference resulted in the standard 
provisions for disability clauses, which 
extended the waiting period but did not 
eliminate it. 

Less than one year’s operation under 
these standard provisions, however, 
proved that the remedy was entirely in- 
adequate; in fact, the situation has be- 
come so intolerable that a majority of the 
larger companies are actually retiring 
from the field. Many of the remaindef 
are once more suggesting an additional 
palliative in the form of an increased 
waiting period to six months instead of 
four. In our judgment both of these 
increases in the waiting period are im- 
provements, but are improvements only 
in degree. The difficulty goes much 
deeper and lies with the very principle 
of making the lapse of time the stand- 
ard of permanency in disability cases. _ 


Deprives Word “Permanent” of Force 


Naturally, the courts have held that 
the insertion of the so-called waiting pe- 
riod in the definition of permanent dis- 
ability deprives the use of the word “per- 
manent” of all force and authority; in 
fact, when included with the waiting pe- 
riod, the word “permanent” itself is a 
disadvantage to the companies, as was 
well pointed out by Mr. Kissinger in his 
splendid paper on “Total and Permanent 
Disability” before the Legal Section of 
the American Life Convention in Cincin- 
nati in 1929. 

Some illuminating cases on this subject 
are: 


Penn Mutual vs. Milton, 127 S.E. 140, 


is a Georgia case decided by the Su- 
preme Court of that state in 1925. The 
policy in question contained a sixty-day 
clause. The policyholder was totally dis- 
abled for some sixteen months, but had 
recovered before suit was brought. Thic 
question was whether total disability foi 
sixteen months was a permanent dis- 
ability within the meaning of the policy. 
The Court said: 


“The first provision quoted expressly provides 
that where ‘such disability has existed continu- 
ously for not less than sixty days prior to the 
furnishing of proof, thereupon the company will 
grant’ to the insured the benefits provided for 
in the policy. So it seems to us that the evi- 
dent purpose of the provision is that a total 
disability existing for a period not less than 60 
days prior to the furnishing of proof thereof 
is to be considered a permanent disability.” 


In Byerly vs. Travelers, 290 Pac. 425, 
a Washington case, the clause read as 
follows : 


“Pending due proof of a claim hereunder in 
behalf of the insured that an existing total dis- 
ability will be permanent and continue for life 
when it shall appear that the insured has been 
wholly disabled by bodily injury or disease and 
has been prevented thereby from engaging in 
any occupation or employment for wage or 
profit for a period of not less than three con- 
secutive months, the company will grant the 
aforesaid benefits from the commencement of 
such disability and during its continuance.” 


It was stipulated that the policyholder 
was totally disabled for less than a year, 
but recovered before suit was brought. 
The Court said: 


_“Though the policy does not in terms pro- 
vide indemnity for a temporary disability, it is 
clear that some cases of actual temporary char- 
acter, like the case at bar, will fall within the 
disability indemnity provisions and become en- 
titled to benefits. The appellant was totally dis- 
abled. The total disability continued for a 
period of not less than three consecutive months. 
Claim was made in good faith of the permanency 
of the disability. Proof of the permanency of 
the disability was pending. Under such a state 
of facts the insurer is obligated by the fourth 
paragraph, ‘Pending due proof of a claim * * * 
that an existing total disability will be perma- 
nent and continue for life, when it shall appear 
that the insured has been wholly disabled * * * 
for a period of not less than three consecutive 
months, the Company will grant the aforesaid 
benefits from the commencement of such disabil- 
ity and during its continuance,’ which aualifies 
the first paragraph of the disability indemnity 
provisions requiring due proof of permanency 
of total disability, to begin the payments as of 
the date of the commencement of the total dis- 
ability and to continue the payments until the 
disability ceases to be total or until the end of 
the life of the insured if the total disability 
proves to be permanent.” 


In Bagnell vs. Travelers, 296 Pac. 106, 
a California Court in construing the same 
clause said: 


“Where, as found by the Court in the present 
case, there is a total disability exceeding three 
months occasioned by a disease which is of such 
nature that it may result in permanent total 
disability and a claim that such total disability 
will be permanent is pending and awaiting ade- 
quate and sufficient proof of such permanency. 
the insured is clearly entitled under Paragraph 
3 to the disability benefits of the policy during 
the continuance of the total disability.” 


In Heralds of Liberty vs. Jones. 107 
So. 519, decided by the Supreme Court 
of Mississippi, a six months’ clause was 
involved. In that case the Court said: 


“It is our opinion that the provision means 
exactly what it says: that is, when it is shown 
that the insured was totally disabled continu- 
ously for a period of six months, then his total 
and permanent disability is conclusively pre- 
sumed, and the principal sum named in the 
certificate is due him immediately at the end of 
such period of six months of total disability, 
regardless of whether he should thereafter re- 
cover. If the clause does not bear this inten- 
tion, then it seems to us that it would be nearly 
useless to put it in the certificate. Therefore 
the insured in this case was entitled to the 
$500 named in the certificate at the expiration 
of six months continuous disability (while in- 
sane), and the cause of action accrued to him at 
that time, notwithstanding a subsequent mental 
recovery by him.” 


To the same general effect are: 
Kurth vs. Continental Life Ins. Co., 234 





CLARENCE L. AYRES 


Clarence L. Ayres, president of the 
American Life of Detroit, and former 
president of the American Life Conven- 
tion, presented to the National Conven- 
tion of Insurance Commissioners at Chi- 
cago last week the petition of the com- 
panies with reference to the mandatory 
featue of the disability waiting period. 





N.W. 201 (Iowa), Berset vs. New York 
Life Ins. Co., 220 N.W. 561 (Minn.). 

There are cases holding to the con- 
trary, but the above cases are illustra- 
tive of the position taken by many of 
the Courts of the country. 


Needless Six Months’ Wait 


We believe that total and permanent 
disability coverage should cover only that 
type of risk which the very title of the 
clause indicates. Where it is obvious that 
the policyholder is totally and perma- 
nently disabled, why should the com- 
pany not pay when proof of claim is 
first filed? If a man should become 
hopelessly insane . . . if he should suf- 
fer an accident of the kind which must 
necessarily totally and permanently dis- 
able him if he should contract a 
disease which in all human _ probability 
is incurable . why should the com- 
pany wait six months before it recog- 
nizes the validity of the claim? 

If, on the other hand, it is obvious 
from the beginning that the disease or 
accident is one from the effects of which, 
though recovery must be tedious, sit is 
reasonably certain . why should life 
insurance companies bind themselves to 
pay under the total and permanent dis- 
ability clause? There is insurance avail- 
able for such risks. It is available from 
companies, the officers of which, by train- 
ing and experience, are competent to un- 
derwrite them. Incidentally, it is avail- 
able only by companies which have 
learned from long and bitter experience, 
however, that they can not profitably 
write non-cancellable health and acci- 
dent insurance covering partial or tem- 
porary disability. 

Our only quarrel with companies which 
insist upon a waiting period is that the 
Courts, having established precedents 
upon their clauses, frequently use them 


(Continued on Page 14) 
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Cannot Sue Just On 
Making “Bad Bargain” 


DEATH FOLLOWED CANCELATION 





Beneficiary Claimed That Days of Grace 
Should Have Elapsed Before 
Option Was Exercised 





A bad bargain may arouse sympathy 
in a court, but it is no cause for reversal 
of the action, according to the Circuit 
Court of Appeals, Fourth Circuit. An 
insured had started action to obtain the 
cash surrender value under a life policy 
when she was accidentally killed. Her 
husband sued for the full face of the 
policy, claiming that the right to cash 
surrender value had been exercised pre- 
maturely. By presenting what would 
have happened if the insured had not 
been killed the court showed that there 
was no basis for the action. The case 
was that of Leroy Lipman v. the Equita- 
ble Society. 

The wife of Lipman had carried for 
over three years a policy in the society. 
The date of the policy was October 5. 
On September 24, 1929, she wrote to the 
company asking cancellation of the pol- 
icy and payment of the cash reserve and 
dividend. After some cross correspond- 
ence the insured on October 10 mailed 
the policy to the home office for can- 
celation. 

The policy and letter were not re- 
ceived until October 14, however, and on 
that day the insured was killed in an au- 
tomobile accident. The company was 
notified of her death and a few days 
later duly tendered check for the cash 
surrender value and dividend. 

Lipman refused to accept the check 
and started suit for the face value on the 
ground that there was a period of days 
of grace allowed and that it was improp- 
er for his wife to have taken one of the 
options open at each »remium time until 
the days of grace had elapsed. The cash 
surrender provision was an alternate op- 
tion to payment of premium, or accept- 
ance of a paid-up policy, the paid-up pol- 
icy to be issued if insured took no action 
whatever. 

Court’s Explanation 

After detailed consideration as to 
whether the time for option did not come 
until the days of grace had passed the 
court said: “The case has presented 
some difficulty because of the sympathy 
which everyone feels for one who suf- 
fers from what has turned out to be a 
bad bargain. Hard cases are the quick- 
sands of the law. There will be less dif- 
ficulty in seeing the correctness of our 
conclusion if the principles of the de- 
cision be applied to a different situation. 
If the insured, after writing the letter 
of October 10, had continued to live and 
had done nothing further towards exer- 
cising the option contained in the pol- 
icy, we think that no one would question 
but that it had been properly exercised 
and that insured became entitled to the 
cash surrender value without further ac- 
tion either by herself or the company. 

“Tf in such case the company after the 


R. M. Lovell Explains 
Effect of New Taxes 


HAS: ADDRESSED MANY AGENCIES 





Central Hanover Official Has Given 
Talk Thirty-two Times at Request 
of New York Groups 





Hundreds of life agents in New York 
City have been getting some valuable 
information regarding the influence of 
the new Federal Estate and Gift taxes 
during the last few weeks through hear- 
ing the subject discussed by Robert M. 
Lovell, assistant secretary of the Central 
Hanover Bank and Trust Co. Mr. Lo- 
vell has given his address, at the request 
of many agencies, thirty-two times since 
June 10, speaking in some _ instances 
three times daily. 

The following are among the agencies 
which have heard the address: C. B. 
Knight, Union Central; J. C. McNa- 
mara, Guardian; C. L. McMillen, North- 
western Mutual; J. Elliott Hall, Ralph 
Engelsman, Ben Hyde, Penn Mutual; R 
H. Keffer, Aetna Life; P. R. Garrison, 
John A. McNulty, Prudential; J. S. My- 
rick, Harold Taylor, Frank Adams, P. D. 
Cunningham, W. E. Diefendorf, Mutual 
Life; S. S. Wolfson, Berkshire; C. E. 
DeLong, Mutual Benefit; C. D. Connell, 
Provident; Keane-Patterson, Massachu- 
setts Mutual; J. M. Fraser, Harry F. 
Gray, Mervin L. Lane, Connecticut Mu- 
tual; L. H. Andrews, Phoenix Mutual. 
Mr. Lovell has also spoken before a 
number of joint agency meetings, in- 
cluding ones sponsored by the Equitable 
Society, the Travelers, the National Life 
of Vermont and the Home Life. 

In his presentation which is built 
around the subject, “Tax Information as 
a Help to Life Underwriters,” the speak- 
er uses the blackboard almost exclusive- 
ly. He explains all details in a simple 
manner, gets down immediately to fun- 
damentals and avoids technicalities. 

Mr. Lovell is a Columbia University 
graduate who was associated with the 
Better Business Bureau of Philadelphia, 
prior to joining the Central Hanover 
four years ago. He is connected with 
the new business division of the trust 
department of this institution where he 
is in charge of training new men, and 
has specialized in estate planning work 





lapse of three months had proceeded to 
declare the policy paid up under option 
(b) and had denied her right to the cash 
surrender value on the ground that what 
was done on October 10 was not a valid 
exercise of an option contained in the 
policy, we do not think that any court 
would consider for a moment sustaining 
such contention. It is needless to say 
that, whether the option existed, and 
whether the acts of insured amounted to 
an acceptance thereof, depended not at 
all upon whether she continued to live or 
whether in the light of subsequent events 
the election voluntarily made was of ad- 
vantage to the beneficiary under the pol- 
icy.” 














Stewardship 


‘T HE MUTUAL BENEFIT is justly proud of its 
record of stewardship, for funds entrusted to 
its care have been conserved and wisely increased. 


Neither war, 


vented the performance of its contracts. 


nor plague nor panic has pre 


And in 


that constancy there is confidence that members of 
the Company will continue to find safety in Mutual 
Benefit protection. New policies being issued daily 
are contractual obligations and will further demon- 
strate the unchanging character of Mutual Benefit 


security 
pany is security. 


The MUTUAL BENEFIT | 
INSURANCE COMPANY | 


Newark, New Jersey 


LIFE 


the first law of a life insurance com- 
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Meeting Problem of Business Man 
By Clay W. Hamlin 


(Editor's Note-—Clay W. Hamlin, general agent in Buffalo for the Mutual Benefit 


Life, presided as chairman of the recent Buffalo Sales Congress Sales Clinic. 


The ac- 


companying article was part of his talk on that occasion.) 


A few years ago men told us that a 
man made money in his own business 
and lost it outside—but in recent years 
that old fundamental idea seems to have 
been forgotten. For, if a man is to have 
a big income from Labor or Earnings 
he must concentrate, develop his think- 
ing and clarify his vision. He must also 
remember constantly the purposes for 
which business was created; the purpose 
of all business being to take money 
out. When that period is reached, un- 
less he is an exceptional man—having 
acquired wisdom from preceding genera- 
tions rather than having had to acquire 
his knowledge through sad experience— 
he suddenly decides that he is not only 
a wizard in his own business but is also 
an expert investor. 

If he invests unwisely, as he is likely 
to do in the long run, he then becomes 
worried about his investments and im- 
pairs his earning power. Therefore, it 
seems advisable for a wise man to con- 
centrate upon his own business and take 
as much money out as possible, but to 
invest that money in a property which 
has the three factors necessary—namely, 
Safety, Income and Maturity. 

Benjamin Franklin tells us that peo- 
ple are generally better persuaded by 
reasons which they themselves discover. 
Suppose you ask some of your prospects 
the question which I have borrowed from 


Louis Roth—“If you had been appoint- 
ed my executor and were handed $100,- 
000 in cash tomorrow morning to invest 
for the permanent benefit of my wife 
and children—How would you invest it?” 
Where dare he invest it? 

You probably are meeting resistance 
these days. Men are telling you they 
cannot afford it. Now obviously the plans 
of men have failed, and if a man ulti- 
mately wants for himself an income of 
$5,000 a year—independent of his earn- 
ing power—he must accumulate $100,000 
of dependable income producing prop- 
erty in order to have it. (Let’s remem- 
ber to tell them that we are not con- 
cerned about their family—because if a 
man takes proper care of himself he is 
automatically looking after his family.) 
So he must accumulate that $100,000 
principal and if he is 45 or 50 years and 
has only accumulated 5% or 10% .of his 
property program, what do we care about 
his resistance. Is it a question of 
whether or not he can afford it? He 
must afford it if he is to realize the 
final result which he is after. 

The attitude of the public these days 
means nothing. The thing which will 
tell the story is, What is your attitude? 
Have you developed a simple, definite, 
complete sales process designed to con- 
front a man with? Ideas so valuable— 
so logical that you would be willing to 
act if you were in his position? 





Compensation— 








luck, not in vast profits, not in tricky manipulations. 
by virtue of its very tendency to search for obscure causes. 


the temporarily expedient have no place in its methods. 
depression—and in times of plenty it entrenches itself against the attacks of panic. 


There is a reason why the institution of life insurance is triumphantly riding the waves of national financial distress. 
It lies in something so obvious, so axiomatic, so simple that the average mind passes over it 


Life insurance has survived, and will survive, because its cornerstone is scientific conservatism. Quick profits, speculation, guess-work, grasping at 
It realizes that, at the bottom of the wine of prosperity, are the inevitable dregs of 
It survives the worst because it cherishes the best. 


Life insurance is neither pessimist nor optimist—it is cold, calculating science that recognizes human frailty and deliberately nullifies its evils. 


The reason lies not in good 








AMERICAN CENTRAL LIFE INSURANCE COMPANY 
Indianapolis, Indiana 
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Provident Mutual Makes 
Managerial Transfers 


ALBANY, RICHMOND CHANGES 





Ernest Perkins Leaves Richmond for 
New York State Capital; Spiller 
Goes to Virginia Capital 





The Provident Mutual has transferred 
Ernest H. Perkins from Richmond where 
he has been general agent to Albany, 
and Spiller Hicks has been transferred 
from Bluefield, W. Va., to take charge 
of the Richmond general agency. The 
Bluefield and Richmond offices will 
merge. 

Mr. Perkins was born in Andover, 
N. Y.; graduated from Alfred Univer- 
sity; studied medicine until the World 
War and enlisting in the medical corps, 
was promoted to hospital sergeant. After 
the war he obtained a job as clerk in the 
old home office of the Provident, becom- 
ing successively assistant insurance su- 
pervisor, assistant to the manager of 
agencies and general agent at Richmond. 

Mr. Hicks studied at King College 
where he starred as pitcher on the ball 
team. He went into insurance with the 
Provident Mutual, became district agent 
at Bluefield and was made general agent. 
Despite a sparsely settled region his 
agency consistently produced over a mil- 
lion a year. At one time he was an 
American Legion state commander. In 
the war he was a captain. 





D. J. QUINN’S FINE RECORD 





Borough Hall Agency of Prudential 
Celebrates Completion of Second 
Year with Large Gains 
The Daniel J. Quinn Ordinary agency 
of the Prudential located at 185 Mon- 
tague Street, Brooklyn, held a meeting 
this week which was largely attended by 
agents and brokers to felicitate Mr. 
Quinn on the achievements of the agency 
which is two years old this week. Mr. 
Quinn is a successful Prudential pro- 
ducer of many years standing and 
opened the Borough Hall agency two 
years ago with one agent and a small 
office. He grew so quickly that perma- 
nent wall divisions of the building at 185 
Montague Street had to be torn out to 
make room for additional desks for 

agents. 

Allowing the first few months for or- 
ganization the Prudential gave _ the 
Quinn agency an allottment which it ex- 
ceeded by 300%. For the five months 
of this year the agency’s business on a 
paid for basis is 63% ahead of the allot- 
ment. According to the home office rec- 
ords the Quinn agency stands number 
nine for the entire country in yearly net 
increase for all managers, general agents, 
special agents and brokers. The agency 
has a list of 170 agents and brokers ac- 
tively affiliated with it. 


TO DO GROUP IN BRITAIN 








Confederate Life of Canada Appoints 
N. Wallis Streat as Manager of 
New Division 

The establishment of a group life as- 
Surance division in the United King- 
dom is announced by the Confederation 
Life Association. Like most of the Cana- 
dian offices now operating in Britain, 
the Confederation Life has carried on 
an extensive business in group life and 
pensions schemes in its home territory. 

N. Wallis Streat, who has been .ap- 
pointed manager of the new British de- 
partment, is a well-known authority on 
this type of contributory business. 


. MOVED TO ALTOONA 
Louis E. Smith, Jr., who has been a 
member of the Erie, Pa., staff of the 
Woods agency of the Equitable Society, 
has been transferred to serve as district 
7 for the Woods office in Al- 
oona, a. 








PEORIA LIFE OUTING 
The annual outing of the Peoria Life 
was held on Tuesday in Detweiller Park, 
Peoria, Ill 














A Keminder 
o Lapsers 


Try this query on the next family 
provider who says he’s going to give 
up his policy because of economic 
conditions. 


“If you are having so difficult a 
time supporting your wife and 
children, how could your wife 
do it without any money if you 





were taken away from them?” 
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Che Prudential 


INSURANCE COMPANY OF AMERICA 
Epwarp D. Durriexp, President 
Home Office, Newark, New Jersey 




















Private Counsel for 
Liquidation Denied 


ILL. SUPREME COURT RULING 
Holds Liquidater of ienuvence Compa- 
nies Must Look to Attorney Gen- 
eral for Legal Services 





The Illinois Supreme Court has held 
that the director of the Illinois State 
Department of Trade and Commerce, as 
liquidator of insurance companies, must 
look to the state’s attorney general for 
legal services and cannot employ private 
counsel. The case, affecting all types of 
insurance companies, was that of the 
People of the State, ex rel Leo H. Lowe, 
director of Trade and Commerce vy. 
Marquette National Fire. 

In his opinion, Justice Norman L 
Jones says in part: 

“The principal question involved in 
this case is whether or not the liquidator 
had a lawful right to employ private 
counsel in the liquidation of the insur- 
ance company’s affairs, * * * 

“Prior to 1925, the method of liquidat- 
ing and dissolving an insolvent insurance 
company * * * required the appointment 
of a receiver by a court of equity, upon 
the application of the insurance super- 
intendent, stockholder or creditor. * * * 


Act of 1925 


“The policy of the law in reference to 
liquidation and dissolution of delinquent 
companies was radically changed by the 
Act of 1925, and the administration of 
the affairs of defunct and delinquent 
companies became vested in the director 
of trade and commerce, who became liq- 
uidator of all defunct companies. * * * 
He was entitled to no compensation but 
was required to perform his duties cum 
oneres because of his office. * * * 

“Under the law of 1925, liquidation of 
an insolvent insurance company is a de- 
partmental act. The Director of Trade 
and Commerce, as liquidator, functions 
as a public officer and not as a judicial 
officer, although his acts are subject to 
the approval of a court of equity. Being 
a State official, he must look to the At- 
torney General to perform such legal 
services as may be required. The inter- 
est of the public in the liquidation of an 
insurance company is the general inter- 
est the public has in the management 
and control of insurance business. We 
are unable to perceive the line of de- 
marcation which plaintiff in error at- 
tempts to point out. * * * 


Conclusion 


“Our conclusion is that liquidating an 
insolvent insurance company is an in- 
separable part of the general subject 
matter of insurance and it is unneces- 
sary for us to discuss at length the con- 
tention that the services of the Attorney 
General cannot be availed of because of 
the provisions of section 20 of Article 
IV of the Constitution. That section 
provides that the State shall never pay, 
assume, or become responsible for the 
debts or liabilities of, or extend its credit 
to or in aid of any corporation, associa- 
tion or individual. The answer to this 
objection is that services of the Attor- 
ney General in such a liquidating case, 
are occasioned by the public interest in 
the business of insurance and not in be- 
half of private interests.” 





TRANSFERRED TO BALTIMORE 


Goodman Isenberg, who has been as- 
sistant manager at Camden, N. J., for the 
Metropolitan Life, has been promoted to 
manager and transferred to Baltimore. 
He has been with the company since 
1920, all of which time has been spent 
in the New Jersey territory. 





ON LEGISLATIVE COMMITTEE 


Walter LeMar Talbot, president of the 
Fidelity Mutual, has been appointed to 
a special legislative committee of the 
Philadelphia Chamber of Commerce to 
study bills presented in the special ses- 
sion of the Pennsylvania Legislature. 
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DeLong Agency Staging 
Unique Summer Contest 


ATTRACTIVE PRIZES OFFERED 





Five Agents Will Win Ocean Cruises; 
Contest Runs for Twelve 
Weeks 
“Perspire for Prosperity” is the slogan 
of a novel production contest which the 
Charles E. DeLong Agency of the Mu- 
tual Benefit in New York City is staging 
months to prevent 
any The 
opened June 4 and will continue for a 
Williard B. John- 
son, manager of the agency, 
who devised the plan, points out that it 
was designed to provide a constant re- 
minder to the agency force that con- 
tinuity of effort will bring better busi- 

ness. 

Attractive prizes will be awarded the 
winners. These include week-end ocean 
cruises, and telechron clocks, toilet cases, 
golf bags and gladstone bags. In all 
seventeen awards will be made. The 
more business an agent writes the great- 
er his chance of winning prizes. espe- 
cially if he produces consecutively each 
week. 


during the summer 


business recession. contest 


twelve-wecek peri rd. 
assistant 


Twelve Weekly Winners 


The following indicates the unique fea- 
tures of the contest: 

Each agent qualifying for a chance to 
win the prizes, as evidenced by his daily 
submitted and paid-for reports, is award- 
ed a number in the order that his name 
appears. This number is posted after 
his name on a chart prepared for that 
purpose and then placed in a sealed box. 
At the end of each week, one number is 
drawn from the box and the man hold- 
ing it is the prize-winner for that par- 
ticular week. At the close of the con- 
test, the twelve weekly winners will 
draw their prizes, this assuring that 
there will be twelve winners. 

Whenever a man_ earns’ twenty 
chances, on a schedule as outlined below, 
he is awarded a red ticket, entitling him 
to a chance to make the week-end cruise. 
At the end of the twelve weeks, the five 
men holding the five lucky numbers, will 
win the cruise. 

Each submitted application entitles an 
agent to one number; each prepaid ap- 
plication entitles him to two numbers; 
and each $5,000 paid-for entitles him to 
another number. In addition, if a man 
is credited with numbers for submitted 
cases for any four weeks consecutively 
during the contest, four additional num- 
bers are credited to him. Each man 
similarly credited with numbers for sub- 
mitted cases for eight consecutive weeks, 
is credited with eight additional num- 
bers. For submitted cases for twelve 
consecutive weeks, twelve additional 
numbers are credited. 





DANIEL M. JUNK DIES 





Associate Auditor of Equitable Society 
Spent Forty-one Years With 
Company 
Daniel M. Junk, associate auditor of 
the Equitable Society, died Tuesday at 
his home in Brooklyn. He was seventy- 
four years old and had been with the 
company forty-one years. He was a 
Past Exalted Ruler of the Newark Lodge 
of Elks and a former president of the 
Associate Veterans of the De Lamater 

Iron Works. 

Mr. Junk’s death followed within three 
weeks that of Walter H. Jones, auditor 
of the Equitable Society. 





40 YEARS WITH PRUDENTIAL 


Edward D. Duffield, president of the 
Prudential, was guest speaker at a din- 
ner given in honor of Alexander G. 
Grant, superintendent of the Milwaukee 
District No. 1 for the company. More 
than 200 attended the affair, which was 
held at the Milwaukee Athletic Club. 
Mr. Grant completed forty years of ser- 
vice with the Prudential last Saturday. 





TRUSTEES 


WM. WARREN BARBOUR 
Linen Thread Co. 
President 
JAMES BROWN 
Brown Brothers Harriman & Co. 
HENRY R. CARSE 
Electric Boat Co. 
President 
COLBY M. CHESTER, JR. 
General Foods Corp 
President 
HENDON CHUBB 
Chubb & Son 
JOHN B. CLARK 
Clark Thread Co. 
President 
WILLIAM CRAWFORD 
Builder, New York City 
GEORGE W. DAVISON 
President 
JOHNSTON DE FOREST 
De Forest Brothers 
THOMAS DICKSON 
Dickson & Eddy 
CLARENCE DILLON 
Dillon, Read & Co. 
THOMAS EWING, JR 
Alexander Smith & Son's Carpet Co 
President 
E. HAYWARD FERRY 
Phelps Dodge Corporation 
Director 
ROBERT L. GERRY 
The Gerry Estates, Inc. 
President 
WILLIAM S. GRAY, JR. 
Vice-President 
ERNEST ISELIN 
A. Iselin & Co. 
ALFRED L. LOOMIS 
Bonbright & Co. 
Vice-President 
DUDLEY OLCOTT 
Billings, Olcott & Co. 
EUSTIS PAINE 
New York & Pennsylvania Co. 
Vice-President 
EDGAR PALMER 
New Jersey Zinc Co. 
Chairman of Board 


JOHN S. PHIPPS 
Banker 


AUGUSTE G. PRATT 
Babcock & Wilcox Co. 
President 
JESSE J. RICKS 
Union Carbide and Carbon Corp. 
President 
JOHN J. RIKER 
Adantic Mutual Insurance Co 

vustee 
PHILIP J. ROOSEVELT 
Roosevelt & Sun 
FREDERICK STRAUSS 
J. & W. Seligman & Co. 
ERNEST STURM 
Continental Insurance Co. 
Chairman of Board 
EDWIN THORNE 
Mutual Life Insurance Co. of New York 
Trustee 
CORNELIUS VANDERBILT 
Illinois Central R. R. Co. 
rector 
JOHN Y. G. WALKER 
Walker Brothers 


FRANCIS M. WELD 
White, Weld & Co. 


WILLIAM WOODWARD 
Chairman of the Board 















Banking and 
Fiduciary Service 
—exclusively 


Central Hanover gives its time and 
attention exclusively to the business 
of banking and to the management 


of trust funds and estates. 


It does not sell securities, has. no 
afhliated security companies and per- 
forms no functions which conflict 


with its specialized services. 


CENTRAL HANOVER 


BANK AND TRUST COMPANY 


NEW YORK 


NO SECURITIES FOR SALE 





NEW ENCYCLOPEDIA ISSUED 





1931 Edition Contains More Than 1,000 
Pages of Valuable Information on 
Many Insurance Subjects 
The forty-second annual edition of the 
Cyclopedia of Insurance in the United 
States has been issued by the Index Pub- 
lishing Co. of New York. G. Reid 
Mackay and Professor S. B. Ackerman 
of New York University are the edi- 
tors of this valuable insurance reference 
book. The 1932 edition contains more 
than 1,000 pages. Among its contents 


are financial data of all insurance com- 
panies doing business in the United 
States; names of officers, kinds of in- 
surance written and other non-financial 
data about these companies; lists of na- 
tional, state and local insurance organi- 
zations; definitions of policy forms, in- 
surance terms; insurance laws and legal 
decisions; a long list of biographical 


sketches and other material of vital in- 
terest to insurance men. 

This year’s volume sells for $3 plus 
postage and may be procured from the 
Index Publishing Co., 206 Broadway, New 
York City. 





New A. L. C. Actuary | 








YOUNG 


ROLLIN 


Rollin Young, the newly elected assis- 
ant manager and actuary of the Ameri- 
can Life Convention, will take up his 
new duties September 1. In the mean- 
time he will continue as associate actu- 
ary of the Franklin Life with which com- 
p»ny he has been connected the past 
eleven years. 


SUE TO VOID BAKER INSURANCE 








Ten Companies Claim $1,000,000 Policy- 
holder Answered Falsely to Ques- 
tions on Medical Blank 

Ten insurance companies have filed 
separate suits in the Chancery Court in 
Wilmington, Del., asking that their poli- 
cies on the life of William H. Baker, of 
Montclair, N. J., totaling about $1,000,000, 
be declared void. 

The policies range from $45,000 to 
$200,000. After Baker’s death on May 
13 last, at Montclair, an investigation 
was made by the insurance companies in 
which, the bills allege, it was revealed 
that Baker had not replied correctly to 
questions of medical examiners. 

Mr. Baker was president of the Mer- 
rick-Chapman & Scott Corp., of New 
York, and the policies named the cor- 
poration beneficiary. 





J. E. BRIGGS DIES 





Was Inspector of Agencies for New 
York Life; Had Suffered From 
Heart Disease 
James Ellis Briggs, inspector of agen- 
cies for the New York Life, died on 
Wednesday in a hospital at St. Stephen, 
N. B. He had suffered from heart 
disease for a year. Born in Wisconsin 
about sixty-five years ago, Mr. Briggs 
first joined the staff the New York Life 
in that state. He was an old friend and 
a neighbor in Riverdale-on-Hudson of 
Thomas A. Buckner, president of the 

company. 


INSURANCE ALMANAC ISSUED 








1932 Edition of Reference Book Pub- 
lished; Company Facts and Statis- 
tics and Who’s Who Included . 

The Insurance Almanac and Whos 
Who in Insurance for 1932 has been is- 
sued by the Weekly Underwriter. There 
are 1,120 pages in the reference book this 
year, the twentieth annual edition. 

Information in the volume includes of- 
ficers and directors of all classes of com- 
panies, insurance department officials, 
associations of underwriters, brokers 
regulatory laws, resident agent laws, new 
companies, retired companies, legislative 
sessions, official changes, necrology and 
statistics. 

Who’s Who in Insurance, a depart- 
ment of the Almanac, gives careers of 
insurance executives and prominent per- 
sons. 
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EFFECTIVE RESELLING 


Life underwriters today are facing a serious problem—keeping in force the 
life insurance which their clients own. Policyholders today are entitled to one 


hundred per cent service. The underwriter’s future depends upon his giving 


this service. 


To resell an old policy before it has lapsed is less difficult than to reinstate 
it after it has lapsed; but the interview to resell must be just as carefully planned 
as the interview to make an original sale. 
contemplating lapse or surrender must be carefully thought out. 


derwriters have successfully used such appeals as: 


1. 


A well sold client is a tangible asset. His life insurance pays renewal or 
“service” commissions; his good will pays dividends in new insurance and leads. 


“Do you remember the story of the Arkansas traveler who asked 
a farmer why he didn’t fix the leaks in the roof of his house? 
The farmer replied: ‘When it’s rainin’ I can’t fix it—when it 
ain’t rainin’ the roof don’t need it.’ ” 


“Mr. Policyholder, you won’t be able to buy life insurance when 
the grave need for it arises.” 


“Tf you cancel this contract you won’t cancel the risk. You will 
merely transfer it from the Equitable to your own wife and 


children.” 


“One Equitable policyholder recently said: ‘I must keep this 
policy in force, because it means rent, clothes, coal, and cloth- 
ing—life necessities—for my family if anything happens to 


me!? 9 


“Mr. Policyholder, what would your policy mean to your 
family?” 


“Before you cancel this policy, ask some one who has been re- 
jected or given a sub-standard policy what he would do if in your 
position. There are thousands of men who would pay you well 
if they could buy the privilege you own in this policy.” 


Resell Your Clients on The Life Insurance They Now Own 


The Equitable Life Assurance Society of the United States 


393 Seventh Avenue 


Thomas I. Parkinson, President 


“What to say” when a policyholder is 
Equitable un- 
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New Equitable Plan 


(Continued from Page 1) 


a case the agent must present figures to 
prove that his client will benefit by re- 
taining his original policy. To enable 
Equitable representatives intelligently to 
handle the conservation problem involved 
the leaflet entitled ‘The Mortgaged Pol- 
icy’ has been prepared by our actuarial 
department. 
Must Stard Loss in Change 

“All life insurance is based on the mor- 
tality table and all life insurance policies 
are mathematical equivalents. You can- 
not start again at a new age without a 
A policy replacement usually in- 
volves a duplication of sales expense for 
the policyholder. Thoughtful agents 
know all this, but they are sometimes at 
a loss for figures to prove it.” 

Dollars and Cents Proof 

Illustrations are given in the Equitable 
pamphlet so that an agent can definitely 
prove to a policyholder that, in dollars 


$10,000 O.L., ISSUED AT AGE 30 
10 YEARS OLD 
MAXIMUM LOAN OF $1,200 
$8,800 Net Coverage 


loss. 


Yearly Cost of Old Policy 
Over Next 5 Years 
Annual Premitgm .....0..cccee% $243.80 
Loan Int. (5.66% in Advance).. 67.92 
LO ee a hay: $311.72 
Less Average Dividend......... 95.82* 





Average Net Payment Per Year.$215.90 


End 


(Increase in Cash Value by the 
of 15th Year—$730.00.) 


If the illustration presented the pic- 
ture over a longer period than five years, 
the average net premium payment per 
year on each, as well as the increase in 
cash value, would tend gradually to 
equalize. 

On the other hand, if the above illus- 
tration had shown the yearly cost of the 
new policy over a period less than five 
years, the advantage gained by keeping 
the old policy as against replacing it 
with new would have been even more 
marked. 

Under the old policy the insured has 





SIXTH C.L.U. CONFERMENT 





Exercises To Be Held in San Francisco 
In August; John A. Stevenson 
Will Be Main Speaker 
Candidates who complete all examina- 
tions this year and meet all other re- 
quirements for the Chartered Life Un- 
derwriter designation or the Certificate 
of Proficiency will be awarded their di- 
plomas at the sixth conferment exercises 
of the American College of Life Under- 
writers, to be held in San Francisco, 
Thursday evening, August 18, in con- 
junction with the annual convention of 
the National Association of Life Under- 

writers. 

Diplomas will be conferred by Ernest 
J. Clark; president of the American Col- 
lege, following which the main address 
will be delivered by John A. Stevenson, 
vice-president of the Penn Mutual. His 
subject will be “What the C.L.U. Pro- 
gram Means to Life Insurance.” The 
remainder of the program will be de- 
voted to a discussion of ways and means 
for promoting the higher educational ac- 
tivities in life insurance represented by 
the C.L.U. program, and will consist of 
an address by the Dean of the College, 
Dr. S. S. Huebner, on “Alumni Aids to 
the American College of Life Under- 
writers” and an address by the Assist ant 
Dean, Dr. David McCahan, on “Organi- 
zation of C.L.U. Educational Efforts.” 

The program is designed to be of prac- 
tical value to study group leaders, teach- 
ers from co-operating colleges and uni- 
versities, officers of life underwriters’ as- 
sociations, general agents and managers, 
Chartered Life Underwriters and others 
interested in furthering the C.L.U. move- 
ment through proper and effective edu- 
cational methods. 


and cents, he stands a heavy loss in laps- 
ing old insurance and buying new. Here 
is one: 

Ordinary Life to New Ordinary Life; 
net amount in force; in the following il- 
lustration, we compare the outlay for 
(a) retaining the Old Ordinary Life Pol- 
icy and paying interest annually on the 
outstanding loan of $1,200 (leaving net 
death benefit of $8,800), as against (b) 
replacing the old policy by a new Or- 
dinary Life contract at his present age 


for the net insurance coverage of 
$8,800. 
The illustration presents the picture 


over the next five years—to the end of 
the fifteenth year under the old policy, 
and to the end of the fifth year under 
the new. It is assumed, of course, that 
the policyholder is more concerned with 
his net outlay over the next five years 





than over a period as long as, say, ten, 
fifteen, or the next twenty years. 
$8,800 O.L., ISSUED AT 
PRESENT AGE 40 
NO LOAN 
Yearly Cost of New P olicy 
Over Next 5 Years 
Aneel PROMMON sgccdsiciciccd $290.49 
Less Average Dividend........ 72.81* 
Average Net Payment Per 
WOE adovdtecccse saeco 217.68 
(Cash Vz 





$642.40.) 





the privilege at any time of repaying part 
or all of the outstanding loan. Such re- 
payment is a safe 6% investment for 
him. It reduces his annual interest pay- 
ments and automatically increases the in- 
surance coverage beyond the $8,800 limit 
of the new policy. 





eee 





a 





be properly organized. 


ORGANIZE— 
“to get into working order” 


Present-day conditions demand that the underwriter 


who desires to maintain production at a satisfactory level, 


The Interview Schedule, Prospect Bureau and Organ- 
ized Sales Presentations provided by the Company have 
helped Guardian producers to organize their sales machin- 


ery on a result-getting basis. 











156 Fifth Avenue 


OPENS PENSION DEPARTMENT 





Penn Mutual Establishes New Depart- 
ment in Charge of Graham French, 
Assisted by B. A. Brooks 

A Pension and Salary Savings Depart- 
ment has been established by the Penn 
Mutual Life, with Graham French as 
manager. He will be assisted by Ben- 
jamin A. Brooks. 

Mr. French, who is a Harvard gradu- 
ate, entered life insurance ten years ago 
with the Equitable Society. Later he was 
district manager of the Group and Pen- 
sions Department of the Sun Life in 
eastern United States. Last year he 
joined the John A. Stevenson Agency of 
the Penn Mutual, where he has spe- 
cialized in salary savings work. 

Mr. Brooks has been with the Penn 
Mutual since 1897. He was associated 
with the company’s actuarial department 
until 1922 when he was appointed as- 
sistant superintendent of the home office 
agency, now known as the John A. Ste- 
venson Agency. 


GUY L. FOSTER PROMOTION 

Guy L. Foster has been appointed 
John Hancock Mutual general agent at 
Manchester, N. H., to fill the vacancy 





left by the death of Charles E. Merritt. 
Mr. Foster, who has served the company 
in various capacities, has been associate 
general agent at Manchester since 1924. 





















50 UNION SQUARE 


THE GUARDIAN LIFE | 


ESTABLISHED 1860 


INSURANCE COMPANY of AMERICA 






- NEW YORK CITY 











ORGANIZED 1850 


THE UNITED STATES LIFE INSURANCE CO. 


In the City of New York 
Non-Participating Policies Only 
Over 76 Years of Service to Policyholders 
Good territory for personal producers, under direct 


contract 
HOME OFFICE 


New York City 





Mid-Continent Tells Of 
Changes and Additions 


INCOME DISABILITY DROPPED 





Company To Issue Additional Endow- 
ments and Retirement Plans; Also 
$500 Policies 





New rates and plans for the Mid-Con- 
tinent Life of Oklahoma City, effective 
July 1, have been announced by Edwin 
Starkey, vice-president. The company’s 
agents have been provided with a revised 
rate book, new sample policies, a revised 
application blank and a slight change 
on the non-medical blank. The company 
will no longer issue policies containing 
the total disability monthly income 
benefit but will continue the premium 
waiver feature. 

In his letter of explanation to the 
Mid-Continent agency force Mr. Starkey 
Says in part: 

Five Hundred Dollar Policies: We 
frequently have requests to write policies 
of $500 denomination and many times 
awkward situations arise over the 
amount of commission paid. We, there- 
fore, have devised our Form No. 1015, 
which is a $500 policy. Please keep in 
mind that this is the only $500 policy 
we will issue. 


Preferred Policies 


Preferred Policies: We have had for 
the last two years a Preferred Risk Or- 
dinary Life, No. 905, but we have now 
added a Preferred Twenty Payment Life, 
new number 1025, etc. These two poli- 
cies are to be sold to preferred risks 
and at a very low premium and we have 
cut down the minimum to $2,500 instead 
of $5,000 as heretofore. This should in- 
crease your sales on that particular 
policy. 

Endowments for Specified Terms: We 
have had Endowment at Age 65 for some 
time and you will find this policy con- 
tinued, also, another which will Endow 
at Age 60, and still another which will 
Endow at Age 55. 

Optional Retirement Insurance:  In- 
stead of having rates scaling with age, 
the basis of the plan is an annual pre- 
mium of $50 (minimum). The policy will 
be issued to derive an income at Age 
65 but is flexible in that the insured has 
the option of discontinuing premiums at 
Age 55 or up and receiving a fixed 
monthly income for life. If this plan 
is studied and canvassed you will find 
it will bring about the sale of much 
insuance that otherwise would not be. 





TEBBETTS’ SUITS DISMISSED 


Court Decides Actions For $300,000 Dam- 
ages Were Personal and His 
Death Ends Them 
The suits brought by the late Lewis P. 
Tebbetts of St. Louis asking for dam- 
ages amounting to $300,000 from sever: al 
companies, agents, general agents and 
company executives personally were dis- 
missed this week in St. Louis when Cir- 
cuit Court Judge Hartmann sustained 
motions of counsel for the defendants 
who contended that the cause of action 
was personal and could not be prosecut- 
ed by Tebbetts’ heirs or the administra- 
tors of his estate. The suits grew oul 
of the campaign against twisting com- 
ducted by the Life Underwriters Asso- 

ciation of St. Louis several years ago. 
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YOU MUST DO THE SWINCINC 
2 2a 


HE “pro” can explain the theory ...can show you the right stance, the correct grip and 


the proper flex of arms, but you must do the swinging to learn to play golf. 





Step by step, and club by club, the instructor will guide you over fairway, rough and green. But 
you ve got to master the fundamentals first to become a golfer and get a ‘kick’ out of the game. 


You've got to learn to hit the ball and the only way you can learn that, is by hitting it. 


The Continental American knows that the only way a man can learn to sell life insurance is to 
have him do the ‘swinging right from the start. Hes got to get into early and consistent produc- 
tion to get a kick’ out of it. 


This company, in keeping with its originality and progressiveness, offers a training plan that assures 
immediate and constant production to the new salesman who is at all adapted to the life insurance 
business. It not only gives him the theory he needs as he can absorb it, but supplies both personal 
and mechanical supervision for every working hour, six days a week. It is a training plan that 


produces men that produce. 


Send for a copy of our booklet... A limited number of openings in Massachusetts, New Jersey, Pennsylvania, 
“How an Average Salesman Can Build Delaware, Maryland, District of Columbia, Virginia, West Virginia, and 
An Income of $25,000 a Year.” Ohio. Address your communication to George A. Martin, vice-president. 
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Charles E. Hooper Heads 
Northern N. J. Ass’n 


WITH MASSACHUSETTS MUTUAL 





Howard C. Lawrence First Vice-Presi- 
dent; L. G. Rude, C. J. Zimmerman 
and John Binns Elected 





The newly elected president of the Life 
Underwriters Association of Northern 
New Jersey is Charles E. Hooper, agen- 
cy supervisor of the Newark agency of 
the Massachusetts Mutual. Mr. Hooper 
was elected last Friday at the first meet- 
ing of the association’s new executive 
committee. He succeeds Ernest D. Finch, 
manager in Newark for the Missouri 
State Life. 

The other officers are as follows: first 
vice-president, Howard C. Lawrence, 
manager, Lincoln National; second vice- 
president, Louis G. Rude, Mutual Bene- 
fit Life; secretary, Charles J. Zimmer- 
man, manager, Connecticut Mutual, and 
treasurer, John Binns, Northwestern 
Mutual. 

Mr. Hooper, the new president, is well 
known in the life insurance field in both 
New York and New Jersey. He first 
was in the fire insurance field, was em- 
ployed as a clerk with the firm of Hooper 
& McDaniel, of which his father was 
a member of the firm. He remained with 
his father until 1921 when he became a 
member of the newly formed firm of 
Hooper & Johnson. This firm was ap- 
pointed solicitors for the Newark agen- 
cy of the Massachusetts Mutual and rep- 
resented the agency from 1920 until 1926. 
In 1927, Mr. Hooper went to the New- 
ark office as agency supervisor. 

He is a resident of Suffern, N. Y., and 
has served two terms as mayor of the 
town and also two terms as trustee. He 
has been a member of the Northern New 
Jersey Association for some time and 
has been active in its affairs. 





PRU EXECUTIVES IN NIAGARA 





Address Two-Day Convention of Com- 
pany’s Agents from Upper New 
York State and Ontario 

A number of home office executives of 
the Prudential attended a two-day con- 
vention held last week-end in Niagara 
Falls by the company’s representatives 
in upper New York State and Ontario. 
There were more than 450 Prudential 
agents at this convention. 

Among the speakers were Franklin 
D’Olier, vice-president in charge of ad- 
ministration; Alfred Hurrell, vice-presi- 
dent and general counsel; George W. 
Munsick, vice-president in charge of 
agencies; George H. Chase, Sylvester 
Schattschneider, and Albert E. N. Gray, 
assistant secretaries. 





O. F. GILLIOM’S FINE RECORD 

QO. F. Gilliom, general agent for the 
Lincoln National at Berne, Ind., has pro- 
duced an application a week for prac- 
tically eighteen years. He has almost a 
seven-year lead over his nearest com- 
petitor in company circles—D. E. Peavy 
of Beaumont, Tex.—who has 581 weeks 
Other leaders in consecutive production 
are C. B. Rittenberry of Amarillo, Tex., 
with 549 weeks; H. G. Swift, Bryan, O., 
with 530 weeks, and S. H. Annis, Detroit, 
with 527 weeks. 


INDEPENDENCE SQUARE 





THE HOME LIFE INSURANCE COMPANY OF AMERICA 
PROTECTS THE ENTIRE FAMILY 
Policies Are Issued from Birth to Sixty-Five Years Next 
Birthday 

A comparative statement of the Company’s progress during the last ten 
years shows a remarkable achievement. $ 
by 141.9%; the admitted assets have shown a gain of 492.2%. The policy 
reserves for the protection of policyholders have expanded by 545.6%; and the 
insurance in force has increased by 152.6%. 

OVER ONE HUNDRED AND FOUR MILLIONS IN FORCE 

A Policy for Every Purse and Purpose 


STATE MUTUAL LIFE 
ASSURANCE COMPANY 


of Worcester, Massachusetts 








For the State Mutual Field Man! 
A New Sales Pac 
and 
Work Organizer 


for use in the Sales Interview 
A New and Unique 
Policy Analysis Form 


for the complete presentation 


of Life Insurance Needs 








Financial ,Stability—Complete Protection 
Since 1844 











CRAIG AGENCY’S FINE RECORD 





Philadelphia Office of State Mutual Sets 
Several New High Marks; 
Visit Home Office 

As the result of a remarkable record 
achieved during the early months of this 
year by the State Mutual Life agency in 
Philadelphia under the management of 
Walter A. Craig, thirteen members of 
the agency were the guests of the com- 
pany on a visit to the home office in 
Worcester last week. Among the agen- 
cy’s achievements were the largest gain 
for the year to date of all State Mutual 
agencies; the largest March in the his- 
tory of the Philadelphia agency which 
was established in 1881; larger paid busi- 
ness for the six months of this year than 
for the full year of 1931; third largest 
among all State Mutual agencies in paid 
business for new agents; and for the 
five months the highest position ever 
held among the company’s agencies in 
paid business. 

There was an inspection of the home 
office by the visitors, followed by an 
agency meeting after which all adjoined 
to the Worcester Country Club for golf 
and dinner. The members of the Phila- 
delphia agency who made the trip to 
Worcester are Walter A. Craig, G. Nor- 
man Beling, Robert Cleeland, Herbert 
C. Johnson, Kenneth Keepers, Victor A. 
Lang, William J. Rankin, Harris Sacks, 
James M. Stokes, Jr., W. Cheston Stokes, 
Jr., Robert E. Synnestvedt, J. Frank 
Walsh, Julian L. Woodruff. 


DIAMOND ANNIVERSARY MEET 





Northwestern Mutual Making Extensive 
Plans for Big Home Office Con- 
vention This month 

Northwestern Mutual Life people are 
looking forward with keen interest to the 
company’s diamond anniversary meeting, 
to be held July 25-27 in Milwaukee. The 
meeting will also mark the fifty-sixth of 
the Association of Agents of the com- 
pany. 

There are a number of outstanding 
features scheduled for this year’s con- 
vention, including dramatic episodes 
depicting the founding of the Northwest- 
ern, the moving of the company to Mil- 
waukee, payment of the first death loss, 
among others. 

Among the company speakers at the 
meeting will be vice-president M. J. 
Cleary, Superintendent of Agencies 
Charles H. Parsons, Assistant Superin- 
tendent R. P. Thierbach, and C. F. Axel- 
son, president of the Association of 
Agents. Outside speakers will include 
Dr. Gus W. Dyer, Vanderbilt University, 
and Prof. S. N. Stevens of Northwestern 
University. 





COLONIAL LIFE APPOINTMENTS 

The Colonial Life has made the fol- 
lowing appointments in New Jersey: 
Thomas E. McHugh, assistant manager 
at Paterson; Theodore M. Hirsch, man- 
ager at North Hudson, and William 
Nachankis, assistant manager at Asbury 
Park. 





in Maryland! 


Generous Contract . 





Sales Possibilities Undeveloped 


We have some of the Best Counties in the State Open. 
Sincere Home Office Cooperation 


GEORGE WASHINGTON LIFE INSURANCE COMPANY 
Charleston, West Virgini 


Full Policy Service 


irginia 











The premium income has increased 


PHILADELPHIA, PENNA. 


Building & Loan Life 
Writes Special Policies 


A WEST VIRGINIA COMPANY 





Single Premium Contracts Cover Savings 
Period; No Other Business Written 
By Organization 





Among life insurance companies run 
for special purposes is the Building & 
Loan Life of Wheeling, West Virginia, 
which writes policies only for the pur- 
pose of covering building and loan con- 
tracts. The company is officered by 
building and loan men, the president be- 
ing Walter B. Hilton, secretary of the 
West Virginia Building & Loan League. 

The company issues only one type of 
policy, a diminishing term, single ad- 
vance premium. The maximum amount 
of the policy issued in any case is held 
approximately to the amount obligated 
to the local association, so that in the 
event of death of the borrowing or sav- 
ing member the company completes the 
contract to the local building and loan 
association. Generally no medical exam- 
ination is required, the applicant merely 
making a statement of health. In a 
minority of cases an examination is nec- 
essary. 

At age 25 on a loan contract for $1,000 
for 200 months (a little over sixteen 
vears) the single premium is $22.50. As 
the amount paid on the building loan 
contract increases the company’s liability 
lessens. 

The insurance cannot lapse, thus the 
local association is always protected dur- 
ing the life of the contract; but the local 
association has the right to cancel the in- 
surance when the protection is no longer 
needed. In the case of insured savings, 
the company collects the advance pre- 
mium from the applicant, presenting, 
without cost to the local association, a 
new investor. 

In the case of a borrower, when he 
is unable to pay the full premium in ad- 
vance, he gives an order, and the local 
association advances’ this premium, 
charging it to his loan, and credits the 
amount to the account of the company, 
which, in turn, agrees to withdraw only 
such portions and only at such times as 
agreed to by the local association. The 
local association really assumes no risk 
in advancing the premium since if the 
borrower does not repay, the company 
refunds the unearned net insurance. A 
proportion of the borrower’s premium is 
allowed the association, or any person 
designated by the association, as com- 
pensation. 

The company provides, trains, equips 
and compensates salesmen or solicitors 
when desired by the local association, 
appointing only those recommended by 
the association, and terminating their em- 
ployment when requested by the asso- 
ciation. 





NORTHERN STATES SUIT 


When the action by the attorney gen- 
eral of Indiana for a receiver for the 
Northern States Life of Hammond, Ind., 
came before the Superior Court last 
week the state contended that the 1931 
report of the company did not comply 
with the law. The state claimed that the 
schedule of bonds and other securities 
were missing. Attorney L. Bomberger 
for the company contended that the re- 
port was complete when filed. 
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THE LIFE INSURANCE 
COMPANY OF VIRGINIA 


RICHMOND 


Bradford H. Walker, 
President. 
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ROSWELL E. FISHER 


Fisher and McLaughlin 
To Manage 42nd St. Office 


OF KEANE-PATTERSON AGENCIES 








Both Young Men Who Have Successful 
Records as Producers and Or- 


ganizers in Insurance 





When Donald C. Keane and Lloyd Pat- 
terson, operating several offices in New 
York as the Keane-Patterson Agencies 
representing the Massachusetts Mutual 
Life, take over the Pershing Square 
branch of the company at 100 East 
Forty-second Street, July 1, they will in- 
stall there as managers of the branch 
Roswell E. Fisher and Eugene A. Mc- 
Laughlin, both of whom are young men 
who have a successful background of 
experience in life insurance. 

Mr. Fisher is 30 years old. He is a 
graduate of Union College and was first 
employed by the American Telephone 
and Telegraph Co. He entered the 
Keane-Patterson Agencies in 1928 where 
his personal production work led him, 
after two years, to manage a project of 


EUGENE A. McLAUGHLIN 


the Phi Gamma Delta Society to erect a 
$1,000,000 headquarters building in Wash- 
ington, D. C., to be financed on a plan 
of life insurance to its members designed 
by him. With headquarters in Wash- 
ington, Mr. Fisher’s work took him to 
every part of the United States where 
his organization work has been a marked 
success. 


Eugene A. McLaughlin is 35 years old. 
His education has been in business man- 
agement, sales organization, trust law, 
industrial engineering and life insurance. 
His experience covered a field of indus- 
trial and public service enterprises before 
his introduction to the life insurance bus- 
iness in 1925 as agency supervisor and 
personal producer under Gerald A. Eu- 
bank. In 1927 he became district man- 
ager of the Equitable Life of Iowa for 
Central New York State. In 1928 he be- 
came brokerage manager of the Muller 
Agency in New York City, and in 1929 
manager of the Insurance Trust Divi- 
sion of the Chatham Phoenix Bank. 


H. N. Fell, who retires from executive 
work in the Pershing Square office in 
order to expand his personal business, 
will continue his association with the 
Massachusetts Mutual at the same office. 





JOINS BANKERS LIFE 





Ben Williams, Recent Wharton School 
Graduate, To Be Associated with 
Advertising Department 
The Bankers Life of Des Moines has 
announced the appointment of Ben Wil- 
liams to be associated with the com- 
pany’s advertising department at the 

home office. 

_Mr. Williams is a graduate of Baylor 
University, Waco, Texas, and after 
graduation was engaged in the advertis- 
ing agency field. He became interested 
in life insurance and enrolled as a grad- 
uate student in the Wharton School of 
the University of Pennsylvania, where he 
has completed in one year, a two-year 
course of graduate study. He was re- 
cently awarded the degree of Master of 
Business Administration at this  insti- 
tution. 





FLICKINGER SUCCEEDS FATHER 


Dan W. Flickinger has been appointed 
general agent at Indianapolis for the 
John Hancock, following the death of his 
father, the late Elmer E. Flickinger. Dan 
Flickinger, like his father, has spent 
Practically his entire business career in 
the John Hancock’s service. He started 
as an agent in Indianapolis on July 1, 
1915, and except for military service dur- 
ing the war has been constantly repre- 
senting the company. 





Convention Diversion - 

An opportunity to visit and see 
everything within 100 square miles of 
San Francisco and the Oakland dis- 
tricts will be afforded those who at- 
tend the convention of the National 
Association of Life Underwriters in 
California in August. The program 
for diversion during the convention 
includes trips to Redwood groves; the 
University of California and its Greek 
theater; Leland Stanford Jr. Univer- 
sity, where is located the famed Stan- 
ford Memorial and the home of Her- 
bert Hoover; Chinatown, Fisherman’s 
Wharf; the Seal Rocks, the great Pa- 
cific Ocean Beach; the Presidio and 
its outlook over the vast Pacific; the 
mountains and the hills, the flowers 
and the gardens in Golden Gate Park, 
and the famed residential districts 
where blooms flourish all year round. 











GET BROOKLYN NATIONAL POSTS 

Two important agency appointments 
have been made by the Brooklyn Na- 
tional Life. Elmer G. Schaefer has been 
named manager of the life department 
of the G. R. Ohlin Agency in Buffalo, 
and Frank C. Sickles has been appointed 
general agent in Rochester. Both men 
have had a background of many years 
of experience in the business. 








THINK ON 
THESE THINGS 


1]; DID YOU EVER GET A 
NOTICE FROM A BROKER 
SAYING THAT A _ CER- 
TAIN STOCK WAS DROP- 
PING RAPIDLY AND ASK- 
ING A REMITTANCE ON 
MARGIN TO COVER? 


Question No. 


(Maybe you never did; but the testimony of the Presi- 
dent of the New York Stock Exchange, before a Senatorial 
Committee recently, was to the effect that the total number 
of investors in the securities listed on the Exchange was 
25,000,000, and it is a sure thing that some of them received 
such a notice.) 


DID YOU EVER GET A 
NOTICE FROM A LIFE IN- 
SURANCE COMPANY TO 
THE EFFECT THAT YOUR 
LIFE INSURANCE WAS DE- 
CREASING IN VALUE AND 
ASKING YOU TO SEND ON 
ADDITIONAL PREMIUM 
PAYMENTS? 


Question No. 2: 


(You certainly did NOT; and there are 68,000,000 or 
more people in the United States today who can testify to 
that fact.) 


S OME government bonds are selling below par today; 
many municipals can be purchased below par; a few utilities 
can be bought at low figures; and stocks are “way down”; 
but Life Insurance is at PAR and has been every day, week, 
and month throughout “the depression.” 


And, as St. Paul wrote the Philippians, “Finally brethren, 
THINK ON THESE THINGS.” 





THE NORTHWESTERN MUTUAL 
LIFE INSURANCE COMPANY 


Milwaukee, Wisconsin 
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Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Effickency 


“Tf a life insurance 


Interviews salesman should be 
Are invited to deliver a 
Valuable lecture on life insur- 


ance for which he 
was to be paid $100, he would work every 
night for a month planning what to say,” 
declares Agency Manager F. W. Darling 
of the Cedar Rapids agency of the Bank- 
ers Life Co. “Why,” asks Mr. Darling, 
“will this same salesman rush off to an 
interview at which many times $100 is at 
stake, without spending a single moment 
planning what he is to say?” 

* * * 


In contrast to the 


Compare uncertainty of the 
the opportunities for 
Stability capital to earn a fair 


and safe profit in the 
field of industrial investment, compare 
the stability, the guaranteed profits and 
the protection of savings placed in life 
insurance, comments the Security Mu- 
tual Roster. 

It is hard to resist the “come on” ap- 
peal of the low stock quotations of the 
present day market. There is danger 
ahead for the small investor if present 
possibilities are compared with past per- 
formances in the field of common stock 
investments. The future trend should be 
considered in judging the safety of in- 
vestments, and in many instances the 
future is a gamble. 

Not so with life insurance. Just as 
truly as two and two make four, and 
will always make four, so truly can we 
depend upon the performance of life in- 
surance investments and protection. The 
truths on which actuarial figures are 
based have been proven time and again 
in actual experience, through feast and 
famine, boom times and hard times. 

# * * 


More and more the 

The value of the life in- 

Other Half surance field man is 

Of Your Income being based on per- 

sistency records 

rather than on new business. That, 

after all, is the true test—important not 

only from the company and policyholder 

standpoint but from the standpoint of 

the agent as well. It is not necessary 

to point out that every $100,000 of busi- 

ness personally produced means, even on 

the basis of the former existing lapse 

ratio, at least $1,000 to the agent in re- 

newal commissions alone. To permit a 

high lapse rate is deliberately throwing 
most of that away. 

So says Policysales of the Bankers 
National, adding: There is no advantage 
in having a policyholder who is not in- 
surance minded—if he is luke warm, his 
interest is quickly lost. Make it your 
responsibility to see that your policy- 
holders do become insurance minded— 
your opportunity for future business lies 
there—you have a two-fold advantage— 
persistency and the opportunity for new 
business. 

It is the man in the field—the man who 
has developed the personal contact and 
built up that confidence that is so nec- 
essary in life insurance—who has the an- 





swer to the conservation problem right 
in his own hands. For the interest of 
everyone concerned, he will work with 
an eye to persistency. 

A * * 


A study of ques- 


American tions such as the 
College American College of 
Questions Life Underwriters 


gives those who are 
aspiring for the Chartered Life Under- 
writer degree should help the agent to 
get thinking along lines which will un- 
doubtedly help him to progress in his 
work. The College examinations are 
given in five parts and deal with the eco- 
nomics, principles and practices of life 
insurance; principles and psychology of 
life insurance salesmanship; economic 
problems, government and _ sociology, 
commercial and insurance law and the 
law of wills, trusts and estates; and cor- 
poration finance, banking and credit, and 
investments. 

The following are a few of the ques- 
tions on life insurance salesmanship 
which were given in the recent examina- 
tions: 

Using your own facts, prepare a spe- 
cific sales talk for the presentation of 
an immediate non-refund annuity to a 
woman of 70 without dependents. 

Define and explain briefly the follow- 
ing terms in relation to their importance 
in the selling process. 

(a) Instinct, (b) Acquired habits, (c) 
programming, (d) Prospect, (e) Human 
nature, (f) Sensation, (g) Imagination, 
(h) Procrastination, (i) Knowledge of 
fundamental sales psychology, (j) Creat- 
ing desire. 

Current estimates indicate that but a 
small percentage of the life insurance 
now in force is payable in installments 
or under trust agreements. Set forth 
fully the approach which you would use 
in recommending the placing of life in- 
surance proceeds in trust. Use such facts 






NONE 


There are no policies better adapted 


BETTER 


INDUSTRIAL — OR — ORDINARY 


to the public need than those issued by 


The Colonial Life Insurance Company 


OF AMERICA 
HOME OFFICE—JERSEY CITY, NEW JERSEY 
Opportunity for Quality Men 
NEW JERSEY—NEW YORK — PENNSYLVANIA — CONNECTICUT 












Preferred Risk 


REASONS 


WHY BERKSHIRE LIFE AGENTS SUCCEED 
The following list of policies are adapted to meet present day needs: 
Berkshire Special (Low Cost) 
Return Premium Retirement Annuity (Ages 50-55-60-65-70) 
Retirement Income (Ages 50-55-60-65-70) 
12% Guaranteed Income (Family Income) 


Whole Life Payable at Age 85. 
Extremely Liberal Policy Contract Features. 
“FUND-O-MENTALS”—C. | 


ew Training Course 





FRED H. RHODES, President 





“ASK ANY BERKSHIRE LIFE AGENT” 
BERKSHIRE LIFE INSURANCE COMPANY 


Incorporated 1851 


PITTSFIELD, MASS. 





of your own as you regard necessary for 
presentation. 

(a) Objections by the prospect during 
the interview help to develop a sales- 
man as well as aid in the particular in- 
terview in which they arise. Discuss 
briefly five advantages or benefits which 
the salesman may derive from an intel- 
ligent use of the prospect’s objections. 

(b) You are confronted with the fol- 
lowing specific objections. Set forth your 
suggested replies, using your own facts 
if necessary. 

(1) Life insurance as an institution 
must face the readjustment problem as 
banks, financial concerns and industries 
have faced it. I shall await develop- 


ments. 

(2) I have suffered a reduction in 
salary. 

(3) I must remain in a liquid posi- 
tion. 

(4) My own business requires all 


the funds I can raise. 

(5) Submit it in writing and I shall 
be glad to go over it. 

(a) What is your understanding of a 
“brief” or “written presentation” in a 
life insurance sales proposal? 

(b) What are the advantages to the 
salesman in the proper use of the “brief” 
or such “written presentation”? 

(c) What specific information should 
be set forth in the “brief” or “written 
presentation” ? 





T. W. STODDART DIES 


Thomas W. Stoddart, a retired em- 
ploye of The Prudential at the home 
office in Newark, died recently at the 
age of 76 at his home in Nutley, N. J. 
He is survived by three daughters and 
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The Lincoln National Life Insurance 


Company fort Wayne. Indiana 








FOR SALE—Insurance Library of 
New York General Agent including 
110 volumes “N. Y. Insurance Re- 
ports” from 1830 to date. Title Guar- 
antee & Trust Company, Trust Dept., 
176 Broadway, N. Y. 











NORTH TALKS IN BOSTON 





Metropolitan Life Official Gives Tips on 
Putting Prospect in Buying Frame 
Of Mind 

Henry E. North, third vice-president 
of the Metropolitan Life, was guest 
speaker at last week’s luncheon meeting 
of the Boston Life Underwriters’ Asso- 
ciation held at the Boston City Club, the 
last meeting of the association until Fall. 
V. W. Kenney, Connecticut Mutual 
general agent and president of the as- 
sociation, presided. 


The speaker pointed out that agents 
can’t expect to find the same conditions 
today as they did a few years ago. It is 
a buyers’ market and not a sellers’. In 
order to overcome resistance the agent 
has got to bring to the prospect’s mind 
an understanding of what the under- 
writer knows that man should have. The 
underwriter knows what the man should 
have but doesn’t know how to tell him. 
He must be able to answer that question, 
“Why?” in such a way as to put his 
prospect in a buying frame of mind. 





EQUITABLE’S NEW CLUBS 


Establishes New Million-Dollar Club and 
$350,000 Corps for Agents Who 


Meet Requirements 


In order to properly recognize the 
accomplishment of those agents who 
write $1,000,000 of business or more in 
one year, the Equitable Society has 
adopted a new Million Dollar Club, to 
replace the former Million Dollar Corps 
of the Quarter-Million Club. 

The company has also formed the 
$350,000 Corps of the Quarter- Million 
Club, to afford an appropriate designa- 
tion to many of the Society’s agents who 
while falling short of the Half- Million, 
materially exceed the requirements for 
the $250,000 Corps. The requirements 
for membership in this Corps are $350,- 
000 in volume, $11,200 in premiums, and 
twelve lives. 








KILLS SELF TO AID COLLEGE 


Ernest H. Braukman, president of the 
Continental Paper Products Co., ol 
Denver, Colo., and an official of the Colo- 
rado Women’s College in Denver, shot 
and killed himself recently, so that th 
college might benefit by the $25,000 in- 
surance policy he carried in its favor. 
For many years Mr. Braukman had do- 
nated much of his personal fortune to 
religious and educational institutions. 
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Metropolitan main- 
tained an average 
of $11,320,790.00 
in Life Insurance 
issued, revived 
and increased 
each business 
day of last year. 


METROPOLITAN LIFE INSURANCE COMPANY @& 


FREDERICK H. ECKER, PRESIDENT ONE MADISON AVE., NEW YORK, N. Y. 
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Pierce Agency Business Has Grown 
From $2,000,000 to $65,000,000 


Continuous growth and expansion have 
made it necessary for the F. G. Pierce 
Agency of the Connecticut General in 
Philadelphia to move into larger and 
more attractive quarters. The agency 
has acquired the entire twenty-fourth 
floor in the Lincoln-Liberty Building, at 
the corner of Broad and Chestnut 
Streets, which is just below the new re- 
ception headquarters of the City of Phil- 
adelphia. The agency has, since Mr. 
Pierce’s appointment in 1913, been locat- 
ed in the North American Building. 

At the close of 1913, the Pierce Agency 
had less than $2,000,000 of insurance in 
force. At the end of 1931, the total was 
approximately $65,000,000. Accident and 
health premium income in 1931 was over 
thirty-one times as great as in 1913, while 
the total premium income last year was 
about forty times as great as in 1913. 


Many Company Honor Men 


Personnel development has been out- 
standing in quality as well as in num- 
bers. Of the representatives in Phila- 
delphia, Harrisburg and other towns in 
Pennsylvania, the agency has had as 
many as twenty-six in one year on the 
company’s honor roll of leading agents. 
The permanent character of the organi- 
zation is evident in the fact that by the 
end of this year twenty-one members 
will have been associated with the agen- 
cy for at least ten years. 

In addition to his demonstrated abili- 
ties in managerial work, Manager Pierce 
has always been active in interests fur- 
thering the welfare of the business and 
has served as secretary of the National 
Association of Life Underwriters and as 





F. G. PIERCE 


chairman of the Philadelphia Managers 
Association. 

Through the new move the agency ac- 
quires one of the most attractive agency 
plants in Philadelphia, a home in keep- 
ing with its character and importance. 
Accommodations will include twelve pri- 
vate offices and ample room for other 
agents, and a clerical force of thirteen. 
The offices command a forty mile view, 
overlooking on one side the Delaware 
River Bridge. 








STATE MUTUAL POLICY CHANGES 





Simplifies Guaranteed Values; Raises 
Surrender Charge in Early Years; 
Dividend Provision 
The State Mutual Life has brought out 
a new series of policy contracts which 
the company started writing today. To 
reduce the amount of clerical work and 
give at the same time adequate informa- 
tion all policies will carry guaranteed 
values and premiums based on $1,000 of 
insurance instead of on the face amount 

of the policy. 

Surrender charges have been increased 
because, the company points out, it is 
assumed that policies will continue for a 
number of years and when they do not 
there is a financial loss to the continuing 
policyholders. Former charges were too 
low and as a fair basis the new provi- 
sion calls for surrender charges of $16 
the second year for each $1,000 of insur- 
ance decreasing annually by $2. 

The new contracts provide that the 
first dividend shall be payable after the 
second year’s premium. In practice the 
company will allow the first dividend to 
be used toward payment of the second 
year’s premium. 


LANE AGENCY ANNIVERSARY 








Three Years With Home Life on July 1; 
40 Agents Attending Luncheon 
Party at McAlpin Hotel 
The Lane Agency of the Home Life in 
New York is observing its third anni- 
versary as general agent of that com- 
pany today with a luncheon party at the 
Hotel McAlpin. There will be forty 
agent-members of the office present the 
hosts being Louis Lane and Frank L. 
Lane, co-general agents. They have both 
been active figures in the business over 

a period of years. 

When the Lane Agency made its Home 
Life connection in 1929 there were only 
three full time producers, Mrs. Marie 
Valentine, Victor D. Hollander and The- 
odore A. Harris. All three have con- 


sistently proved their ability as produc- 
ers, their records giving newer agents in 
the organization marks to shoot at. 


COLLEGES GOOD GROUP FIELD 





Equitable Society Experience Shows Ed- 
ucational Institutions Furnish Fertile 
Field for Group Coverage 


Records of the group department of 
the Equitable Society indicate that uni- 
versities and colleges furnish a fertile 
field for group life insurance. In the last 
three months more than $5,000,000 of 
group coverage has been placed on facul- 
ty members, administrative officers, and 
other employes of educational institu- 
tions by this Society. 

This insurance consists largely of new 
business, although a sizable portion has 
developed from supplementary contribu- 
tory insurance and from changes in plans 
that have resulted in additional protec- 
tion. The latest business written is $600,- 
000 of supplementary contributory Group 
Life insurance provided by Boston Uni- 
versity, raising the amount in force in 
the institution to approximately $1,100,- 
000. The additional as well as the orig- 
inal business was written by Winslow 
H. Adams, group supervisor of the C. E. 
Townsend Agency, Boston. 





J. A. STEVENSON COMPLIMENT 

John A. Stevenson, vice-president of 
the Penn Mutual, visited the Manuel 
Camps, Jr., agency of the company on 
June 17th. On June 13th it was an- 
nounced that the agency would compli- 
ment its visitor with a drive for new bus- 
iness. It resulted in eighty-six applica- 
tions for. $552,988, obtained by thirty- 
eight agents. Among the agents doing 
particularly well in the testimonial drive 
were Lawrence Willet, Fred McMillan, 
Harry Gershon, Lawrence Willett, Harry 
Wilson and Red Bargeron. 





VETERANS’ CLUB OUTING 

The Veterans’ Club of the Mutual 
Benefit Life held its annual all-day out- 
ing last Saturday at Bertrand Island 
Park, Lake Hopatcong, N. J. Quoits, 
baseball, swimming and other sports 
were topped off by a chicken dinner. 
About fifty-five attended. 





large insurance organization. 





tion. Immediate salary less important than good opportunity. 
ences. Would accept temporary position. 


Box 1198 


SITUATION WANTED 


with progressive insurance firm. Young lady, age 27, single. 
tion—high school and N. Y. U. Eight years office and secretarial work with 
manufacturing firm. Past 2 years secretary and assistant to branch manager 
Business changes reason for seeking new connec- 


Business educa- 


Highest refer- 


The Eastern Underwriter 
110 Fulton Street, New York City 











HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 


FRANK J. HAIGHT, President 
INDIANAPOLIS 


Omaha Kansas City 





Agent’s Commission On 
Own Policy Held Taxable 


REVENUE BUREAU _ DECISION 





Explains that it Is Considered Income 
on Basis of Employer-Employe 
Relationship 





A commission allowed an insurance 
agent on a policy taken out on his own 
life is taxable, C. M. Charest, general 
counsel of the Bureau of Internal Rev- 
enue has pointed out. It is considered 
an income under the Revenue Act of 
1928 and prior acts because the relation- 
ship of employer and employe exists and 
the company has agreed to pay commis- 
sions to the agent on all policies writ- 
ten by him. 

Mr. Charest said that information had 
been requested as to the basis on which 
a ruling (T.D. 2137) had been made hold- 
ing that commissions retained by an 
agent on his own policy should be con- 
sidered as income. He says: 

“The commission is paid to the agent 
as compensation for services rendered as 
an employe, i. e., on account of business 
obtained, regardless of whose life is in- 
sured, and is ‘gain derived from labor, 
and therefore taxable income. Further- 
more, it is immaterial whether the agent 
remits to the company the standard 
charge for such insurance (namely, the 
amount that would be charged any other 
person under like conditions) and re- 
ceives a check for his commission, or 
whether he remits to the company the 
standard charge minus his commission. 
The net result is the same. 

“The agent receives taxable income to 
the extent of the commission, either ac- 
tually or constructively. It follows that 
the amount of commission paid by the 
insurance company should be reported as 
income by the insurance agent.” 





DIVORCED WIFE DECISION 


The fact that a divorced wife of an 
insured, who after his disappearance 
paid the premiums on his life policy on 
the agent’s oral representation that if 
she would pay the premiums and keep 
the policy in force, the insurance com- 
pany would pay her the insurance after 
a seven year period (raising the pre- 
sumption of death having occurred), gave 
her no right to sue upon the policy at 
the end of the seven year period, the 
Georgia Court of Appeals held in the 
case of Meriwether v. Metropolitan Life. 





DELIVERY BY MISTAKE 


A policy accidentally delivered is not 
legally delivered and no claim can be 
made under it, the Alabama Supreme 
Court has held in Bankers Credit Life 
v. Lee, 140 So. 609. The policy was not 
delivered to insured before his death, but 
by mistake was mailed to him by the 
bank through which the transaction was 
handled. The first premium had not 
been paid. 





IF 
ie Ge 


to tackle an associate general agent’s 
job on a commission basis we offer an 
immediate opening in a small growing 
agency for any worthwhile man who 
has a good record. 


This is decidedly an opportunity for 
the future! Write in confidence to 
Box 1200, 


THE EasTERN UNDERWRITER, 
94 Fulton Street, New York 














FIRST EGYPTIAN LIFE COMPANY 

The first Egyptian life insurance com- 
pany has been founded in Cairo by royal 
decree. Its name is “Al Chark,” mean- 
ing The Orient, and its capital will be 
300,000 Turkish pounds. It is fathered, 
so it is said, by the “Nationale” of Paris, 
France. 





Disability Story 
(Continued from Page 3) 


as authority in all cases involving total 
and permanent disability, on the theory 
that disability is disability, just as pigs 
is pigs. We would not, however, in- 
fringe upon their freedom of contract to 
the extent of suggesting the prohibition 
of the waiting clause, although we be- 
lieve it to be unwise life insurance prac- 
tice and probably illegal under the stat- 
utes of a number of states which do not 
authorize life insurance companies to 
write accident and health insurance, but 
only authorize them to write genuine 
total and permanent disability. We do 
believe, however, that the history of the 
past two or three years, with their se- 
rious losses in this department of un- 
derwriting, should convince any one that 
the waiting period is one of the grave 
infirmities of total and permanent dis- 
ability underwriting as it has been prac- 
ticed by many companies in the United 
States recently. 

In any event, we believe that compa- 
nies should be permitted to write gen- 
uine total and permanent disability, with 
a straight-forward clause describing the 
coverage for what it is, instead of being 
forced to set up an artificial, arbitrary 
and illogical standard of permanency 
which all experience demonstrates makes 
disability underwriting a hazardous un- 
dertaking, or as an alternative, abandon 
a field which is a proper one for life 
insurance companies if confined within 
proper bounds. 

The passage of this Resolution is an 
appeal to the Insurance Commissioners 
of America to leave us free to write real 
total and permanent disability, as it was 
soundly practiced by a number of con- 
servative companies without serious loss 
before the so-called “waiting period” was 
imposed upon us. 
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Reinsured Business in 
Foreign Co.’s Secure 


THOMAS A. BUCKNER EXPLAINS 





Deposits Adequately Cover Obligations 
With New York Life President 
Tells Field Force 





Why the conservatively managed life 
insurance company remains sound in a 
period of general unsettlement such as 
the present was discussed by Thomas A. 
Buckner, president of the New York 
Life, in a statement to the field force 
of the company. The diversity of the 
company’s investments and the large 
margin of reserves assure this soundness. 
For instance, last year in making up the 
annual statement the New York Life 
used security values at the end of the 
year instead of taking June 30 values 
which was permitted under a ruling by 
the insurance commissioners of a major- 
ity of the states. 

President Buckner said that from time 
to time inquiries have been made con- 
cerning the company’s reinsurance of 
business with foreign life companies 
when it withdrew from business abroad. 

“Our reinsured business,” said Presi- 
dent Buckner, “may be divided into two 
groups. The former business written by 
NYLIC in foreign countries which was 
transferred or reinsured in block. As to 
this transferred business let me assure 
you that both the insured and the com- 
pany are fully protected under our trans- 
fer agreements by deposits with trustees 
of securities, which at all times must be 
equal in value to the reserve on such 
transferred business. 

“Surplus business on individual lives. 
The Canadian companies, in which the 
majority of such reinsurance has been 
placed, are required by law to keep on 
deposit in the United States a sum equal 
to the reserve liability on their United 
States business, which includes NYLIC’S 
business reinsured with such companies. 
The law of the state of New York does 
not permit a company to take credit for 
the reserves on such business reinsured 
in companies not authorized to do busi- 
ness in this state. The total amount of 
reserve on such business at December 
31, last, was $6,272,475. In our financial 
statement the company takes no credit 
for this amount. We do, however, enter 
this amount in a separate schedule of 
unclaimed assets, included in our report 
to the insurance departments. In other 
words, the company includes among its 
liabilities the full amount of reserve for 
all such policies reinsured, without tak- 
ing any credit for the sums due us from 
such foreign reinsurance companies.” 





R. E. OL_MSTEAD APPOINTED 





Named Penn Mutual General Agent in 
Detroit to Succeed the Late 
George L. Bahl 


The Penn Mutual has appointed Rob- 
ert E. Olmstead general agent in Detroit 
to fill the position made vacant by the 
death of George L. Bahl some weeks 
ago. Since February, 1929, Mr. Olmstead 
has been a member of Patterson Agency 
of the Penn Mutual in Chicago, at first 
as a unit manager, in which capacity he 
had a paid production of $2,084,000 in 
1930, and since January 1, as agency su- 
pervisor. 

He is a graduate of the Wharton 
School of the University of Pennsyl- 
vania and holds the Chartered Life Un- 
derwriter designation. The former 
George L. Bahl Agency is one of the 
Penn Mutual’s oldest and is regarded by 
the home office as one of its most im- 
portant fields. 





OLZENDAM CONN. SPEAKER 


Roderic Olzendam, research director 
of the Metropolitan Life, was one of the 
Speakers at the Connecticut Industrial 
Conference, sponsored by the Y. M.C.A. 
at Camp Hazen, near Chester, Conn., for 
two days last week. Mr. Olzendam rec- 
ommended organization of a Connecticut 
industrial relations plan. 


Huebner Cites Varied Uses For 


Term Coverage and Annuities 


Auspiciously opening his summer sea- 
son, during which time he speaks before 
Massachusetts Mutual agencies all over 
the country, Dr. S. S. Huebner, widely 
known insurance professor of the Uni- 
versity of Pennsylvania, lectured at some 
length on Monday at an all-day meeting 
of the company’s agency at 20 Pine 





DR. S. S. HUEBNER 


Street, New York City. This agency 
changes hands today, Lawrence E. Simon 
having been appointed general agent as 
of July 1, to succeed T. R. Fell, who is 
retiring. Mr. Simon has been the agen- 
cy’s as well as the company’s largest 
producer for some years and during the 
past year was president of the Agents 
piece of the Massachusetts Mu- 
tual. 

Most of the members of the 20 Pine 
Street agency are experienced life pro- 
ducers and would not sit through an all- 
day session ‘unless they felt their time 
would be amply repaid. And Dr. Hueb- 
ner has addressed the group on a good 
many occasions but as he always pre- 
sents constructive suggestions tied up to 
current conditions he draws attentive 
and appreciative audiences. Such was 
the case on Monday. 


Definite Needs for Term 

After discussing the importance of the 
solvency of the life insurance institution 
especially in times such as these Dr. 
Huebner gave considerable attention to 
term insurance. He stressed the fact 
that there is a real need for this type 
of coverage in certain circumstances and 
that agents should not hesitate to sug-- 
gest it in these instances. Some agents 
have the feeling that they must always 
sell higher priced coverage, that they do 
wrong unless they sell term as a last re- 
sort. There are, however, quite a num- 
ber of instances, the speaker said, when 
term is justifiable. The most important 
of these are the following: 

(1) When a large family responsibility 
exists and the income is small. A _ po- 
tential estate should be created by term 
insurance when the other types cannot 
be purchased. In this instance the in- 
vestment element of a contract is de- 
cidedly secondary; the protection is what 
is essential. 

(2) When prospect is young, starting 
his career, has obligations and no prop- 
erty. It is obvious that this type needs 
some form of coverage and probably can 
buy nothing except term. 

(3) When young man is a little better 
off but should invest some of his money 
in himself in education, contacts, etc. 
This man will reap benefits from the 
money he has put in himself at a later 
date and can then change his term cov- 
erage to permanent insurance. Dr. 
Huebner emphasized that life under- 
writers can take a lesson by investing 


some of the money they make in better 
equipping themselves for the future. He 
said that this is the best kind of an in- 
vestment a man can make and will usu- 
ally result in high dividends. 
Child-Raising Period 

(4) For families during the child-rais- 
ing period. Ordinary life is a fine form of 
protection here but term can also be sold 
as supplementary to prevent the family 
from being handicapped if there should 
be a premature death of the head. Few 
families during the child-raising period 
can afford to buy up to their require- 
ments in Ordinary Life. 

(5) For the protection of a loan. Dr. 
Huebner brought out that many students 
in colleges today are using term in this 
connection effectively. 

(6) To protect beginners in business 
ventures. Oftentimes they need heavy 
protection and their outlay is limited. 

(7) Often term is useful to hedge a 
definitely known but temporary condi- 
tion. 

Practically every usage for term has 
been covered in these seven points, Dr. 
Huebner said, and in other types of 
cases, life underwriters will do well to 
suggest other forms of contracts. 

In speaking briefly of the advantages 
of investment insurance the speaker 
urged the Massachusetts Mutual agents 
to lay more stress today on the argu- 
ment that insurance investing leaves a 
man free from worrying about mana- 
gerial care. In these times people are 
well aware of the dangers in individual 
selection and should be particularly ap- 
preciative of this point. 

Huge Annuity Gains 

The subject of annuities was also dis- 
cussed at some length by Dr. Huebner 
who told how they have increased 905% 
in the last ten years. There were 200,000 
in force at the close of 1931, he said, 
which, although a big jump over the num- 
ber of recent years, is far from enough 
to fit the situation. 

“Why should an individual always feel 
that he must leave 100% of what he ac- 
cumulates to others?” Dr. Huebner 
asked. “Why shouldn’t he be satisfied 
to leave part and take part for himself. 
Certainly, he’s entitled to share in some 
of that which he has spent the best part 
of his life putting away.” 

Among the prospects for annuities to- 
day, as cited by the speaker, are: 

Those who can’t be convinced to buy 
life insurance and those who are physi- 
cally unable to get life insurance. There 
are’ an appreciable number of persons 
who are unable to get insurance and 
these will be glad to take advantage of 
the annuity contract if it is properly ex- 
plained to them. 

Where two people are involved, such 
as two sisters, brother and sister, or hus- 
band and wife without children. These 
types can oftentimes effectively merge 
their estates, buy annuities and guaran- 
tee themselves an income without worry. 

Providing Nest Eggs 

The well-to-do who like to provide 
nest-eggs for themselves. This sort of 
prospect is usually thoughtful enough to 
realize the necessity of a nest-egg, the 
speaker said, and can buy annuities con- 
veniently for such a purpose. 

Those who have had losses, can, 
through buying annuities, make good the 
shrinkage which they have suffered. 

Women. Women, Dr. Huebner brought 
out, own 40% of the wealth of this coun- 
try and they were formerly the biggest 
buyers of bonds. Most of them are nat- 
urally interested in financial independ- 
ence and it shouldn’t be hard to edu- 
cate them to the possibilities in annui- 
ties. 

The growth in popularity of industrial 
pensions, Dr. Huebner said, will no doubt 
help educate people to the value of an- 
nuities just as the growth of group life 
insurance has made many appreciate life 
insurance. 

In closing, Dr. Huebner referred to the 


Missouri State to Issue 
$5 Monthly Disability 


ANNOUNCE OTHER INNOVATIONS 





New Retirement Income Policy Launch- 
ed; New Rate Book With Number 


of Revisions 





A number of constructive changes 
have been made by the Missouri State 
Life. The company has adopted a 
new disability form, has a new retire- 
ment income policy and has  com- 
pleted a new rate book. 

Income disability benefits are reduced 
from $10 to $5 monthly per $1000 of in- 
surance while total disability will have 
to exist for at least six months before 
it will be presumed to be permanent. 
The waiting period was formerly four 
months. Under waiver of premium only 
disability occurring prior to age sixty is 
covered. In connection with endowment 
policies the disability income payment 
will cease at the end of the endowment 
period and will not continue for life as 
heretofore. On insurance with life in- 
come at age sixty or sixty-five plans 
disability must occur before age fifty-five 
and not any time before the maturity 
date as heretofore. The new disability 
rates are effective on July 15. 

New Retirement Contract 

The new retirement income policy 
launched by the Missouri State is avail- 
able to all prospects, ages fifteen to 
sixty-five, and is sold in annual premium 
units of $100 each. The minimum pre- 
mium for which a policy will be written 
on this plan is one-fourth of a premium 
unit. The policy provides for a life in- 
come beginning at age sixty for women, 
or age sixty-five years for men, but the 
applicant has the option of selecting any 
other retirement age from fifty to 
seventy years. There is also an option 
under which a cash refund annuity set- 
tlement can be obtained in lieu of the 
regular life annuity. 

The new rate book.issued by the com- 
pany is a compact bound book reduced 
in size and weight with an attractive 
flexible cover on which the agent’s name 
is printed in gold. Occupational classi- 
fications are revised in the rate book in 
accordance with a combined company in- 
vestigation of recent experience which 
demonstrated the necessity for general 
revision. The book reveals that the com- 
pany has discontinued a series of policy 
forms known as monthly income certain 
policies. The same benefits provided by 
these policies are now available by util- 
izing Option 1 in all reguiar policies. 
Policy settlement options have been re- 
vised. There are a number of other 
changes. 





DRIGGS AND SON WIN TOURNEY 





Thirteen- Year Old Son of Eddie Driggs 
Help Him Win Father and Son 
Championship 

Eddie Driggs, Jr., of Driggs & Wood, 
general agents for the Provident Mutual 
in Brooklyn, and well known amateur 
golfer, added another record to his golf- 
ing achievements on Tuesday. With the 
aid of his thirteen-year-old son, E. H. 
Driggs, 3rd, he captured first place, gross 
and net scoring, in the seventeenth,an- 
nual Father and Son Golf Association 
championship of the metropolitan dis- 
trict, playing over the Garden City Golf 
Course. 

In past years, Eddie Driggs has played 
in these matches with his father, but the 
latter was unable to enter the tourney 
this year. Among the other leaders in 
the matches were another insurance 
pair, Shepard Homans, Equitable Society 
manager of New York City, and his son 
Eugene Homans, who has won many 
trophies for his golfing prowess. 





loan situation, pointing out the fallacies 
in the argument that policyholders are 
wise to drop mortgaged policies and buy 
new insurance. He cited actual figures 
indicating the loss taken by the individ- 
ual who does so. 
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Company Trouble Item 
Small Part of Assets 


F. J. TRAVERS GIVES FACTS 





Tells Lincoln National Life Field Force 
Strength of Institutions Is Due To 
Exactness of Business 





The financial stability and liquidity of 
life insurance companies was discussed 
before the Lincoln National Life field 
force this week by Frank J. Travers, 
manager of investment research. There 
are more than 300 companies but no in- 
stitution of importance has failed or had 
to reinsure. Two middlewest companies 
are in temporary receivership but this 
was due to stock control manipulations 
and plans are being developed to secure 
the policyholders in each case. 

Commenting on the most frequently 
mentioned source of depreciation, that of 
railroad securities, Mr. Travers said that 
of more than sixty “Class 1” railroads 
four are in receivership and none are 
key roads. The others are paying in- 
terest on their bonds and the type of 
bonds bought by insurance companies 
represent underlying mortgages on 
which interest is being earned in most 
cases by a good margin. The insurance 
company is concerned chiefly in the pay- 
ment of the bond on maturity and the 
current interest rather than in price. 

The Lincoln National Life has had a 
favorable experience with its real estate 
mortgages. The company has made no 
farm loans for several years. Of those 
on the books the probable losses would 
not exceed 1% of the total loans. The 
city mortgage trouble item in sight 
would not exceed % of 1%. 

“The great strength of lifé companies,” 
Mr. Travers said, “is traceable to the 
mathematical exactness with which the 
business is conducted; the conservative 
investment specifications of the various 
state insurance laws; the low interest 
rate, usually 3% or 314% which is as- 
sumed in computing policy reserves; and, 
particularly, to the unique characteristic 
of the business in that cash income ex- 
ceeds disbursements. In every year as 
far back as the records go (1906) the 
aggregate cash income of life companies 
has exceeded their disbursements.” 


RUSSIANS SUE TO COLLECT 





Equitable Society Policyholders Seek to 
Collect on Pre-Soviet Policies; Ques- 
tion of Law Interpretation 
The Supreme Court in New York last 
week heard arguments in a test suit 
against the Equitable Society by Rus- 
sian policyholders who are seeking to 
collect on pre-Soviet policies. After an 
argument over the interpretation of the 
Imperial Russian law governing the pol- 
icies, the trial was adjourned until next 

week, 

The number of policies affected by the 
trial of this test case is said to be sev- 
eral thousand, with a total value of about 
$7,000,000. The plaintiff is Misel Rut- 
kowsky, a macaroni manufacturer in 
Petrograd in Czarist days and now a 


resident of New York. 





A CLEVER RESEARCHER 





William Clendenin of American Conser- 
vation Co. Doing Good Edi- 
torial Work 
The current issue of “The American 
Conservationist” contains some interest- 
ing articles on annuities, and also a most 
unusual article about Thomas Guy, who 
left millions in annuities two hundred 
years ago. It was written by William 
Clendenin of “The American Conserva- 
tionist,” who is doing some unusually 
able research work for that publication. 
In the same issue are statements about 
insurance by William E. Gladstone and 

others. 


HEADS WHEELING ASSN. 
William G. Kaltenbach, manager for 
the Western & Southern Life, is the 
newly elected president of the Wheeling, 
W. Va., Life Underwriters Association. 





Minn. Mutual Issues 
Dividend Statement 


TO WITHHOLD % } % NEXT RETURN 





Adopts Plan to Fortify Itself Against 
Any Possible Emergency; Has 
Maintained Fine Record 





The Minnesota Mutual, which has 
maintained a fine record as regarding 
dividend payments to policyholders, hav- 
ing increased its schedule eight times in 
the past twenty years, has adopted a 
plan which will automatic ally increase its 
surplus, fortifying itself against any con- 
ceivable emergency that business condi- 
tions could bring. During the year from 
July, 1932, to June, 1933, the company 
will add to surplus funds one-half the in- 
tended dividend to policyholders and dis- 
burse the other half, at the same time 
reducing its rate of interest to 434%. 

This action, the company announces, is 
one of extreme precaution, a move de- 
liberately intended to enz able the Minne- 
sota Mutual to continue later its previous 
fine record. Considering this an inop- 
portune time to adopt permanently new 
dividend schedules the company is plan- 
ning on what may be considered a ten- 
tative schedule for the future, based 


EQUITABLE GROUP EXTENSION 





6,150 Employes of West Penn Electric 
and Subsidiaries Now Protected by 
$17,000,000 

Employes of the West Penn Electric 
Co. of Pittsburgh, and its subsidiaries, 
are now protected by. approximately 
$17,000,000 of group life insurance. This 
has resulted from the company’s having 
extended a contract with the Equitable 
Society to provide nearly $3,000,000 of 
group coverage for 920 employes of sub- 
sidiaries of the Monongahela West Penn 
Public Service Co., of Fairmount, W. Va. 
With this extension, 6,150 employes of 
the parent company and subsidiaries are 
now protected. 





J. D. Peake, Richmond (Va.) manager 
of the Life & Casualty of Tennessee, re- 
cently nominated for Congress, has with- 
drawn from the race. 





upon the most conservative assumptions. 

The first policy year a dividend is one 
half of the 1931 scale; for the next two 
years 75%; and 87144% thereafter with 
interest on funds left with the company 
at 434%. The company believes this to 
be a very conservative estimate of its 
earning capacity. Results to policyhold- 
ers will under this schedule approximate 
80 to 85% of the 1931 scale. 


NEW MUTUAL LIFE OFFICE 

Harry F. Suthers has been appointed 
district agent of the Mutual Life for 
Niagara County, N. Y., with offices in 
Lockport. His work will be supervised 
by the Buffalo office of this company, of 
which W. M. Smith is manager. Mr. 
Suthers has been a retail merchant in 
Lockport for many years. 





HEAR CHARLES M. BISCAY 
Charles M. Biscay, advertising man- 
ager of the Western and Southern Life, 
addressed the Lions Club of Manchester, 
Ohio, June 22. 





G. Fay Davies of the Life Insurance 
Sales Research Bureau of Hartford was 
made a Knight of the Royal Rosarians in 
the public knighting ceremonial held re- 
cently in Portland, Ore., as a part of the 
festivities of the Rose Festival. This is 
an annual ceremony in which eight se- 
lected men are knighted by the Queen 
of Rosarians as the highest honor which 
can be bestowed upon them as lovers of 
roses. 





Charles F. Williams, president of the 
Western and Southern Life, with a party 
of prominent Cincinnatians, is tarpon 
fishing at Boca Grande, Florida, in the 
Gulf of Mexico near Ft. Myers. 
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What a Father 
id tor His Daughter 


W HEN she was 25 years old he bought for her a single-premium 
life annuity of $1000 a year payable $500 semi-annually. 


That was over 43 years ago. In all she has received $43,500; and 
the New York Life will, of course, continue to send her a check 
for $500 every six months as long as she lives. 


She is almost 69 years old, a widow.—Can you think of any other 
gift her father could have made her that would have been so 
enduring, so helpful to her, so thoroughly significant of his desire 
to make her life financially safe? 


He had protected her whether he lived or not, whether she married 
or not and (if she married) whether her husband should prosper 
or fail or leave her unprovided for in 


event of his death. 








NEW YORK LIFE INSURANCE COMPANY 
51 MADISON AVENUE, NEW YORK, N. Y. 





DASA WIA NIA WE WUE N\OL WO WOF SOF UL NUL UE NUP \ 























ya 








NAIAIAIAIAIAIAIA 








aX 


TAIAIAIAWIANIANIONIO A WI WIA NE I WUE Wd WW TUS 























| 
; 
} 
1 
f 






( 


(VNAAVIAVAY: 






(MAY 


MIAN 





WAY 




















July 1, 1932 








Page 17 








Merits in Home Office Approval 
Of Agency Appointments Cited 


Canadian Joint Committee Believes Recommending of Appli- 


cants for Licenses or for 


Renewal Should Be Direct 


Responsibility of Company Officials 


That obtaining home office approval 
of all agency appointments will solve a 
good many of the problems connected 
with the appointing and licensing of 
agents was agreed upon some time ago 
by a joint committee representing the 
Canadian Life Insurance Officers Asso- 
ciation, the Canadian Association of 
Life Agency Officers and the Life Un- 
derwriters Association of Canada. 

A bulletin was recently sent out by 
the Life Officers Association to its mem- 
ber companies, outlining the reasons for 
this attitude and the progress which is 
being made in the direction. It brings 
out, among other things, that investiga- 
tion showed that practically every com- 
pany has adopted the principle of home 
office approval in the provinces of Brit- 
ish Columbia, Alberta, Ontario and Que- 
bec. At least fourteen companies are 
following the plan uniformly in all prov- 
inces in Canada and these companies re- 
port the results entirely satisfactory. 

It is pointed out that the joint com- 
mittee believes that the recommending of 
applicants for license or for renewal of 
license should be a direct responsibility 
of company officials employed at the 
head office or the chief office. Other- 
wise, the bulletin points out, the follow- 
ing difficulties may arise: 


Unwarranted Licenses 


“First. Licenses may be issued to per- 
sons who are not under contract with the 
company. Analysis of lists of licensed 
agents in some provinces has indicated 
that this condition has existed. 

“In one case a sub-agent appointed by 
a general agent held no written con- 
tract with the general agent but ob- 
tained a license. He collected a num- 
ber of premiums which he failed to re- 
mit. The questions then arose as to 
whether he was a duly authorized agent 
of the company entitled to make col- 
lections and an unfortunate situation was 
created for both the company and the 
policyholders concerned. It would seem 
that every representative of the company 
as such should be duly authorized by the 
head office of the company, if such a 
situation is to be avoided. 

Aid in Elimination 

“Second. When a criticism is made of 

an agency appointment, if requests for 
licenses are left solely to field represen- 
tatives already appointed, the head of- 
fice of the company may have no record 
of the application for license and dis- 
claim responsibility. 
_ “With the head office approval plan it 
is unlikely that improper appointments 
will be recommended. Moreover, care- 
ful consideration by experienced head 
office officials will tend to eliminate the 
‘non-productive’ agent as the advisability 
of recommending renewal applications 
for license is annually reviewed. 


Payment Check-up 
“Third. Companies may make pay- 
ments of commissions to persons not au- 
thorized as agents by the company. This 
becomes apparent when the annual re- 
turns of persons to whom commissions 


have been paid is made by companies to 
Departments of Insurance. 

“Under the head office approval plan, 
companies avoid this difficulty by check- 
ing head office records to see that proper 
licenses have been obtained by agents 
interested before business applied for is 
finally issued. 


Public Impression 


“Fourth. The public may feel (a re- 

sult to be avoided) that agency appoint- 
ments are carelessly made. 
_ “Under the plan recommended, Super- 
intendents of Insurance are asked to 
communicate with the head office of a 
company when an application for license 
or renewal is questioned. This has re- 
sulted in a number of applications being 
voluntarily withdrawn. In other cases, 
licenses have been approved upon a full 
disclosure of the facts. : 

“No criticism is intended of those 
managers and general agents who have 
been obtaining licenses direct from the 
Insurance Department because in most 
instances they have been careful in mak- 
ing recommendations, but the committee 
feels that head office officials should also 
rightfully assume this responsibility. 
They are closely in touch with the ex- 
perience of all agencies of the company 
and with other companies. Moreover, 
the plan should function to the advan- 
tage of managers and general agents be- 
cause it enables them to assure the mem- 
bers and prospective members of the 
agency that the appointment of their as- 
sociates is regarded as being a matter of 
considerable importance both within the 
agency and at the head office of the 
company concerned. 

“If and when this plan is voluntarily 
adopted in all provinces by member com- 
panies, the joint committee believes that 
many of the causes of difficulties arising 
under existing licensing legislation will 
be removed to the material benefit of the 
business as a whole, and also, that gov- 
ernment supervising officials in all prov- 
inces will welcome the procedure sug- 
gested as an evidence of progress in the 
application of the desirable principle of 
self regulation applied to a reasonable 
extent in the life insurance business.” 


SELLING LIFE CO. STOCK 

The Daniel Boone Pioneer Life, re- 
cently organized at Columbus, O., is now 
selling capital stock. The officers elected 
for the company are president, S. W. 
Jamieson, the founder and former presi- 
dent of the United Life & Accident of 
New Hampshire; vice-president, A. F. 
Miller; secretary-actuary, C. J. West; 
treasurer, C. H. Benbow;. general coun- 
sel, B. W. Gearhart; medical director, 
Dr. Bruce E. Lindsey; agency manager, 
H. W. Watson, formerly of the Missouri 
State Life. 


MEMBER OHIO COMMISSION 

Gov. George White of Ohio has ap- 
pointed Charles F. Williams, president of 
the Western & Southern Life, a member 
of the Ohio Commission for the Century 
of Progress Exposition in Chicago next 
year. 














THE FORMULA 
of SUCCESS 


IFE INSURANCE can be explained in plain, everyday 


language. 


The facts can be simply stated. People need to 


be told about life insurance by one who knows life insurance 
and its adaptability. Salesmen of integrity, ability and courage 
who will work systematically and plainly state the facts of life 
insurance service will be Masters of their craft and successful. 


THE MUTUAL LIFE OF NEW YORK, with its long history of 


increasing success, offers opportunity. 


It writes Annuities and 


all standard forms of life insurance. Double Indemnity Benefits. 
It has many practices to broaden and expedite service for Field 
Representatives and for Policyholders. 


Those contemplating engaging in life insurance field work as 
a career of broad service and personal achievement are invited 


to apply to 


The Mutual Life Insurance Company 


of New York 


34 Nassau Street 


DAVID F. HOUSTON 
President 


New York, N. Y. 


GEORGE K. SARGENT 
Vice-President 


and 
Manager of Agencies 





BRITISH ACTUARIES MEET 


The 85th annual meeting of the British 
Institute of Actuaries was held in Lon- 
don in the second week of June, Pres- 
ident H. E. Trouncer being in the chair. 

The president announced the result of 
the ballot to fill the five vacancies aris- 
ing in the council as follows: George 
Green, A. G. Paton, S. J. Rowland, A. H. 
Rowell, and W. W. Williamson. The 
honorary officers for the ensuing year 
are as follows: ; 

President, W. Palin_Elderton, C.B.E.; vice- 
presidents, Colonel H. J. P. Oakley, M.C., E. F. 
Spurgeon, J. Murray Laing and R. C. Sim- 
monds; honorary treasurer, Mr. H. Brown, 
B.A.; honorary librarians, Messrs. A. D. Besant, 
B.A., and A. C. Thorne; honorary secretaries, 
Messrs. E. H. Lever and A. W. Evans. 





REPORTS INDUSTRIAL GAINS 

The Colonial Life of Jersey City re- 
ports that its industrial production has 
shown a marked improvement for the 
first six months of 1932 over that of the 
same period of 1931 and at the ratio that 
the production has shown for the first 
half of the year, the production will ex- 
ceed that of last year. This year is the 
thirty-fifth anniversary of the company 
and the agency force are making every 
effort to make this year a banner one. 





NORTHWESTERN DIVIDEND 

The directors of the Northwestern Na- 
tional of Milwaukee have declared the 
regular quarterly dividend of $1.25 a 
share, or 5%. 


WAIVE SEVEN-YEAR CLAUSE 

Where an insured could not be ex- 
pected to live more than six months, and 
was in a suicidal frame of mind, it is 
not necessary to wait seven years for a 
legal presumption of death and collec- 
tion on a life insurance policy, the Unit- 
ed States Circuit Court of.Appeal for the 
Ninth Circuit has held in the case of 
State Life v. Sullivan. The insured had 
been mentally unbalanced for nine years 
before he disappeared with only thirty- 
five cents. He had several times threat- 
ened suicide, and once made such an 
attempt. 


MISS H. E. COHEN MOVES 

Miss Harriet E. Cohen, sole represent- 
ative in New York of the Guhne Estate 
Analysis Service, has moved to Room 701, 
80 Maiden Lane, New York City, where 
she is serving agents and_ brokers 
through auditing of insurance estates on 
a fee basis. 








KIWANIS SPEAKER 

William Noltie, associate general agent 
at the Newark office of the Aetna Life 
of which Thomas Searles is general 
agent, was speaker at the luncheon 
meeting of the North Newark Kiwanis 
Club recently held at the Newark Ath- 
letic Club. ‘ 





The Italian Government Insurance Co., 
the “Istituto Nazionale,” has applied for 
admittance to do business in Hungary. 
The company chiefly writes life insur- 
ance. 





GUARDIAN 


LIFE 





Established 1860 Under the Laws of the State of New York 





17-23 John Street, New York 
COrtland 7-8300 





MANAGERS 


INSURANCE CO. sserica 





Home Office, 50 Union Square, New York City 





Uptown 





122 East 42nd St.—LExington 2-6715 
245 Fifth Ave.—AShland 4-1772 
578 Madison Ave.—WlIckersham 2-2627 
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GUESTS COLLECT 

Senator George Parent of Quebec has 
been ordered by a high Canadian court 
to pay two of his friends a total of 
$4,542 as the result of an automobile ac- 
cident last year. The Senator was re- 
turning from a week-end fishing trip with 
Dr. M. J. Mooney and Edward Garneau. 
The car crashed into a fence and Messrs. 
Mooney and Garneau, both injured, 
claimed that the accident was due to the 
negligence of the driver and high speed. 
Mooney sued for $15,000; Garneau for 
$8,258. An insurance company, inter- 
vening in the action, argued that Senator 
Parent was not responsible for damages 
as the plaintiffs were old friends and 
had made the trip on their own free will. 
The high court said he was responsible. 

The number of victories scored by 
guests taking auto rides which do not 
end safely continues to grow. 

SOCIAL INSURANCE LIBRARY 

The monographs of the Metropolitan 
Life on the subject of Unemployment 
Insurance now number seven. It is the 
intention of the company to make its 
library on Social Insurance as complete 
as possible. The material in the library 
is being analyzed with the assistance of 
experts from Great Britain and Ger- 
many. President Ecker says the com- 
pany welcomes visits to its home office 
of interested persons and there investi- 
gators are at liberty to make detailed 
studies of the subject. The company 
hopes that every reasonable use of the 
material which it has accumulated will 
be made by the people of the country. 
CONFLICT IN GOLFER’S LIABILITY 

DECISIONS 

That section of the public which plays 
golf should not be misled into thinking 
that golfers are not liable for injuries 
caused by their drive simply because a 
local paper prints a decision denying such 
liability. This is because there is not 
only a conflicting number of decisions 
being given by the courts relative to 
golfer’s liability, but sometimes such con- 
flict is noted in decisions of the same 
tribunal. 

The Hartford Agent calls attention to 


two decisions which were made by the. 


Pennsylvania Compensation Board. That 
board gave one of the decisions in Oc- 
tober, 1931. It gave the other one month 
later. The circumstances of the cases 
and digests of the two rulings follow: 
Decision No. 1. The claimant when 
injured was employed as a caddy by a 
player and was struck by a golf ball 








driven by the player. Compensation was 
denied on the ground that golf is a rec- 
reational sport, not a business occupa- 
tion or profession of the players, and 
consequently the employer in this in- 
stance was not liable for compensation 
under the Pennsylvania law.—Davis v 
Taws, Pennsylvania Workmen’s Com- 
pensation Board, October, 1931. 

Decision No. 2. A golf club had a 
special house for its caddies; and the 
caddies were under the direction and 
control of a caddy-master. The mem- 
bers of the club had the option either 
to pay their caddies direct, or to sign 
checks, in which cases the club paid the 
caddies and charged the amounts to the 
members’ accounts. Held that the cad- 
dies were employes of the club and en- 
titled to compensation for injuries in- 
curred in their work.—Bevivino v. Mer- 
ion Cricket Club, Pennsylvania Work- 
men’s Compensation Board, November, 
1931. 





PAYROLL INVESTIGATIONS 


Some idea of the difficulties confront- 
ing underwriters of workmen’s compen- 
sation insurance can be gauged by the 
drop which has been taken in wages of 
workingmen throughout the country. A 
statement was made before the commis- 
sioners’ convention last week that one 
of the casualty companies had run across 
a wage scale of seven cents an hour dur- 
ing a payroll investigation. 

It was not difficult to prove to the 
commissioners that the workmen’s com- 
pensation carriers are confronted by an 
emergency, needing emergency rate 
treatment. 





SPECIAL FARM-CAR RATES 





New Classification Created by Wiscon- 
sin; Liability and Property Cover- 
age Affected by Change 

Farmers’ private passenger cars are 
now in a special class so far as rates on 
liability and property damage insurance 
are concerned, a new classification hav- 
ing been created by H. J. Mortensen, 
state insurance commissioner, who has 
given the companies permission to make 
a special reduced rate on these vehicles. 
The order was a result of hearing held 
last month by Mr. Mortensen. 

Mr. Mortensen’s statement read: “You 
are hereby notified that until further or- 
dered, a special reduced rate for liabil- 
ity and property damage on farmers’ pri- 
vate passenger cars may be filed with 
this department. 

“This class is to consist of cars of as- 
sureds who are engaged principally in 





WILLIAM ALEXANDER 


William Alexander, secretary of the 
Equitable Life Assurance Society, who 
will be 84 years old in October, will at- 
tend the National Association of Life 
Underwriters’ convention in San Fran- 
cisco in August. With Frank L. Jones, 
vice-president of the Equitable, and 
Mrs. Jones, he will leave for the Ca- 
nadian Northwest at the end of July, 
going from there to the Coast. Mr. 
Alexander and Mr. and Mrs. Jones have 
traveled extensively together. Mr. Alex- 
ander is as agile mentally as ever, and, 
according to Mr. Jones, can outwalk any 
ordinary tourist while sightseeing. While 
he does not play golf he frequently goes 
to the links to see his friends play and 
can negotiate the eighteen holes without 
being tired at the end of the journey. 

es * 


Miss Mary Jordan Garrison, daughter 
of Fred S. Garrison, secretary of the 
Travelers Indemnity, and Newton Arvin, 
assistant professor of English at Smith 
College, are to be married. A graduate 
of Harvard and a Phi Beta Kappa man 
Mr. Arvin was associate editor of The 
Living Age in 1925 and 1926. Miss Gar- 
rison is a graduate of Dana Hall and 
Smith. She has been a member of the 
faculty of the Mary Burnham School at 
Northampton, Mass., during the past 
year. 

* 2 * 

Walker B. Freeman, veteran general 
agent at Richmond, Va., for the New 
York Life, was a conspicuous figure at 
the recent annual reunion of United Con- 
federate Veterans held in that city. On 
a vacation at Virginia Beach, he flew to 
Richmond to attend the gathering of the 
“old vets” getting a great thrill out of 
the trip despite his 89 years. He is a 
former commander-in-chief of the or- 
ganization and is now an honorary life 
president. Dr. Douglas S. Freeman, his 
son, who is editor of a Richmond news- 
paper, and is regarded as the final au- 
thority on all matters pertaining to Con- 
federate history, had the honor of pre- 
siding over one of the sessions of the 
reunion. 

* = s 

Henry Moir, president of the United 
States Life, arrived in Europe this week. 
He will visit old friends in Edinburgh. 


J. E. Turnbull is insurance broker for 
The Newspaper Club of New York City, 
which has recently taken new quarters 
at 507 Fifth Avenue. 





personally operating a farm either as 
tenant or owner. Any company filing a 
special rate for this class of cars must 
allow the same uniform percentage re- 
duction from manual for all territories 
in this state.” 








Charles E. Freeman, superintendent of 
the business promotion department of 
the Springfield Fire & Marine, has is- 
sued to agents two leaflets on the neces- 
sity for proper ‘household furniture and 
personal effects insurance entitled “The 
Inside Story.” Both of these are hav- 
ing favorable receptions from agents and 
assureds alike. 

* * 

W. C. Schuppel, executive vice-presi- 
dent of the Oregon Mutual Life, has 
been appointed chairman of the insur- 
ance committee of the Portland Cham- 
ber of Commerce. Mr. Schuppel was re- 
cently elected a member of the Cham- 
ber’s board of trustees. 





LORD BURGHLEY 


Lord Burghley, world-famous runner 
and hurdler, who is with the London & 
Lancashire in London, intends finishing 
his active racing days at the conclusion 
of the Olympic Games in August. Lord 
Burghley will captain the British ath- 
letes at Los Angeles. He already has 
one world’s record to his credit and it is 
known that he would like to capture an- 
other in making his farewell to first- 
class athletics. Naturally, his perform- 
ances at Los Angeles will be watched 
with intense interest by the insurance 
world. 

x * * 

George D. Riley, new commissioner of 
insurance in Mississinpi, made a hit when 
introduced to the convention of the com- 
missioners last week by his wit. He was 
formerly an educator, and prior to be- 
coming insurance commisisoner was 
state auditor. 

* * x 

Ernest J. Clark, state agent in Mary- 
land for the John Hancock, and head of 
the American College of Life Under- 
writers, has been elected president of 
the Criminal Justice Commission for his 
fourth consecutive term. Mr. Clark is 
one of the charter members of the com- 
mission and has been connected with it 
since its inception in 1922. 

. = 


William I. Morrow, assistant secre- 
tary of the Aetna Life, has been chosen 
executive secretary for Connecticut of 
the National Economy League, which op- 
poses “raids” on the Federal Treasury 
that it considers wrongful. A Connecti- 
cut Chapter has just been formed. 

* 


A. L. Dern, manager of agencies for 
the Lincoln - National, accompanied by 
his wife and two sons, recently sailed 
from New York for San Francisco via 
the Panama Canal. They plan to spend 
some time on the West Coast and visit 
many points of interest before returning 
to Fort Wayne. 
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Axelrode of the Gosstrach 


In Europe the statement is made that 
Axelrode, who runs the Gosstrach (State 
Insurance) for the U. S/S. R., stands 
No. 5 among the chief figures in the So- 
viet Government. The reason for this 
is because he has one of the few divi- 
sions of the state which makes money 
for his nation. The Gosstrach has some 
reinsurance tie-ups with insurance com- 
panies of other nations. 

x * 
N. B. Hadley Throws Ice Water On 
Discussion 

Discussion at the Chicago convention 
of the insurance commissioners last week 
based on whether reserve requirements 
should be liberalized was one of the most 
interesting features of the convention. 
Several talks were made to the effect 
that the British system had proven safe 
and might well be adopted here. 

When the insurance men finished talk- 
ing Nelson B. Hadley, chief examiner of 
life insurance companies, New York De- 
partment, put a quietus on the discussion 
by saying icily that he thought any 
change in reserve requirements was 
fraught with danger, and he for one was 
against it. 

ee 
Daily Newspapers Watch 
Commissioners 

When Superintendent Van Schaick 
gave out his statement about valuations 
as chairman of the committee commis- 
sioners’ convention on valuation of se- 
curities, and also gave the resolutions 
adopted by the committee permitting 
amortization of amply secured bonds 
held by fire and casualty companies, 
there were reporters present from the 
Wall Street Journal, New York Herald- 
Tribune and Journal of Commerce and 
numerous other papers. The important 
Chicago Tribune was not there, the 
financial editor explaining that the staff 
was short handed. Before the day end- 
ed, however, it had obtained copies of 
the documents. 

* * * 


Standard Statistics Co. to Advise N. 
Y. Department About Securities 
_In his statement accompanying resolu- 
tons of the insurance commissioners’ 
committee of valuations, of which he is 
chairman, Commissioner Van  Schaick 
said in Chicago last week that the New 
York Insurance Department had estab- 
lished a statistical bureau. It will have 
the advice of the Standard Statistics Co. 

of New York. 

This is an organization which is a 
gathering-point and clearing house of in- 
vestment information, which issues a 
large number of services to financial ex- 
ecutives, investment houses, key indus- 
tries and corporations of many kinds. It 
occupies six floors of a building at 345 
Hudson Street, New York, and has 1,200 
employes, including representatives who 
travel about the country calling on chair- 
men and presidents of corporations and 
other business concerns learning the 
trend with those concerns, and picking 
up facts about dividends, production and 
other data. It was organized in 1906 by 























Luther L. Blake, the present president. 
At the time brokerage houses, invest- 
ment concerns and others interested in 
stocks, bonds and_ securities depended 
upon individual statisticians for informa- 
tion and it was frequently hard to get. 
He and his associates built up the Stand- 
ard Statistics Co. until it now has more 
than thirty services. For investors and 
financial executives all significant facts 
affecting securities of corporations and 
other businesses are furnished, together 
with information showing trends and 
other developments of key industry. For 
the business executives the Standard 
Statistics Co. analyzes and forecasts the 
trend of demand for the goods he sells, 
trend of prices of goods he buys and 
trends of business generally. Some pub- 
lications are Standard Dividend Records, 
Standard Stock Offerings, Standard 
Weekly Market Letter, Standard Serv- 
ice on Railroads and Standard Trade and 
Securities. 

Vice-President H. G. Parker of the 
Standard Statistics Co. attended the 
Chicago convention of the commis- 


sioners. 
* ok x 


Will Go to Texas 

While some objection to having the 
commissioners convention in Texas was 
heard in the lobby of the Edgewater 
Beach Hotel while commissioners were 
there last week no change in plans was 
made. Accordingly, the commissioners 
will meet in Dallas October 17-18 and in 


Galveston 19-20. 
*k ok Ox 


Fast Motor Boat Ride 

During a lull in the commissioners 
convention a group of insurance men 
got into a speed boat at the Edgewater 
Beach and made the eleven mile trip to 
the Chicago River terminus in fifteen 
minutes. Among those on board were 
R. J. Sullivan and Allen BroSmith, Trav- 
elers; Charles P. Butler, who recently 
resigned as Deputy Superintendent of 
New York State, and E. M. Allen, presi- 


dent National Surety. 
* * * 


Origin of All Inclusive Covers 

The controversy in the business over 
\Comprehensive policies, All Risks Float- 
er and Floating policies and _ similar 
sweeping coverages—a topic now before 
the insurance commissioners for study, 
there being a difference of opinion as to 
whether these policies should include 
household goods and _ other personal 
property while within the assured’s per- 
manent domicile—has led some insurance 
people to look up the origin of such 
contracts. A casualty executive sends 
me a copy of Burglary Insurance by C-. 
E. Golding, one of Britain’s principal in- 
surance educators. This book was pub- 
lished by Post Magazine, London, in 
1924. A chapter devoted to Household- 
er’s Comprehensive Policy contains this 
introduction : 

“The Householder’s Comprehensive 
Policy is a modern product, designed, as 
far as possible, to protect the occupier 
of a private residence against all the 
various risks to which he may be ex- 





posed in connection with his house and 
its contents. Many of its salient fea- 
tures are not strictly germane to a text 
book on burglary insurance, but it is 
desirable to devote a brief examination 
to the main points in order to see to 
what extent the ordinary principles and 
practice of burglary insurance have been 
modified or extended. 

“This class of policy was originally de- 
vised to avoid a multiplicity of docu- 
ments, and to offer to insurers the at- 
traction of one clean-cut transaction, in- 
volving payment of only one premium. 
The ordinary householder, perhaps origi- 
nally had a fire policy only. Later on 
he may have considered it wise to take 
out a burglary policy, while upon the 
passing of the Workmen’s Compensation 
Act, 1906, he found himself under the 


y further necessity of insuring his domes- 


tic servants. Very possibly these three 
forms of policy might be with different 
offices, and in all probability renewable 
at different times. Three times a year 
the insured would be put to the trouble 
of drawing a check for premiums, with 
a correspondingly increased chance of 
oversight. 

“Enterprising offices saw here a chance 
to improve their business connections by 
offering to combine these three policies 
into one. This was freely done after 
the commencement of servants’ insur- 
ance, and the form of policy was usually 
styled ‘Combined.’ Insurers were not 
slow to see the advantage of this in- 
novation, and the idea met with consid- 
erable success. Even so, however, the 
combined policy was a somewhat cum- 
bersome affair, and fell far short of the 
householder’s requirements in many re- 
spects. It was in reality onlv the amal- 
gamation of three contracts into one 
document, each retaining all its essential 
features. Thus there were three sched- 
ules, one for fire, one for burglary, and 
one for servants. Three different pre- 
miums had to be set out, and distinct 
sums insured were stated in the policy. 
Particulars were required to be given in 
the proposal form in such a shape as to 
meet the needs of each class of insur- 
ance, which led to much confusion on 
the part of proposers. A good example 
of this is found in the single article 
limit. Under the fire section of the poli- 
cy, it was only pictures or works of art 
that had to be specified when exceeding 
a certain limit, and when so specified 
they were charged at a higher rate. Un- 
der the burglary section, all articles 
(other than furniture, organs and 
pianos) over a certain value must be 
specified, but an extra premium was not 
necessarily charged on that account. 
Moreover, some offices, following the fire 
practice, for the fire section allowed a 
5% limit for unspecified articles, while 
imposing a $125 limit under the burg- 
lary section, in accordance with what 
was then the custom in that department. 
It is easy to see to what lengths such 
an arrangement might go.” 

The chapter in the Golding book 
headed “All Risks” begins as follows: 

“The greater activity of modern life 
has rendered necessary some extension 
of the original scheme of burglary in- 
surance. With the development of 
travel cover is required, not only in 
places other than the insured’s private 
residence, but also against other risks 
incidental to travel. Hence arose forms 
of insurance sometimes referred to as 
‘floating policies.’ These policies are is- 
sued to cover private personal effects 
only, and may be divided into two main 


branches.” 
* * * 


Growth of Bureaucracy at 
Washington 

Insurance men, in especial those who 
have argued against government en- 
troachment on insurance, are reading, 
with considerable appreciation for the 
manner in which facts are marshalled and 
emphatically driven home, the book, 
“Our Wonderland of Bureaucracy,” by 
James M. Beck, former solicitor general 
of the United States and now a member 
of Congress from Pennsylvania. The 
most astounding growth of a Bureau is 
the Department of Agriculture, created 


during the Van Buren Administration 
with an appropriation of $1,000. It now 
has 25,000 employes. 

In discussing how Bureaus are create | 
and flourish—the tendency to expand 
Mr. Beck drew a mythical picture o 
what might happen if an enterprisine 
mortician, convinced the government ha! 
neglected his business, should win the 
attention of the Committee on Appro- 
priations of the House of Representa- 
tives. What might easily happen, judge | 
by past Bureaucratic history, follows: 

“A modest item of $25,000 would lb: 
included in the next deficiency bill t 
finance a scientific study of interment 
A new Bureau would begin to function 
with the mortician, (now called Unite ! 
States Chief Mortician) assuming the di 
rection of this study and appointing for 
this purpose a First and Second Chief 
Mortician, a secretary for each, three 
stenographers and a messenger. The 
problem would then be to justify the 
existence of the Bureau. With this end 
in view a commission of inquiry would 
be sent to foreign countries to prepare 
reports on Egyptian methods of em- 
balming, Etruscan funeral rites and Ro- 
man methods of cremation. The possi- 
bility of mortuary inquiries would grad- 
ually widen as a series of monographs 
began to be issued by the public printe1 
Fearful lest the States prove themselves 
incompetent to deal with the question, 
the Bureau, now costing $200,000 an- 
nually, would persuade Congress to es- 
tablish a system of Federal subsidies, 
under which each state would receive a 
grant of money for mortuary purposes 
if it matched it in the amount.” 

os * 


Much Opposition in France to So- 
cialized Insurance 


During the recent French elections in- 
surance circles were greatly disturbed by 
the fear of a government interference 
with private insurance, in case Herriot 
and his party should come into power; 
of a socialization of insurance. Like ev- 
ery bureaucracy the French like to ex- 
tend their activities in order to create 
“jobs for the faithful.” Some years ago 
a government insurance enterprise, the 
“Caiss National,” was founded. It was 
the intention of the founders to write 
small policies only and free the business 
from all taxation in order to cheapen 
the premium for the man of small means. 
By and by the Caisse extended its op- 
erations beyond the originally intended 
scope and became a very serious and ac- 
tive competitor of private enterprise. It 
is in a very strong position, as every tax 
collector is, so to speak, its agent and 
the immense official apparatus is at its 
disposal. 

The entire French private insurance 
has shown a solid front in combating 
all efforts of the State to enter the in- 
surance field, and apparently with good 
results. Herriot and other leading poli- 
ticians of his party have declared that 
first of all business must be revived, and 
it does not seem likely that they will stir 
up trouble by trying to deprive insurance 
of its existence. 

* * * 


Flyers to Germany Require Liability 
Cover 

The British Air Ministry draws atten- 
tion to the fact that aircraft entering 
Germany must be provided with a cer- 
tificate stating that an insurance policy, 
or that a security in the form of cash or 
bonds has been lodged, to cover any lia- 
bility which may arise out of the opera- 
tion of the aircraft. The regulations 
stipulate that the insurance must cover 
the following liabilities: 

In case of injury, fatal or otherwise, 
to an individual, payment of a capital 
sum not exceeding 25,000 gold marks, or 
a pension not exceeding 1,500 gold marks. 

If several persons are injured by the 
same cause, without prejudice to the 
limit stated in the first clause, payment 
of a capital sum not exceeding 75,000 
gold marks, or a pension not exceeding 
4,500 gold marks. 

In case of damage to objects, payment 
of a sum not exceeding 5,000 gold marks. 
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FIRE INSURANCE 





Qualification Law 
Is Effective Today 


FEE FOR EXAMINATION IS $5.00 





Tests Will Be Conducted Once a Month 
In Ten Cities and Twice a Month 
in New York City 





Superintendent of Insurance George S. 
Van Schaick has called attention to 
Chapter 503 of the Laws of 1932, the 
agents’ qualification law, an amendment 
to Section 142 of the Insurance Law of 
the State of New York, which takes ef- 
fect today. Under the provisions thereof 
on and after such date every applicant 
for an insurance agent’s certificate of 
authority (other than life, health and ac- 





Stock Valuations 


At the commissioners’ convention 
in Chicago last week no action was 
taken relative to basis for valuing 
common stocks. It is a subject full 
of dynamite, and the commissioners 
let the matter rest for the time being, 
it not being discussed in open meet- 


ing. 

What will happen is that each com- 
missioner will use his own judgment 
in the case of individual company val- 
uation problems which arise. He may 
decide to stick by the convention 
values adopted at the Hotel Pennsyl- 
vania, New York, some months ago. 
He may not. 











cident) must submit to and successfully 
pass a personal written examination to 
be given by the Insurance Department. 

An agent previously licensed under 
Section 142 may be licensed to repre- 
sent additional underwriters without ex- 
amination upon filing the necessary ap- 
plication. No examination is required 
for a renewal unless the applicant’s cer- 
tificate has been suspended or revoked 
or the Superintendent in his discretion 
requires such examination in order to 
determine the trustworthiness and com- 
petency of an applicant. 

The statute provides that the sum of 
$5.00 shall be paid by each individual, 
each member of a partnership and each 
officer of a corporation who is required 
to take a written examination. In the 
event that the applicant does not pass 
an examination such fee may be applied 
to a subsequent examination. The fee 
is not returnable subsequent to the time 
applicant participates in an examination 
regardless of the result thereof. 

Head Office at Bureau in Albany 

The present staff of examiners hereto- 
fore assigned to the Brokers Bureau will 
be augmented today by the appointment 
of additional examiners and necessary 
clerical assistants The duties of this 
unit will be the preparation and grading 
of written examinations for both brokers 
and agents. This merger of bureaus 
should result in a considerable saving to 
the state. The seat of operations of 
this phase of departmental activity will 
be at the Albany office. Information 
and applications may be procured at the 
New York office as well. 

Since the passage of the agents’ quali- 
fication law several members of the staff 
have been engaged in an analysis of 
available material suited for examination 
purposes. Assistance and advice have 
been requested and freely given by vari- 
ous agents’ associations and individuals 
active in the insurance field. 

As a result of such investigation and 
advice, it has been determined that the 
examination shall consist of two parts. 
The first will contain fifteen questions 
confined largely to substantive insurance 
law and practices bearing on provisions 
of the Insurance Law, policy provisions 
and riders and endorsements used there- 
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Leon A. Watson Heads 
New York City Pond 


ANNUAL MEETING IN NEWARK 





Mehorter and Watson Delegates to 
Grand Nest Meeting; Additional 
Life Insurance Available 





Leon A. Watson, manager of the 
Schedule Rating Office of New Jersey 
and highly popular with fire insurance 
men in that state and in the New York 
metropolitan area, was elected most 
loyal gander of the New York City Pond 
of the Blue Goose at the annual meet- 


ing held Monday evening at the Down 
Town Club in Newark. He succeeds 
Samuel A. Mehorter of the Home who 
successfully guided the administration of 
the pond this last year. 

Those elected to assist Mr. Watson 
for the coming twelve months include 
the following: supervisor of the flock, 
[Thomas B. Donaldson, associate mana- 
ger of the Eagle Fire; custodian of the 
goslings, Richard S. Kissam of Fowler 
& Kavanagh,, Inc., local agents in New 
York City; guardian of the pond, Clar- 
ence Axman, editor of The Eastern Un- 
derwriter; keeper of the golden goose 
egg, Charles L. Simpson, head of the 
actuarial department of the National 
Board of Fire Underwriters, and wielder 
of the goose quill, Max C. W. Buchen- 
berger of the Underwriters Salvage Co. 
of New York. The last named was re- 
elected to this post because of his fine 
work for the pond. 

More than sixty attended the New 
York Pond meeting which was consid- 
ered a good turnout in view of the heat 
of the day and the raging of a severe 
thunderstorm during the late afternoon 
and evening. Several well-known faces 
were among those present. These in- 
cluded W. E. Mallalieu, past most loyal 
grand gander of the Blue Goose, and 
general manager of the National Board 
of Fire Underwriters; Carroll L. De- 
Witt, assistant United States manager of 
the Eagle, Star & British Dominions; 
Jos. Knowlan of Philadelphia, deputy 
most loyal grand gander; Frederick 
Doremus, special agent of the American 
of Newark at Philadelphia and past most 
loyal gander of the Penn Pond; Fred- 
erick Ackermann, general agent of the 
National Union Fire; Edgar A. Mc- 
Caskie, of Newark, past most loyal gand- 
er of the New York Pond, and others. 
The San Francisco and Illinois ponds 
were represented. 

Six Goslings Initiated 


Six goslings were initiated and admit- 
ted as ganders to the Pond. They in- 
cluded the following: Edwin K. Nolan, 
C. R. Mead, A. H. Beckman, M. R. 
Decker, H. McMullen and J. D. Sullivan. 
They were put through a course of phy- 
sical exercises by Arthur E. Bagley, 
well-known nationally as the conductor 
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of the Metropolitan Life tower setting- 
up exercises every morning over the ra- 
dio. He aimed to test their “intestinal 
fortitude” as he expressed it. 

Secretary Buchenberger in his annual 
report said there was a net membership 
now of 309, representing a gain of two 
for the year. More than twenty new 
members were added during the year just 
closed but twenty also were dropped for 
non-payment of dues. However, it is be- 
lieved that some of these may be rein- 
stated before the next meeting in Sep- 
tember. 

Most Loyal Gander Watson and Past 
Most Loyal Gander Mehorter were 
elected delegates to the grand nest 
meeting in Jacksonville, Fla., this fall. 
Mr. Mehorter is also a grand nest of- 
ficer, holding the post of grand keeper 
of the golden goose egg. Other grand 
nest appointments affecting members of 
the New York City Pond were listed by 
Mr. Buchenberger as follows: Mr. Mal- 
lalieu, deputy at large; W. V. A. Keeler, 
ritual committee; Mr. Watson, educa- 
tional committee; George A. Watson and 
Mr. Axman, employment committee ; Mr. 


(Continued on Page 24) 








aa <a 








Established 1879 


The Tokio Marine & Fire Ins. Co., Ltd. 








J. A. Kexsey, General Agent 


United States Fire Branch: 80 John Street, New York 
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ASSETS . . : 
PREMIUM RESERVE 
OTHER LIABILITIES. - 





U. S.—Statement March 31, 1932 


RESERVE FOR DEPRECIATION IN SECURITIES 
SURPLUS (March 3Ist, 1932 Valuations) . ; F 


$13,807,862.18 
1,916,766.13 
648,327.49 
2,551,124.09 
8,691,644.47 





FRED A. RYE’S NEW POST 





Made General Manager of Improved Risk 
Mutuals; Well Known in West Before 
Coming to Public Fire of Newark 


Fred A. Rye, president of the Public 
Fire of Newark since February, 1930, has 
been made general manager of the Im- 
proved Risk Mutuals, whose head office 
is at 75 Fulton Street, New York. In 
making the announcement President A. 
D. Baker of the Improved Risk Mutuals 
said that the present executives, L. G. 
Weimer and Carl G. Whipple, will con- 
tinue their respective duties in the or- 
ganization. 

For years Mr. Rye has been a promi- 
nent figure in the business. He was a 
special agent of the Western Factory 
Association and manager of the West- 
ern Sprinklered Risk Association. In 
1921 he came to New York as superin- 
tendent of the improved risk department 
of the Commercial Union, later being ap- 
pointed manager of the Western depart- 
ment of that company. He came to the 
Public Fire as vice-president. 





EAGLE CAPITAL REDUCED 


Stockholders of the Eagle Fire of 
Newark meeting on Tuesday approved 
the recommendation of the board to re- 
duce the capital stock from $1,630,000 to 
$815,000. This action will transfer $815,- 
000 to the surplus, as the par value of 
the stock was reduced from $5 to $2.50. 
In a letter sent to stockholders by Pres- 
ident Edward M. Waldron, they were 
informed also that the directors had de- 
ferred action on the dividend usually paid 
June 30. This dividend would have been 
$81,500, but it was agreed among the 
Board that until general conditions im- 
proved, the cash of the company should 
be conserved. 





H. V. SMITH SAILS FOR EUROPE 

Harold V. Smith, vice-president of the 
Home of New York, sailed Wednesday 
night on the Aquitania for a trip abroad. 
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Insurance Commissioners Meet in Chicago 





Fire Rates to Continue 
Based on Occupancy 


FAIREST WAY TO GAUGE RISK 





Commissioners Decide Against Morten- 
sen Proposition to Make Combus- 
tibility Main Rate Standard 





At a meeting of the fire committee of 
the commissioners in Chicago last week 
—Harry W. Hanson of Illinois, chair- 
man—the subject of classification of 
risks and combustibility was discussed. 
Commissioner Dunham of Connecticut 
made a motion, supported by J. J. Mc- 
Grath of the New York Department, as 
follows: 

“The report of the sub-committee of 
the Fire Insurance Committee appointed 
during the December, 1931, meeting of 
the convention to consider the proposal 
of Commissioner Mortensen of Wiscon- 
sin that the National Convention adopt 
as standard for all states a classifica- 
tion based largely on combustibility risks 
consisting of twelve classes and intend- 
ed to replace the twenty-six classes be 
adopted, and that the report be submit- 
ted to the session of the convention of 
Thursday, June 23, for such discussion 
as may be deemed necessary.” 

Sub-Committee Report 


The motion was carried unanimously. 
The report of the sub-committee which 
favored continuing rates based on oc- 
cupancy follows: 

“The sub-committee appointed by the 
fire committee of the National Conven- 
tion of Insurance Commissioners met on 
February 25, 1932, at the Edgewater 
Beach Hotel in Chicago to discuss the 
proposal of Commissioner Mortensen of 
Wisconsin that the National Convention 
adopt as standard for all states a classi- 
fication based largely on combustibility 
of risks, consisting of twelve classes, and 
intended to replace the twenty-six class- 
es adopted by the Convention last De- 
cember, 

“The sub-committee consisted of rep- 
resentatives of Insurance Departments 
of Connecticut, New York, Illinois, Wis- 
consin and Michigan. In attendance 
were Commissioner Dunham, chairman; 
Messrs. Mortensen, G. M. Park and 
W. H. Pierstorff of the Wisconsin De- 
partment; H. B. Correll, deputy com- 
missioner of Michigan; Robert E. Daly, 
representing Commissioner Hanson of 
Illinois; Joseph J. McGrath, chief of the 
Rating Bureau of New York; and Mr. 
A. V. Gruhn, representing the American 
Mutual Alliance. 

“Robert P. Barbour, United States 
Manager of Northern Assurance, and 
Laurence E. Falls, vice-president of the 
American of Newark, were present, rep- 
resenting the actuarial committee of the 
National Board of Fire Underwriters. 

“The proposed plan provided for five 
general classes segregated according to 
the degree of combustibility used in rat- 
ing schedules, each of which was to in- 
clude all occupancy classes except pub- 
lic buildings, dweilings, seasonal risks, 
farm property, automatic sprinkler risks, 
and miscellaneous risks not otherwise 
provided for. The plan was an attempt 
to show the experience of each combus- 
tibility class with the thought that this 
would be helpful in determining whether 
rates on the classes included therein 
were fair and proper. 

“The plan further provided that the 
Audit Bureau of the state should stamp 
the Proper class on each daily report 
passing through its hands and that each 
individual company should be charged 
with the duty of tabulating the experi- 
ence of such classes and furnishing it 
annually to the Insurance Department. 
Audit Bureau classification would be im- 
practicable in many states. 

” _ Objections 

It was pointed out that no change 
of existing practice was justified unless 
't_ would produce more complete and 
more useful information; that rates from 
the beginning of fire insurance had been 


based primarily on occupancy, of which 
combustibility is but one of many fac- 
tors; that occupancy classification must 
be maintained by fire insurance compa- 
nies for underwriting purposes and that 
they would find no practical advantage 
in a combustibility classification; that 
there were practical difficulties in classi- 
fying combustibility not met with in 
classifying by occupancy, hence the rec- 
ord would not be so accurate; that moral 
hazard and exposure losses prevalent in 
certain types of risks would penalize the 
record of an entire combustibility class, 
including risks relatively free therefrom; 
that a very considerable expense would 
be entailed by any deviation from the 
Standard Classification approved by the 
Convention of Insurance Commissioners, 
particularly one so different in principle; 
that the fairness of the level of rates of 
various classes of risks could be deter- 
mined better by the Standard Occupancy 
Classification since this is basic and seg- 
regates such classes into broad related 
groupings. 

“After careful and lengthy considera- 
tion motion to approve and adopt the 
proposed plan was decided in the nega- 
tive.” 





TO CUT NUMBER OF FORMS 





Fire Committee of National Convention 
of Commissioners Says Move Is 
Step in Right Direction 
The fire committee of the National 
Convention of Insurance Commissioners 
took action relative to the reduction in 
the number of policy forms (fire and 
tornado), thus avoiding a multiplicity of 

forms. 

A motion of Commissioner Kidd of In- 
diana seconded by Commissioner Cors- 
well of South Dakota was adopted to the 
effect “That it is the sense of this com- 
mittee that the standardization of fire 
and tornado policies would be a move in 
the interests of the insuring public; and 
we recommend the action of the West- 
ern Underwriters Association and the 
Western Insurance Bureau in their plan 
to reduce the number of policy forms.” 

The action was taken after C. R. Tut- 
tle, representing the Western Insurance 
Bureau and the Western Underwriters 
Association, had discussed the need for 
such form reduction in the interest of 
economy. 





DISCUSSES THE RADIO 

S. A. Olsness, insurance commissioner 
of North Dakota, told the insurance 
commissioners’ convention last week that 
there was considerable resentment in his 
state against the sale of life insurance 
by radio, when the company using the 
radio is not authorized to do business in 
North Dakota. He read a statement 
from one of the life underwriters’ asso- 
ciations of North Dakota making a vig= 
orous protest. The matter was referred 
to the new life insurance committee of 
the convention. 


PRUDENTIAL FIRE CAPITAL 

Stockholders of the Prudential Fire of 
Oklahoma City met yesterday to act 
on the recommendation of President 
T. E. Braniff and the directors that the 
present capital of $250,000 be reduced to 
the minimum required by law and the 
assets thus released be liquidated and 
returned to the stockholders. This will 
not interfere with the operation of the 
company because the entire outstanding 
business was reinsured on May 1 with 
the Liverpool & London & Globe under 
a contract whereby the latter company 
reinsures automatically all business of 
the Prudential as it is written. 








J. A. Campbell, vice-president of the 
Home of New York, is now in Bermuda 
recuperating from his recent operation 
for appendicitis. 





A. H. Turner, southern manager at At- 
lanta, Ga., of several fire insurance com- 
panies and one of the leading figures 
in the South, was in New York last week. 


Commissioners Study 
Structural Rating 


GET PROPOSALS AT CHICAGO 
Benefits to Fire, Life ond Bonding Com- 
panies Presented in Memorandum 
by Clyde A. Mann 








The National Convention of Insurance 
Commissioners will consider structural 
rating at its convention in Dallas in 
September. Clyde A. Mann, director of 
Certified Building Registry of New York, 
filed a report on the necessity of struc- 
tural rating with the executive committee 
of the Commissioners at the meeting held 
in Chicago last week. Mr. Mann asked 
that his memorandum be referred to a 
committee which might consider the val- 
ue of Certified Building Rating as a 
means to safeguard present and future 
life insurance company mortage loans 
and to reduce the fire hazards permitted 
in new and old buildings. It is held that 
losses agregating $100,000,000 annually by 
fire insurance companies are preventable 
by a system of structural assurance when 
made essential in real estate transactions. 

In his memorandum filed with the 
commissioners Mr. Mann made the fol- 
lowing comments on structural rating, 
similar in purpose to the rating of ves- 
sels by Lloyd’s and the American Bur- 
eau of Shipping: 

“The program is to make the sale of 
certificates of rating, or of maintenance 
of buildings, or of heating efficiency 
surveys, or of termite-fungus surveys, or 
of sanitary surveys profitable to insur- 
ance agents and to enlist their more en- 
ergetic efforts thereby in fire prevention. 
As matters now stand, when agents suc- 
ceed in converting an owner to the ex- 
pense of changes which reduce fire haz- 
ards in a building, their reward is a 
penalty—the reduction of income because 
of the reduction of rates and premiums. 


Help to Local Agents 


“The sale of certificates of structural 
assurance to owners who improve their 
buildings will become a source of sub- 
stantial revenues to agencies which sell 
them. The market for such certificates 
is about as great as the market for fire 
insurance, though it will take time to 
gain as universal acceptance as fire in- 
surance now has. But you who are con- 
cerned in the welfare of insurance com- 
panies will see that a reduction of fire 
hazards and fire losses by influencing 
loan sources to require better standards 
in buildings financed can become a pow- 
erful force for doing the thing which fire 
insurance executives recognize as im- 
peratively needed and that is reduction 
of losses and fire waste. 

“The fire waste, however, is but a 
small part of the waste involved, though 
it may be reduced $100,000,000 or more 
per year. The record of the last ten 
years serves to show that the bad ap- 
praising methods, which cheerfully dis- 
regarded in the main, structural quality, 
have cost the American public and the 
mortgage lenders, not merely millions, 
but billions. The wastes involved in poor 
building, for which poor financing meth- 
ods are directly responsible, run into 
billions. It will be no small thing that 
the National Convention of Insurance 
Commissioners can do if structural ex- 
cellence be encouraged both for future 
and present structures. 

“The greatest field for revival of build- 
ing activity, of reemployment of building 
trades, of revived demand for materials 
which will reopen factories in the lumber, 
brick and other industries lies now in 
modernizing of existing buildings which 
may need it. And there are thousands 
which do need it whose owners will be 
encouraged to undertake the expense— 
if the value of their investment shall be 
recognized by the mortgage lenders by 
means of certificates which indicate 
grade. The Class B building may be 
altered to deserve a Class AA or A rat- 
ing— the unprofitable building may be 


altered to attract tenants, increase oc- 
cupancy and revenues, and altered to re- 
duce operating expenses. 

Stabilizing Life Co. Loans 

“Those billions of dollars represented 
by mortage loans of life insurance com- 
panies may be stabilized, improved, by 
setting to work the ferment of official 
recognition for certificates of quality. 
The modernizing is too seldom done 
when without recognition of the result, 
the improvement of rating of a building. 
But it can be done, it is done, I could 
tell of buildings which were so modern- 
ized that occupancy was increased from 
50% to over 95%, and operating costs 
reduced, so the bondholders in that case 
will recover 100 cents on the dollar— 
quite a contrast to the usual practice 
under receiverships. 

“Does it not seem that this matter is 
one worthy of official recognition by the 
executive committee with view to making 
the discussion of it a part of the program 
of the coming Convention in Dallas in 
September? Does it not seem that the 
subject is one of far reaching importance 
both to fire and life insurance companies 
as well as to surety and casualty com- 
panies, to deserve a report upon it?” 





BACK BUILDING REGISTRY 





Federation of Mutual Fire Companies 
Puts L. B. Purmort on Governing 
Board; National Board May Act 

Announcement was made recently 
that the Federation of Mutual Fire In- 
surance companies has joined the groups 
represented on the governing board of 
Certified Building Registry, called the 
“Lloyd’s Register of Building,” having 
named L. B. Purmort, of the Central 
Manufacturers Mutual Fire of Van Wert, 
O., as its representative. Mr. Purmort 
reported to the Federation about a year 
ago the program of the Registry of en- 
listing co-operation of lenders in recog- 
nizing fire hazards among the merits of 
buildings by a system of structural as- 
surance certificates. The facts were bul- 
letined to all member companies in the 
Federation and discussed. 

Similar co-operation for reduction of 
fire losses has been proposed to the Na- 
tional Board of Fire Underwriters with 
the recommendation of engineers as a 
program for reduction of fire losses on 
buildings throughout the country in an 
amount estimated at $100,000,000 per 
year through systematic discrimination 
of mortgage lenders on new and old 
structures. 





MICHIGAN AGENCY LICENSES 

Fewer agents’ licenses have been is- 
sued by the Michigan Department since 
April 1, beginning of the licensing year, 
than for the same period in 1931, it was 
disclosed this week by R. W. Morse, 
head of the licensing division. In view 
of the economic situation prevailing, 
which has tended to augment agency 
ranks in all classes, the showing is con- 
sidered exceptional. The total number 
of licenses granted up to June 1 was 
59,005. This compares with 80,839 issued 
up to the same date last year. There is 
apparently greater competitive pressure 
in the fire field, as this branch shows an 
expansion in agency organization *with 
27,568 licenses issued contrasted with 
27,139 a year ago. Department officials 
say the average is about four companies 
to one agent, indicating there are over 
9,100 individuals licensed to write fire 
business. 


SUBURBAN CLUB MEETING 

The regular July meeting of the Sub- 
urban New York Field Club will be held 
at Tuesday noon, July 5, at the Elks Club 
in Brooklyn. This will be the first meet- 
ing under the new officers and the ex- 
ecutive and other committees will be 
named. William Steel, Jr., is the new 
president. 


J. A. MacDONALD DIES 
John A. MacDonald, manager of the 
Pennsylvania Mutual's office in Erie, Pa., 
died last week in his home in that city. 
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Premium Financing 
Uniformity Sought 


NATIONAL BOARD ACTION 





Executive Committee Sends Companies 
Statement to Pass on to Agents, 
Fieldmen and Examiners 

The executive committee of the Na- 
tional Board of Fire Underwriters last 
week took steps to achieve greater uni- 
formity in premium financing practices. 
Systems of financing premium payments 
have been in existence for several years 
and since the inception of the depression 
this practice has increased with some 
rapidity. In order not to have too many 
different methods in operations the Na- 
tional Board executive committee au- 
thorized General Manager W. E. Malla- 
lieu to send the following statement to 
all company members of the Board: 

“The executive committee of the Na- 
tional Board of Fire Underwriters, at its 
meeting on June 16, 1932, concurs in the 
following statement and authorizes the 
general manager of the National Board 
to so advise each of the companies, mem- 
bers of the National Board. Uniformity 
of practice may be established if compa- 
nies will so inform their agents, field 
men and examiners. 

The extent to which insurance pre- 
miums are now being financed, either 
by organizations formed principally for 
that purpose or by insurance companies 
and their agents, is evidence of some ex- 
isting demand for such financing. 

Financing Interest’s Protection 

“2. The protection required by the 
financing interest under policies of in- 
surance is met by a power of attorney, 
or instrument of similar purport, given 
by the policyholder to the finance com- 
pany, empowering the finance company 
to effect the cancellation of the policy 
to the extent of the assured’s interest; 
to collect the return premium due there- 
under and to collect such portion of a 
loss, collectible under the policy as may 
represent a balance of premium owing 
by the assured to the finance company. 

“3. That any agreement entered into 
by the agent of an insurance company, 
with a corporation or other organiza- 
tion financing insurance premiums is 
made by the agent as an individual, and 
that such agreement is not within the 
scope, contractual or apparent, of his 
agency for an insurance company. 

“4. That a mortgage interest in a pol- 
icy has the right to empower its nom'- 
nee, a finance company or other organi- 
zation or individual, to represent, its in- 
terest in the cancellation of a policy, the 
collection of a return premium or a Iss 
due the mortgagee. 


PROVIDENCE CO.’S CHANGES 





Three Advanced to Vice-Presidencies; 
Two New Officers From New York; 
Dividends Are Omitted 


Several changes in the staffs of the 
Rhode Island, Merchants Fire and the 
Guaranty were voted by the directors 
of these companies at Providence last 
week. J. Paul Rutter, who has been as- 
sociated with the Bankers Trust Co. in 
New York and with Kean Taylor & Co. 
of Newark, was elected assistant to the 
executive officers and will head a new 
department which will have change of 
the investment portfolio. Robert Weigel 
has gone to Providence from the 
Phoenix Assurance in New York to be- 
come comptroller of the companies. 

Tunis Johnson and Richard P. Ketcham 
were advanced from secretaries to the 
three companies to vice-presidents. Clif- 
ford E. Pieper and J. B. White, formerly 
assistant secretaries, were named secre- 
taries. B. M. Caruth, who previously had 
held no office, was elected secretary. 

The directors voted to omit the regu- 
lar quarterly dividend on the common 
stocks of all three companies. 





HAWES FULL TIME SECRETARY 


Louis Hawes, prominent local agent of 
Rochester, N. Y., has been elected full- 
time secretary-treasurer of the Under- 
writers Board of Rochester, Inc. Mr. 
Hawes sold his agency early this month 
so that he may devote his entire time 
to the work of the local board. His office 
is at 405 Commerce Building. The Under- 
writers’ Board of Rochester is one of the 
strongest in the state and has been able 
to exercise considerable influence over 
local insurance conditions through radio, 
newspapers and other forms of publicity. 


LOCAL AGENT DIES 
Samuel D. Lord, local agent of Pea- 
body, Mass., died last week at the age 
of sixty-five years. He had suffered from 
heart disease for many years. Mr. Lord 
leaves a wife. 








policies, when the premium thereunder 
is financed, is unnecessary to the accom- 
plishment of the foregoing purposes and 
should be avoided, inasmuch as_ the 
rights of the holder of a power of at- 
torney are exercisable by him when and 
if he requests recourse to the insurance 
company for the protection of his rights, 
except that the attachment of a simple 
loss payable clause is unobjectionable. 
“6. That a fire insurance company is 
obliged to accept notice in proper form 
of the existence of such power of at- 
torney or of an assignment or attach- 
ment of funds due under its policy from 
the insurance company to any party in 














“5S That endorsement of insurance — interest, assured, mortgagee or trustee.” 
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Life of Automobile Increased 
By Depression Survey Reveals 


The average life of an automobile, due 
to curtailed purchasing power of the 
public and an increasing durability of the 
product, is considerably longer today 
than in the flush days preceding 1929, 
the Standard Statistics Co. of New York, 
concludes in a current analysis of the 
motor car industry. The survey con- 
tinues in part: 

“Based on the unusual expansion of 
sales during the prosperous years of 
1921-1929. a number of observers ar- 
rived at the conclusion that the average 
life of the automobile was about seven 
years, an estimate which was accepted 
widely throughout the trade. It must 
be admitted that such a computation was 
made largely on the basis of a product 
having a lower efficiency and durability 
than is obtainable in today’s motor vehi- 
cles; likewise, that these calculations 
were made when resale market demands 
were such that it often mattered little 
how frequently cars were traded in on 
the most up-to-date models. Neverthe- 


less, these studies apparently neglected 
to allow for the exigencies ‘of such a 
period of restricted consumer income 
and uncertainty over the future of busi- 
ness as now prevails, which has resulted, 
at least for a time, in materially length- 
ening so-called car life. 

“In our current investigations of the 
motor trade, widely varying opinions 
have been discovered on the subject of 
car life. Some fear that it has been ex- 
tended permanently, while others believe 
that, given a restoration of general con- 
fidence and buying ability, the longevity 
of the automobile again will approximate 
the seven years’ average formerly ruling. 

“Recent events make it clear that there 
is considerable elasticity in car life and 
that it bears a close correspondence with 
economic conditions prevailing from 
time to time. One prominent car manu- 
facturer feels that the average span is 
now around 10 years; others estimate 
that the existence of the motor car cur- 
rently ranges from 8% to 9% years.” 





1932 ALMANAC OUT 





New Edition of Insurance Annual 
Printed; One New Stock Company 
Organized Last Year in Fire Field 


The Insurance Almanac, annual refer- 
ence book, has been issued for 1932 by 
the Weekly Underwriter. Part of the 
volume is the regular Who’s Who in In- 
surance, giving careers and facts about 
prominent insurance people. 

The book gives names, addresses, offi- 
cers, directors and territory covered of 
all classes of companies, classified as 
fire, mutual fire, casualty, reciprocal, etc. 
Insurance groups or companies under 
the same management are shown, new 
companies organized in 1931, state and 
local organizations, state officials, insur- 
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By living up to the traditions of its name and by its affiliation with 


an old and well established organization The Lincoln Fire is a helpful asset 


to the Local Agent. 
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90 John Street - - 


O. F. WALLIN 
New York 


ance laws, and such material. 

There was only one new stock fire 
insurance company organized last year, 
according to the Almanac, that being the 
Superior of Delaware. Twenty‘four 
stock companies retired, by merger or 
reinsurance. In the casualty field there 
were eleven new companies to match 
eleven retirements. 





JAS. R. SKINNER 75 YEARS OLD 

James R. Skinner, insurance agent of 
Patchogue, L. I., and father of Fred G. 
Skinner of Skinner & Ray, agents in 
New York City, last Saturday celebrated 
his 75th birthday. Scores of friends and 
neighbors in Patchogue called on Mr. 
Skinner, giving him an all-day party in 
honor of the occasion. 
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Valuable Suggestions to Agents 
On Reducing Collection Troubles 


Aetna Life Group Presents Sound Diagnosis of Subject To- 
gether With Various Plans by Which Agents Can 
Avoid Long Overdue Payments 


Despite the volume of written and 
oral advice presented to local agents on 
the general subject of how to reduce col- 
lection difficulties, new material or old 
material presented in a different fashion 
is always valuable. The Aetna Life group 
has devoted an entire issue of the 
monthly Aetna-izer Supplement to the 
problem of avoiding collection troubles 
and reducing those which have been al- 
lowed to come into existence. This Sup- 
plement contains many ideas of real 
merit and while all of them cannot be 
reproduced herewith because of the 
length of the bulletin some of them are 
given, with the permission of the Aetna 
Life, as follows: 

First of all you should convince your- 
self that extension of credit, and slow 
collection of premiums is not contem- 
plated nor provided for in the promul- 
gation of insurance rates, or in the 
agent’s commission. Because there is no 
loading in the rate for the extension of 
credit, the company must receive pay- 
ments from its agents in accordance with 
its collection rules. 

Not Provided for in Commission 

The commissions the agent receives 
are not sufficient to cover any extension 
of credit to the assured, or the expense 
of slow payments. The credit hazard, 
the additional overhead items of interest 
on premiums paid to companies before 
they are collected from clients, the ex- 
pense and loss of productive time in- 
volved in the collection of accounts three, 
four, or six months old cannot be borne 
by the agent without affecting his in- 
come. When these facts are fully under- 
stood by the agent, his attitude toward 
the extension of credit and leniency in 
collections is entirely changed. 

The exercise of discrimination and 
sound judgment in the selection of risks 
is an important prerequisite to satisfac- 
tory premium collections. We are con- 
stantly considering the moral, physical, 
and occupational hazards to determine 
if risks are acceptable. The financial 
hazard is also important because of its 
bearing on collections. An _ individual, 
who is habitually “slow pay” or whose 
financial condition is doubtful, is not a 
profitable client to an agent on account 
of the time and expense expended in 
collecting the premium and the credit 
losses sustained. After having satisfied 
yourself that the risk is satisfactory from 
a financial standpoint, you should en- 
courage the prompt payment of the pre- 
mium, That is the starting point of pre- 
mium collections. 

The Value of Definite Agreements 

Frequently the reason for a premium 
not being promptly paid is that the in- 
surance was not properly sold. At the 
time of sale the agent may not have 
mentioned premium payment, or if the 
client does bring up the question, the 
agent may say: “There is no rush about 
that. Send a check whenever it’s con- 
venient.” The policy is then merely 
mailed with the bill enclosed. When an 
agent handles the sale in this manner, 
he is usually afraid that any attempt to 
reach an agreement on the payment of 
the premium will mean the loss of the 
sale, or failure to deliver the policy. 
When the prospect has been convinced 
of his need for the insurance and that 
the policy will meet his requirements, 
bringing up the question of premium 
payment will not stop the sale. People 
in general do not expect unlimited time 
for the payment of bills. When they buy 
radios, refrigerators, vacuum cleaners, 


etc., if cash is not offered at the time of 
sale, the store wishes to know how pay- 
ments are to be made. 

One Aetna-izer who had the unusual 


record of only a $15 loss on a volume of 
$50,000 says: “The first and most im- 
portant rule is to sell no policy without 
a definite understanding as to when the 
premium is to be paid. The time, and 
generally the only satisfactory time, to 
reach such an agreement is when the 
policy is sold. I refuse to consider a 
sale complete until this point has been 
covered and_ definitely understood.” 
Agents who have been lax in collections 
and through necessity were forced to re- 
vise their plans, found that by making a 
definite agreement at time of sale on 
both new and renewal business their col- 
lection difficulties were greatly reduced. 

One agent, who had been having diffi- 
culty in making collections, and whose 
past-due accounts were entirely too large 
for the volume of business he was pro- 
ducing, put into operation on January 
1 the plan of asking for the premium 
upon delivery of the policy. When the 
client could not pay the premium at that 
time, he was asked to designate a date 
on which he could pay. This agent on 
March 1 checked up to determine the 
results. He found that he had collected 
for all policies written in January and 
a large part of those written in Febru- 
ary. He still had quite a number of 
past-due items but they were all for poli- 
cies written prior to January 1. This is 
typical of the experience of other agents 
who have changed from a careless and 
unsystematic plan to that of having some 
definite agrement with the assured at 
the time of sale. 

Renewal Policies 

Don’t mail renewal policies unless 
there has been a definite and recent un- 
derstanding that you do so. Handle re- 
newals the same as new business, par- 
ticularly when it is the first or second 
renewal. By personally delivering the 
policy you can not only reach an agree- 
ment about the premium payment, but 
can determine if the policy should be 
revised in any respect to meet changes 
in the assured’s requirements. It is also 
an opportunity for the sale of additional 
insurance in other lines. Consider re- 
newals as resales, not as a further pay- 
ment on past years’ sales. Continually 
refresh your client’s mind with reasons 
for carrying the insurance. 

New policies should be less frequently 
mailed than renewals. Personal deliv- 
ery gives you the opportunity to clinch 
the sale and reach a definite understand- 
ing as to the payment of the premium if 
this has not been previously done. The 
Aetna-izer previously quoted also says: 
“Where I have enjoyed no previous busi- 
ness relations with an individual and am 
accordingly unacquainted with his atti- 
tude toward financial obligations, I at- 
tempt to obtain one-third to one-half of 
the premium upon delivery of the policy 
and the balance in thirty or forty-five 
days. It would have to be a most unusual] 
set of circumstances which would lead me 
to enter into any special extension of 
credit with a new client who has failed 
to keep his original agreement.” * * * 

Clients of Several Years’ Standing 

This Aetna-izer also says: “I have 
found that the chief source of collection 
difficulties are the ones where the de- 
linquent client has been permitted to 
dictate his own payment terms, and then 
failed to live up to them. Not infre- 
quently such an individual has been a 
client for some time and believes he 
has established his credit with the agen- 
cy. There is nothing to be gained by 
adopting a lenient or unsound collection 
policy with him. He must be made to 
understand that the insurance premium 
carries no loading for the extension of 
credit for a long period of time nor does 


the agent’s commission. I always im- 
press upon him the fact that I am re- 
quired to pay promptly the insurance 
companies when their payments become 
due and that I cannot obtain any spe- 
cial consideration. I am unwilling in 
such cases to permit indefinite exten- 
sions,” 
Follow-up Methods 

There are four or five methods that 
may be used in following up unpaid ac- 
counts. They may be a part of an 
agent’s collection system, or he may use 
only some of them. 

First, you may send another bill (a 
bill has already been delivered with the 
policy), the first of the month following 
that in which the policy was issued. This 
bill should be itemized so that the client 
will remember the details. The purpose 
of this is to remind the client of the 
unpaid account. Many clients will send 
their check upon receipt of this bill or 
on the tenth or fifteenth of the month, 
whenever it is their practice to pay bills 
The continued mailing of bills or state- 
ments after the account is past due sel- 
dom produces the desired results. It is, 
therefore, a waste of time, postage, and 
stationery. 

Second, you may send a collection let- 
ter if no attention is given the second 
bill. Many agents do not believe in try- 
ing to collect past-due premiums by this 
method. They contend that when a client 
is delinquent in the payment of a pre- 
mium, he will not as a rule be moved 
to pay it by a collection letter. It is too 
easily tossed aside and forgotten. Agents 
who take this attitude are just as much 
in favor of personal calls as they are 
against collection letters. 

Telephone Calls 


Third, you may telephone. Some 
agents use this method on over-due ac- 
counts instead of collection letters. They 
have found that it results in something 
definite whereas a letter is often entirely 
disregarded. Agents using this plan ad- 
mit it is not as good as a personal call 
in producing results but that it saves 
considerable time and yet brings about 
the collection of many accounts. When 
payment is not made as promised over 
the telephone, a personal call is made. 

Personal Calls 


Fourth, you may make a personal call 
There is no question about this being the 
most effective collection method. It per- 
mits of no evasion and further stalling. 
The agent can usually get the premium 
or a promise for payment by a definite 
date. He should have a copy of the bill 
and blank checks. If there are several 
persons in the agency, the one making 
the sale should make the collection call. 

Fifth, as a last resort send by regis- 
tered mail a five or ten day cancellation 
notice. When promises of payment are 
broken and all appeals fail, it is time to 
get the risk off your books for your own 
protection. Of course, some business 
will be lost, but it is not profitable busi- 
ness to you. You cannot serve as banker 
and pay your client’s premiums because 
the commission rate does not contem- 
plate that the agent fulfill this function 
In your cancellation notice express con- 
cern that he is losing his insurance pro- 
tection. End the letter by stating that 
if payment is received before the cancel- 
lation date you will be glad to continue 
the policy. If no payment is received, 
cancel and forget the case. 


E. K. SCHULTZ IN CHICAGO 


Elmer K. Schultz. nresident of E. K. 
Schultz & Co. of Philadelphia, general 
agents of the Ohio Farmers and the 
Millers National, is in Chicago this week 
attending the annual picnic of the Millers 
National. On his way home he will stop 
off at LeRoy, Ohio, to visit the head of- 
fices of the Ohio Farmers. 


HAROLD WARNER RETURNING 

Harold Warner, United States fire 
manager of the Royal-Liverpool groups, 
will sail from Southampton, Saturday, 
July 2, on the Mauretania following a 
several weeks’ business trip to the head 
office in Liverpool. The Mauretania is 
due to dock in New York on Friday, 
July 8. 








REINSURES FIRE BUSINESS 





American of Newark Takes Over Fire 
Lines of Universal; Latter to Con- 
tinue Marine and Auto Business 


The Universal of Newark yesterday 
entered into a contract with the Amer- 
ican of Newark to take over the man- 
agement of the former’s fire insurance 
department. The company has also ef- 
fected reinsurance agreements with the 
American with reference to fire, wind- 
storm, hail, riot and civil commotion, ex- 
plosion and earthquake lines written by 
the Universal anywhere in the United 
States and Canada. Agents of the Uni- 
versal will report their July and subse- 
quent fire business to the American. — 

The Universal has been operating 
since 1921 and writes principally ocean 
and inland marine and automobile busi- 
ness. The management of these classes 
will remain as heretofore with the com- 
pany’s general managers, Talbot, Bird & 
Co., Inc., of 51 Beaver St. New York 
City. 





R. L. Carver, Army Football 
Star, With Home of N. Y. 


R. L. (Rosy) Carver, star back on 
the Army football team and graduate 
of West Point this June, is with the 
Home of New York as a member of 
the service department specializing in 
production work. He is _ working 
under Assistant Manager Mortimer 
Sprague, another former football star 
at West Point. Mr. Carver was one 
of a group of Home representatives 
at the meeting of the New York City 
Pond of the Blue Goose in Newark 
Monday evening and was introduced 
to those present. 











BAIR AGENCY 50 YEARS OLD 

K. H. Bair & Co., well-known local 
agency at Greensburg, Pa., on June 25 
celebrated its fiftieth anniversary. The 
agency was founded in 1882 by Edward 
H. Bair and later took in W. S. Lane. 
Kenneth H. Bair, present head, is also 
president of the Pennsylvania Associa- 
tion of Insurance Agents. Joseph S. 
Bair, another member of the firm, has 
charge of the life and accident depart- 
ments. 





Blue Goose 


(Continued from Page 20) 


Monahan, one of the grand guards, and 
Mr. Buchenberger, emblem committee. 

There are now 165 members who hold 
group life insurance with the Lincoln 
National Life. This coverage totals 
$160,900 so that about 53% of the mem- 
bership is insured. This is an increase 
of 10% over last year’s insured member- 
ship and the credit is due largely to 
George H. Holden of Newark, chairman 
of the life insurance committee. Mr. 
Holden announced that any gander may 
take out an additional $2,500 of group 
life insurance without examination pro- 
viding the applicant is not obviously 
in bad health. The rates are the same 
as for the initial $2,500. 

In accepting the office of most loyal 
gander Mr. Watson said he felt ,encour- 
aged by the growth of attendance at 
New York Pond meetings. This last 
year the attendance averaged about 80 
members per meeting. He explained 
that more meetings were not held in 
New York City itself because the aver- 
age attendance was larger in Newark. 
However, it is considered likely that the 
September meeting will be in New York 
City and it may be a ladies’ night, an 
innovation which was tried successfully 
some time ago. Mr. Watson stated that 
he believed the larger attendance at 
meetings showed real personal interest 
and he asked the members for continued 
loyal support to the Pond and its prin- 
ciples. : 

Mr. DeWitt conducted the memorial 
services for the four members who died 
since the last annual gathering. Those 
who have taken their last long flight in 
that time were Ganders Kenny, Hall, 
Duane and Morgaridge. 
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his name... 


TNA 


Four generations have known it, trusted 





in it. Agents who must answer with increasing fre- 
quency questions about the strength and stability 
of their companies, can emphasize with unreserved 


confidence their 4Etna Fire Group affiliation. 





THE ATNA FIRE GROUP 


HARTFORD - CERN ES Ttew tT 


&TNA INSURANCE COMPANY ,*@"< 
THE CENTURY INDEMNITY COMPANY ; @& 
PIEDMONT FIRE INSURANCE COMPANY cows 
THE WORLD FIRE AND MARINE INSURANCE CO. 
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Striving For Best, Not Biggest, 


Insurance Philosophy of Future 
By WILLIAM QUAID, 


Executive Vice-President, Southern Fire Ins. Co. 


William Quaid, executive vice-presi- 


dent of the Southern Fire of the Home 
of New York group, spoke yesterday at 
Savannah, Ga., before the Georgia Asso- 
ciation of Insurance Agents on the 
changing philosophy of the fire insur- 
ance business. He traced the course of 
fire insurance for the last fifteen years 
and said that emphasis was placed on 
the size of companies and fleets. In the 
future he believes and hopes that more 
attention will be paid to obtaining the 
best from the business for the benefit 
of the country as a whole. Mr. Quaid’s 
remarks follow: 


Because of the conditions we are pass- 
ing through it might well be, that we 
are on the verge of change in our na- 
tional business philosophy. Therefore, 
I think a discussion of the philosophy of 
American business and the American 
business man for the past fifteen years 
and the possible philosophy of business 
for the coming fifteen years might be 
of interest. 

In some ways I believe the American 
business man for the last fifteen years 
has been without any very definite phi- 
losophy. No individual, business, com- 
munity or nation can make permanent 
progress without a definite philosophy. 
That is, we must know pretty thorough- 
ly what we want, how we are going to 
make the accomplishment and what we 
are going to do with the thing that we 
want when we get it. 

Men have been striving and working 
during the last fifteen years to build 
colossal institutions. For what purpose? 
The obvious answer to that is money. 
However, I do not think that that is 
entirely right. Let us take as example 
the great mutualized life insurance com- 
panies, to see if the making of money 
has been the dominating, motivating 
force of the men of these institutions. 
In the first place with one of these great 
life companies, there is no group of 
stockholders in the background demand- 
ing a profit. Therefore, management is 
not actuated by the necessity of pro- 
ducing profit for stockholders. 


Life Insurance Practices 


In the second place it has been my ob- 
servation that the ranking officers of 
great corporations do not have salary in- 
creases very often. So the only person 
who really profits by added activity is 
the producing agent working on a com- 
mission. Without the necessity of profit 
for stockholders or much expectancy of 
personal gain, why is it that the man- 
agement of these companies have con- 
ventions, sale congresses and officials in 
the field pressing their agents to keep 
on developing additional business? The 
answer to this, I believe, is that life in- 
surance is one of the very few businesses 
in the country that has had a definite 
philosophy. And I believe that that 
definite philosophy is based very largely 
on the benefits that life insurance brings 
to the community. 

I believe that other business during 
the last fifteen years through consolida- 
tion, merger and the creating of new 
companies built great institutions with- 
out any definite philosophy, excepting 
that of size. With the business of fire 
insurance; if we have had any philosophy 
at all during the past fifteen years it 
has been truly the philosophy of size. 
For instance: 1f a new company is added 
to a fire fleet, it does not mean that the 
president or the official staff get an in- 
crease in salary. Up to a certain point 
such growth and increase has offered an 
opportunity for reduction in expense of 


operation. However, I think that be- 
yond a certain point, that the possibility 
of reduction in expense through size has 
been over-emphasized. If this is true in 
fire insurance it is generally true in the 
banking business, as well as commercial 
and industrial activities generally. 


What of the Future? 


So much for ‘the past fifteen years. 
And now what of the coming fifteen 
years? I believe that the period we have 
been going through has probably been 
developing in all of us (and this devel- 
opment may have been unconscious on 
our part) a desire for something definite 
and that desire may express itself in a 
definite philosophy. If it does I am 
quite sure, that that philosophy will be 
striving for the best rather than the 
biggest. I hope that this will be true in 
the fire insurance business and the new 
philosophy will express itself in the 
benefits brought to the community by 
fire insurance. And when I say benefits, 
I do not mean the replacement of loss, 
but I do mean the benefits brought to 
the community by the social side of fire 
insurance. I say this because if the fu- 
ture philosophy of American business is 
to be the best rather than the biggest, 
then no business can survive unless it 
goes beyond the normal business func- 
tion and carries with its operation a real 
benefit to the whole community. 

One reason why I would like to see the 
philosophy of best adopted by the fire 
insurance business is because I believe 
that there is no business in the United 
States which has done more in the past 
on the social side of its activity than 
has fire insurance. But we have been 
so busy in other directions, that we have 
failed to emphasize and capitalize that 
which we have done and which I believe 
is just as important to the community 
and just as important to our policy hold- 
ers as is the replacement of loss. And 
it is threugh this activity as expressed 
by the National Board of Fire Under- 
writers, the Underwriters’ Laboratories 
and the Fire Prevention Department of 
the Western Actuarial Bureau, that we 
have added to the safety of life and limb 
of every man, woman and child in the 
United States, as well as enabling the 
thrifty citizen to protect, at a constant- 
ly decreasing cost, that which he has 
created and accumulated. 

And this philosophy could well be 
adopted by the agents of the country. 
That is, the representation of the best 
with the emphasis on the _ benefits 
brought to the community by the busi- 
ness of fire insurance. For I believe 
that a careful study of the social side of 
our business will bring to everv good 
agent a thrill of pride, which will itself 
create the philosophy, that while we 
might not be the biggest business in 
the community, that we are the best 
business in the community. 





HEADS MISS. RATING BUREAU 

Rollin D. Fitts of Jackson, Miss., was 
elected president of the executive com- 
mittee of the Mississippi State Rating 
Bureau at the eighth annual meeting 
held June 20. Edward Yerger, Jr., was 
made vice-president. Other members of 
the executive committee named at this 
meeting are: Isham Beard, W. L. Burn- 
ham, H. W. Gates, R. S. Greer, Harvey 
L. Nelson, J. L. Ross, and Thomas L. 
Spengler, all of Jackson. 





Summer hotel proprietors are earnest- 
ly hoping that the American people will 
become “squander minded” this season. 


BANKS AID FIGHT ON ARSON 





Syracuse Financial Institutions Trying 
to End Incentive for Arson by 
Demanding Full Repairs 
George H. McGuire, president of Mc- 
Guire & Co., Inc., of Syracuse, N. Y., 
is one of those participating in the gen- 
eral campaign in that up-state city to 
combat increases in incendiarism. In an 
article in the Syracuse Post-Standard 
Mr. McGuire speaks as follows of the 
practices of some banks in co-operating 

to destroy the incentive for arson: 

“One of the Syracuse banks which 
has mortgages on much real estate has 
adopted its own practice, followed where 
there is a fire damaging or destroying 
property on which it holds a mortgage 
and where the fire is reported as sus- 
picious. The draft which comes for pay- 
ment of a loss is made payable to the 
mortgagee, the bank, and the full amount 
of the draft is taken by the bank to re- 
duce the mortgage. 

“Another bank makes inspection of 
property after a fire and does not re- 
lease any insurance money paid to it 
until the property is repaired and re- 
stored by the owner to as good condi- 
tion as it was before the fire, the pur- 
pose being to keep the money coming 
from a fire loss out of the actual pos- 
session of the owner of the building so 
as to destroy incentive for arson. 

“Under the New York standard mort- 
gage clause attached to fire insurance 
policies the mortgagee is entitled to first 
payment of money from the insurance 
company up to the amount of the mort- 
gage and the owner is entitled to any 
excess there may be. This clause has 
been only loosely followed until recently, 
but it is now in strict usage where the 
fire is suspicious.” 





44 YEARS IN INSURANCE 
Edgar J. Sloan, vice-president of the 
Aetna (Fire), completed twenty-five 
years of service as an officer of the com- 
pany in May and next month will com- 


plete forty-four years in fire insurance 
He started with the Phoenix in the 
Hartford office and later became an ex- 
aminer. Then he became state agent of 
the Home of New York in Connecticut 
and Rhode Island and after that special 
agent of the Aetna in western New Eng- 
lang. He was general agent of the com- 
pany at Hartford for two years before 
his election as assistant secretary in 1907 
Mr. Sloan has had recently to undergo 
an operation at the Hartford Hospital 
and is now recuperating. 


PRUDENTIAL LONDON FIRE 


Home Office Slightly Damaged by Spec- 
tacular Blaze in Shoring For Ad- 
dition Now Building 

A fire at the home office of the Pru- 
dential of London caused considerable 
excitement recently. Shoring at one end 
of the building where an addition is be- 
ing erected caught fire and attracted a 
large crowd, although the damage was 
slight, most of it due to water. The 
blaze was spectacular, however. 

The crowd was amused by the prox- 
imity to the fire of a large billboard of 
the company showing a burning house. 
The London Star printed a cartoon 
showing Sir Edgar Horne, general man- 
ager of the company, being warned of 
the fire by a fireman coming in the win- 
dow. “It’s all right,” Sir Edgar is shown 
saying; “we're insured.” 


BANGOR ADJUSTMENT OFFICE 

General Manager W. J. Greer of the 
Eastern department of the Fire Com- 
panies’ Adjustment Bureau, Inc., has an- 
nounced the opening of a new ‘office at 
Bangor, Me., Adjuster Stanley F. Han- 
son, who has been transferred from 
Portland, Me., will be in charge and will 
have his headquarters in the Graham 
Building. The Bangor office will be un- 
der the supervision of the Portland of- 
fice and the personal attention of Man- 
ager William Bush and Assistant Man- 
ager Lester B. Howard will be available. 














Insurance Still An Untapped Mine 


By Gilbert H. Godfrey, 
Western Department, Home, N. Y. 


Gilbert H. Godfrey in the Western de- 
partment of the Home at the home office 
in New York, although not yet twenty 
years of age, has shown evidence of liter- 
ary ability on several occasions and has 
contributed a number of articles to the 
company’s publication, “News From 
Home.” In the accompanying article Mr. 
Godfrey strikes an inspirational note and 
reflects a deep and sincere interest in the 
business which he has chosen to follow. 
This attitude is one which deserves en- 
couragement. Herewith are Mr. Godfrey's 
observations : 


For centuries man has been engaged in 
a fierce struggle to protect his home and 
possessions against those dangers which 
have ever threatened them. Property 
insurance is, after all, but an outgrowth 
of this classic struggle. From the sim- 
ple marine loans of the early Greeks to 
the intricate 1932 multiple coverage ideas, 
insurance of property against nature’s 
onslaughts has offered an unusually fer- 
tile field to men of vision and imagina- 
tion. 

The subject of fire insurance alone has 
never been completely mastered by any 
person or group of persons and never 
will be. It is a problem of such diver- 
sity and many-sidedness that men who 
have made it a lifetime study realize the 
impossibility of learning all that is to 
be known—indeed are often discouraged 
at the very infinity of the goal they 
seek. 

But there is a great and very real in- 
spiration in such a business. It offers 
unlimited opportunities to the original 
and the ambitious. It invites keen minds 
to solve its problems and develop its re- 
sources. It calls upon young and old 
alike to shoulder its burdens and make 
them lighter. 


There is one body of men who, besides 
coming in daily contact with insurance 
problems, actually witness their solution 
in practical terms. They are the brokers 
and local agents. To them the count- 
less opportunities of insurance should 
have especial and significant appeal. 

Property insurance is without question 
a symbol of civilization’s progress. It 
must be adapted to the improving stand- 
ards of civilization. Thus, as new inven- 
tions are perfected and brought into gen- 
eral use, means of protection against 
their dangers must be instantly worked 
out. Agents who are abreast of the times 
may benefit greatly by realizing the ef- 
fect of changing conditions on their own 
business and putting this realization into 
practical use. 

Every variety of human endeavor is 
covered and protected by some kind of 
insurance. What a vast field this offers 
for new ideas! An alert gentleman some 
years ago, for instance, thought up an 
entirely new plan for underwriting risks 
in the medical world. He convinced sev- 
eral companies of its merit, was given 
permission to develop it, and has since 
been doing an enviable volume of busi- 
ness. Thus was his initiative fittingly 
rewarded. 

There is not space enough to enumer- 
ate even a fraction of the number of 
ways an agent may further his own and 
his company’s interests. An agent who 
goes down to his office in the morning, 
pursues the usual routine of work, and 
returns in the evening, can rarely hope 
to improve his status. He is little bet- 
ter than a puppet. It is the one who 


does not take his business for granted, 
who thinks as well as acts, who uses his 
brains as well as his hands that becomes 
a factor in the community and a leader 
instead of a follower. 
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LOYALTY GROUP— 


JANUARY 1, 1932 STATEMENTS 








NEAL BASSETT, President 


JOHN R. COONEY, Vice Pres, ARCHIBALD KEMP, Vice Pres. HERBERT A. LARK. Vice Pres. MM. R. M. SMITH, Vice Pres, 
W. E. WOLLAEGER, Vice Pres. HERMAN AMBOS, bg yg E. G. POTTER, 2d V.- w.w. POTTER, 2d Vice Prea. 
WALTER J. SCHMIDT, 2d V.-Pres, T. LEE TRIMBLE, 2d V.-Pres. OLIN BROOKS, 2d v. -Pres, 
FIREMEN’S INSURANCE COMPANY OF NEWARK, NEW JERSEY . 2010s ro 
CAPITAL POLICYHOLDERS 
$18,795,380.00 ORGANIZED 1855 $32,306,202.99 





NEAL BASSET , Chairman of Board 
HENRY M. GRATZ, President 























JOHN R. COONEY, Vice-Pres. ARCHIBALD KEMP, Vice Pres. HERBERT A. CLARK, Vice Pres. H. R. M. SMITH, Vi_e Pres. 
W. E. WOLLAEGER, Vice Pres. HERMAN AMBOS, Vice Pres. E.G. POTTER, 2d V.-Pres. W. W. POTTER, 2d V. Pres. 
WALTER J. SCHMIDT, 2d V.-Pres, T. LEE TRIMBLE, 2d V.-Pres, OLIN BROOKS, 2dV.-Pres. 

THE GIRARD FIRE AND MARINE INSURANCE COMPANY 
$ 1,000,000.00 ORGANIZED 1853 $ 2,034,545.17 
NEAL BASSETT, President 
JOHN R. COONEY, Vice Pres. ARCHIBALD KEMP, Vice-Pres, “RBERT A. CLARK, Vice Pres. H. R. M. SMITH, Vice Pres. 
W. E. WOLLAEGER, Vice Pres HERMAN AMBOS, Vice-Pres. E.G. POTTER, 2d V.-Pres. W. W. POTTER, 2d V. Pres. 
WALTER J. SCHMIDT, 2d V.-Pres, T. LEE TRIMBLE, 2d V.-Pres. OLIN BROOKS, 2d V.-Pres. 

THE MECHANICS INSURANCE COMPANY OF PHILADELPHIA 
$ 600,000.00 ORGANIZED 1854 $ 1,226,248.02 

NEAL BASSETT, President 
JOHN R. COONEY, Vice-Pres. ARCHIBALD KEMP, Vice-Pres. “RBERT A. CLARK, Vice-Pree, H. R. M. SMITH, Vice-Pres. 
W.E. WOLLAEGER, Vice-Pres. HERMAN AMBOS, Vice Pres. E. G. POTTER, 2d V.- - POTTER, 2d V. Pres. 
WALTER J. SCHMIDT, 2d V.-Pres. T. LEE TRIMBLE, 2d V.-Pres. OLIN BROOKS, 2d V.-Pres. 
NATIONAL-BEN FRANKLIN FIRE INSURANCE CO. OF PITTSBURGH, PA. 
$ 1,000,000.00 ORGANIZED 1866 $ 1,563,520.84 
NEAL BASSETT, President 
JOHN R. COONEY, Vice Pres. ARCHIBALD KEMP, Vice-Pres. JTRBERT A. CLARK, Vice-Pres, H. R. M. SMITH, Vice-Pres. 
w. wo — Vice-Pres. HERMAN AMBOS, Vice-Pres. E.G. POTTER, 2d V.-Pres. W. W. POTTER, 2d V. Pres. 
FWALTER J. SCHMIDT. 24 V.-Pres, T. LEE TRIMBLE, 2d V.-Pres, OLIN BROOKS, 2d V.-Pres. 
SUPERIOR FIRE INSURANCE COMPANY 
$ 1,000,000.00 ORGANIZED 1871 $ 1,603,338.23 
NEAL BASSETT, Chairman of Board 
W.E. WOLLAEGER, President JOHN R. COONEY, Vice Pres. ARCHIBALD KEMP, Vice Pres, HERBERT A. CLARK, Vice Pres. 
M. SMITH, Vice Pres. HERMAN AMBOS, Vice Pres. E.G. POTTER, 2d V.-Pres. W. W. POTTER, 2d V. Pres. 
R WALTER J. SCHMIDT, 2d V.-Pres. T. LEE TRIMBLE, 2d V.-Pres, OLIN BROOKS, 2d V.-Pres. 
THE CONCORDIA FIRE INSURANCE COMPANY OF MILWAUKEE 
$ 1,000,000.00 ORGANIZED 1870 $ 1,751,660.54 
CHARLES L. JACKMAN, President NEAL BASSETT, Vice President 
JOHN R. COONEY, Vice Pres. ARCHIBALD KEMP, Vice Pres. HERBERT A. CLARK, Vice Pres. H. R. M. SMITH, Vice Pres, 
W. E. WOLLAEGER, Vice-Pres HERMAN AMBOS, Vice Pres. E.G. POTTER, 2d V.-Pres, W. W. POTTER, 2d V. Pres. 
‘WALTER J. SCHMIDT, 2d V.-Pres. T. LEE TRIMBLE, 2d V.-Pres. OLIN BROOKS, 2d V:-Pres. 
THE CAPITAL FIRE INSURANCE COMPANY 
$ 300,000.00 ORGANIZED 1886 $ 511,958.09 
CHARLES L. JACKMAN, President NEAL BASSETT, Vice-President 
UNDERWRITERS FIRE INSURANCE CO. OF CONCORD, N. H. 
$ 100,000.00 ORGANIZED 1905 $ 137,264.60 
NEAL BASSETT, President 
JOHN R. COONEY, Vice-Pres. ARCHIBALD KEMP, Vice-Pres. J>RBERT A. CLARK, Vice Pres, H. R. M. SMITH, Vice Pres, 
W.E. WOLLAEGER, Vice-Pres. HERMAN AMBOS, Vice Pres. E.G. POTTER, 2d V W. W. POTTER, 2d V. Pres. 
TER J. SCHMIDT, 2‘ V.-Pres. T. LEE TRIMBLE, 2d V.-Pres. OLIN BROOKS, 2d V.-Pres. 
MILWAUKEE MECHANICS’ INSURANCE COMPANY 
$ 2,000,000.00 ORGANIZED 1852 $ 4,967,756.04 





NEAL BASSETT, Chairman of Board 
J. SCOFIELD ROWE, Vice Chairman 
H. S. LANDERS, President J. C. HEYER, Vice President WINANT VAN WINKLE, Vice President JOHN R. COONEY, Vice Prerid-nt 
POTTER, 2d Vice Pres. E. R. HUNT, 3rd Vice Pree’t S. K. McCLURE, 3d Vice Pres, T. A. SMITH, Jr., 39rd Vice Pres, F. J. ROAN, 3rd Vice Pres. 


THE METROPOLITAN CASUALTY INSURANCE COMPANY OF NEW YORK 











$ 1,000,000.00 ORGANIZED 1874 $ 2,009,866.67 
NEAL BASSETT, Chairman of Board 
LE, Vice Presid J. C. HEYER, Vice Presid JOHN R. COONEY, Vice-Presid 
Be ERS, eee A ad vin Pre “FRANK J. ROAN, 3rd Vice Pres. E.R HUNT. Sed VieePres. - 5 K. MeCLORESII Vie Pron 
COMMERCIAL CASUALTY INSURANCE “COMPANY 
$ 1,000,000.00 ORGANIZED 1908 $ 1,814,648.30 
WESTERN DEPARTMENT PACIFIC DEPARTMENT 
844 Rush Street, Chicago, Illinois 220 Bush Street, 
HERBERT A. CLARK, Vice President San Francisco, California 
H. R. M. SMITH, Vice President EASTERN DEPARTMENT w. — > jE ang _ ce —— 
. es. ice 
es 10 Park Place FRED W. SULLIVAN, Secretary 
NEWARK, NEW JERSEY a 
CANADIAN DEPARTMENT , “sia tenes a, ben toe 
461-467 Bay St., Toronto, Canada ——— ‘ ct "BOYNTON, Rex Vice President 
MASSIE & RENWICK, Ltd.. Managers Le 4H ‘es. Vice 
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C.F. U. A. re 
On Pulpwood Fire 


R ECOMMENDATIONS ARE CITED 


Segregation of Pulpwoed Storage Into 
a Number of Small Piles Would 


Avoid Disastrous Fire 


The Canadian Fire Underwriters’ As- 
sociation, through its sprinklered risk 
department at Montreal, has issued a re- 
port on the pulpwood pile fire at Port 
\lfred, Quebec, which lasted for twelve 
days and may cause an insurance loss 
of more than $2,000,000. This was the 
largest pulpwood fire which has ever oc- 
curred. The Eastern Underwriter re- 
cently published an article on this fire 
so that only pertinent extracts from the 
Cc i Fe report will be used. 

In this single pile of wood there were 
221,301 cords of spruce logs, cut into 
four foot lengths and cleaned of bark. 
This plant at Port Alfred of the Canada 
Power & Paper Corporation was not in 
use on April 29 when the fire started 
but was being prepared for resumption 
of operations on May 2. The fire was 
extinguished on May 11. During the fire 
more than 1,000 men helped to put out 
the flames. After the fire had been go- 
ing five days a daily average of 45,000,000 
gallons of water poured on the fire 
was reached and this was maintained 
for six days. The total insurance on 
the mill and pulpwood pile combined 
was $9,500,000 and the insurance loss is 
estimated about 27% of this total. Ap- 
proximately 35,000 cords of the pulpwood 
were saved. 

Among the conclusions and recommen- 
di itions of the Canadian Fire Underwrit- 
ers’ Ass’n report are the following: 

Conclusions 

While pulpwood piles up to 100,000 
cords and over are not unusual with Ca- 
nadian mills, the pile at Port Alfred was 
of abnormal size, but with permanent 
protection above that for the average 
mill. This protection was barely suffi- 
cient to retard the fire and could not 
control it. When abnormal emergency 
water supplies were made available at 
great expense, and primarily to save the 
mill, the fire in the pulpwood was extin- 
guished. Such emergency water supplies 
cannot be expected for the average mill, 
and any attempted comparison for fire- 
fighting between the large pile at Port 
Alfred and the ordinary pile of pulpwood 
is therefore futile. 

The real lesson from the Port Alfred 
fire is the need for segregation of pulp- 
wood storage into a number of small 
piles of moderate height and with ample 
clearance between the piles, and each 
pile surrounded by monitor nozzles and 
hydrants on large mains with an ample 
water supply of heavy pressure. As 
auxiliary, and to provide flexibility with 
large streams, there should be deluge 
sets and a number of 6-inch valved con- 
nections left in the underground to per- 
mit ready connection of large lines. 

There should not be the concentration 
of large values in one pile as now pre- 
vails at a number of mills. This is not 
a new proposition as it has been taken 
up with the mill men a number of times, 
but the need for the well protected small 
pile has been amply proven in recent 
fires. 

Other Recommendations 

Wetting Down Wood Pile: The top 
surface of wood piles should be kept wet 
down from early spring until late fall 
This to apply even during the period 
when light frost prevails nights. 

One or more emergency water supplies 
of large volume, such as mill supply, 
should be provided at a point easily ac- 
cessible to the wood pile. This supply 
should be provided with valved outlets to 
which emergency pump suctions could 
be connected and to which 6 inch or 8 
inch connections can be made to extend 
up wood pile to flow on seat of fire at 
low pressure. 

Emergency High Pressure Pumps: For 
wood piles of 20,000 to 25,000 cords, there 
should be available pumping capacity 


sufficient to maintain not less than 175 


lbs. nozzle pressure on two monitor noz- 
zles 2% inch diameter at tip. These 
pumps should take. suction from an 
emergency supply. 

Note: Where there are a number of 
mills located in a restricted area, it may 
be feasible to install this equipment on 
a special railway car, so that same can 
be quickly moved to the point of emer- 
gency, each mill contributing to cost of 
the equipment. 

This will require a pumping capacity of 
5,000 G.P.M. and should be in two units. 

Conveyor Systems: It is an established 
fact that conveyor systems or stackers 
carry a considerable quantity of wood 
fluff, etc., into the wood pile and this 
matter is concentrated along the center 
line of the pile, extending practically 
from ground to peak of pile. The fire at 
Port Alfred advanced more rapidly in 
the center than at the sides. 

It is a possibility that this readily ig- 


nitable material can be considerably re- 
duced if the receiving end of conveyor 
trough is slatted, that is, it may be pos- 
sible to construct the bottom of conveyor 
trough (at the point where wood is re- 
ceived) of flat iron bars on edge with 
spreaders between. 

Fire or Partition Walls: Where yard 
space will not permit multiplicity of piles 
large piles should be divided by one or 
more fire walls, and the sizes of mains, 
the number of monitor nozzles and hy- 
drants, 6-inch valved outlets and deluge 
sets increased accordingly. In case of 
fire in one section of pile, men with hose 
streams on top of the other sections 
should take care of the spark hazard 
judging by the recent experience at Port 
Alfred. 

Pending the erection of such fire walls, 
a measure of protection could be secured 
by partitions of ranked or close-piled 
wood at regular intervals across the pile 


and extending above the full height of 
pile. 

Hose Adapters: In practically every 
case where hose was brought in from 
other plants or cities, adapters had to 
be made before the hose could be used. 
It is therefore recommended that each 
plant make up a sufficient number of 
adapters, fitting the hose used at any 
point which might be called on for as- 
sistance in case of emergency. 

Watchman Service: Adequate day 
and night watchmen should be provided 
for wood piles. This day and night 
watch service should apply even when 
the plant is in operation if the quantity 
of wood in yard cannot be clearly seen 
by the employes working on or around 
the pile. Where overhead conveyors are 
employed for stacking wood the watch- 
man should preferably patrol the bridge, 
registering at a station at each end eyv- 
ery 30 minutes. 





STRENGTH 


Fireman’s Fund 





Home Fire & Marine . . 
Occidental Insurance . . 
Fireman’s Fund Indemnity 


Occidental Indemnity . . 


PERMANENCE 


Financial Statement 
Based on Market Values May 1, 1932 


Assets 


4,725,271 


2,982,590 


4,372,595 


1,982,157 


Stocks and Bonds owned by Fireman’s Fund Group based on market 


values May 1st, 1932, exclusive of ownership in affiliated companies. 


Bonds 83% Stocks 17% 


Fire + Automobile - Marine + Casualty + Fidelity - Surety 


IREMAN’S FUND GROU 


Fireman's “Jund. Insurance Company 
ome Uire Marine Insurance Company 
Occidental Insurance Company 
treman's “Fund Indemnity Company 
Occidental Indemnity Company 7 
NewYork - Chicago - SAN FRANCISCO . Boston : Atlanta 


Liabilities 


$28,504,982 $16,496,305 $12,008,677 


2,904,852 


1,886,585 


1,006,882 


- STABILITY 


Surplus to 
Policyholders 


1,820,419 
959,416 2,023,174 
2,486,010 


975,275 
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Fire Loss Ratio in Chile Shows 


Decline in Five Year Period 


In 1925 the Republic of Chile adopted 
a law by which the government regulat- 
ed the insurance business. It had orig- 
inally been the intention of making in- 
surance a government monopoly, but this 
was dropped and in its place a law was 
adopted by which insurance was con- 
trolled and regulated via reinsurance by 
a government institution, the Caja 
Reaseguradora, and a superintendent of 
insurance. All companies doing business 
in Chile had to reinsure a fixed percent- 
age of their business with this Caja. Also 
the entire insurance business was sub- 
ject to a strict centralized control by the 
government, including the adjustment of 
fire losses by appointed adjusters under 
government control. 

This method has been, so it is claimed, 
instrumental in reducing fire waste and 
incendiary fire, which formerly formed a 
large percentage of the fires in the re- 
public. A recent table published in Se- 





PROXIMATE CAUSE OF FIRE 
Massachusetts Dep’t Holds Insurer Not 
Liable for Damage Done by Water 
From Main Broken by Pressure 

The Massachusetts Insurance Depart- 
ment has informed an inquirer that a 
fire insurance company is not liable 
under the standard fire policy for a loss 
to property of the insured caused by 
water issuing from a water main that is 
broken by the pressure put upon it by 
fire engines drafting water therefrom to 
extinguish a fire in a building of another 
person at some distance from the in- 
sured’s property. Counsel for the De- 
partment holds that the law is well es- 
tablished that the loss or damage must 
result from fire as a proximate cause. 

In support of his decision Counscl 
Harold J. Taylor cited the case of Fos- 
ter v. Fidelity Fire in which the plain- 
tiff sought to recover for damage to his 
building caused by a fire engine leaving 
the street while en route to a fire else- 
where and colliding with the assured’s 
building. The court held that he could 
not recover under his fire policy since 
the fire was not the proximate cause of 
his damage. 

A fire is the proximate cause of a loss 
when the loss has resulted from the op- 
eration of a force set in motion by the 
fire without the intervention of any new 
and independent force. In one case 
cited by Mr. Taylor a fire caused a short 
circuit of an electric current used to op- 
erate certain machinery. This caused 
damage to machinery elsewhere and it 
was held the assured was entitled to re- 
cover. Also in a case where flames es- 
caped through a crack in a stove and 
heated a sprinkler so that it discharged 
water and caused water damage. How- 
ever, these close connections between 
the fires and the damages caused were 
decided not to pertain to the case of the 
damage to the water main. 


WOODCOCK WITH NAT’L UNION 

C. C. Woodcock has become associated 
with the National Union Fire as state 
agent for Tennessee with headquarters in 
the Stahlman Building, Nashville. The 
appointment of Mr. Woodcock necessi- 
tates the rearrangement of the Tennes- 
see field in discontinuing offices previ- 
ously maintained at Chattanooga and 
Memphis, centering all activities at 
Nashville. Mr. Woodcock is an experi- 
enced fieldman, a native of Tennessee, 
obtaining his early insurance experience 
with the Tennessee Inspection Bureau 
for eight years, subsequently serving the 
Home as special agent for four years, 
state agent of the Pennsylvania for six 
years, and for the past six years devoted 
his energies to life insurance. 





AMERICAN DIVIDEND 
The directors of the American of New- 
ark have declared a quarterly dividend 
of 12% cents a share, payable July 9 to 
stockholders of record June 27, 





guros e Impuestos, the official publica- 
tion of the Caja, gives the following fig- 


ures: 


Pesos. 


Year Premiums Paid 
1926 52,150,139 
1927 51,914,453 
1928 55,534,599 
1929 56,705,152 
1930 59,739,846 
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Losses 
26,499,418 
24,843,450 
13,166,585 
17,136,531 
22,815,307 


MARINE 


business — starting at the beginning and going somewhere. 


Every agent of the Hartford already has the three greatest 


Loss 
Ratio 


51% 
48% 
24% 
30% 
38% 


MERCHANDISE IN TRANSIT 


(By Land, Water or Air 


GETTING BACK BIG LINES 

Indicating a definite trend on the part 
of large fire policyholders away from 
mutuals, reciprocals and other non-stock 
insurers the Kaufman Straus Co. depart- 
ment store $500,000 line at Louisville, Ky., 
has come back to local agents after seven 
years in reciprocals. It is also reported 
that City Stores Co. will place its insur- 
ance in several cities through agents. 





GET $20,000,000 LINE 
C. D. Harris, of Gaunt & Harris, large 
local agency of Louisville, Ky., has an- 
nounced that the R. J. Reynolds Tobacco 
Co., has placed its general coverage con- 
tract of approximately $20,000,000 of in- 


MOTORCYCLE 


This year everybody is getting down to the A.B.C.’s of 


A.B.C.’s of insurance — 

































































Hartford Agents will experience the value of Hartford 


A. Adequate Ability to meet every obligation 
fairly and on time — the Hartford has never 
assumed an obligation beyond its ability to pay. 


B. Bigger Business through the Comprehensive 
Coverage of Hartford policies, which make possible 
and profitable the sale of Individualized Insurance. 


Cc. Company Cooperation with the Agent on 
individual problems of promotion and sales 


strategy. 


support more than ever this year. 


So it’s a better year than ever to be a Hartford Agent. 


HARTFORD FIRE 


INSURANCE COMPANY 


KH AR T FOR D 
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BRIDGE AVIATIDN AUTOMOBILE | ART EXHIBITORS 
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surance with the agency. The line has 
previously been placed in the East and 
the Louisville agency secured it in com- 
petition with some of the largest agen 
cies and brokers of the country. Com 
panies in the Gaunt & Harris office in 
clude the following groups: Hartford, 
Travelers, Royal, Sun, Aetna, Home, 
Yorkshire and Scottish Union. 





DEFER PROV.-WASH. DIVIDEND 
The directors of the Providence-Wash- 
ington recently voted to defer action on 
the dividend due at this time. In the 
March quarter 45 cents a share was paid 
The company says that its position is 
sound and dividends can be paid 
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TALES of the ROAD 


By E. H. HORNBOSTEL, 
New York State Agent, Firemen’s of N. J. 











Sentiment and business sometimes do 
not mix. A beautiful emotion, in this 
case a beautiful devotion to one depart- 
ed, transmits its sentimentality to an old 
building, through which it becomes very 
interesting to many, but to accept a line 
of insurance on this building is quite 
another thing. Factually, it is just an 
old hotel building in poor repair that 
has outlived its usefulness and is a target 
risk. Sentimentally, it interests me 
greatly, having seen it innumerable times 
going and coming along the Southern 
Tier, on the Erie. 

Hancock is a village of about 1,500 
population on the Delaware River, in 
Delaware County, about half way be- 
tween Port Jervis and Binghamton, and 
was at one time an important trading 
center with tremendous lumber and tan- 
ning interests. It is interesting to know 
that, like the salmon in the Columbia 
River on the Pacific Coast, the ocean 
shad run up to the headwaters of the 
Delaware to spawn, and that at one time 
the fish industry was important there, 
over one hundred miles inland from the 
Atlantic. 

Recently there died at Binghamton, 
N. Y., Fannie Read, the belle of the 
village of Hancock in Civil War days 
who, thwarted by her father in marrying 
a young volunteer, lived as a recluse in 
this old house, partially demented, wait- 
ing for her lover to come back, and 
keeping nightly vigil with a lamp for her 
lover to see, should he come back. I 
have the story as clipped from the 
Erie Railway’s house organ, sent to me 
by my friend Mallory, station agent at 
Deposit who, looking for a missionary 
who was to arrive on a certain train 
consigned to his care, spotted me and 
thought I looked more like one than the 
other passengers getting out, which led 
to a lasting friendship. 

This risk was offered to me by several 
agents in the neighborhood, and I had 
to wire cancellation, for while endowed 
with a beautiful story, as an insurance 
risk it was undesirable. I surprised an 
agent at Walton, N. Y., very much by 
giving him the history of this building 
and the beautiful story connected with 
it when writing him, with following con- 
clusions: 

(1) The story of poor Fannie Read is 
beautiful, and her vigil touching; but 
(2) from an insurance point of view it 
is an old building that has outlived its 
usefulness, inhabited by a demented 
woman, possibly not overcareful with an 
old kerosene lamp. Please mark same 
K. O. on your records. (3) This may 
be hard-boiled, but shows the cleavage 
between sentiment and business as ap- 
plied to the insurance business. 

Here follows the story: 

Fannie Read’s Vigil Ends 

Romance staged in the famous Frie 
landmark at Hancock, N. Y., is recalled 


by the death in the State Hospital at 
Binghamton on January 18 of Fannie 
Read, the belle of the village in Civil 
War days. She was 89 years old. For 
70 years “Miss Fannie” kept a lonely 
vigil in a room in the landmark, the old 
American Hotel, built by her father, for 
her soldier sweetheart who never re- 
turned, but two years ago the infirmi- 
ties of age overcame her, and she con- 
sented to removal to an institution where 
she could have constant medical care. 

Passengers on the Erie know well the 
classic-looking ancient building which 
faces the main line tracks at Hancock, 
its huge front pillars still bearing quaint- 
ly aloft the faded letters “American Ho- 
tel.” And those who have passed through 
Hancock at night will remember the far- 
flung gleam of its lamp-lit windows, 
spearing through the blackness like the 
heacon of a lighthouse at sea. 

With Miss Read’s death one of the 
most romantic love stories in American 
life passed into history. A woman’s lone- 
ly vigil, after 70 faithful years, has 
ended. 

The old tavern’s unique facade dates 
back to 1825. The building was rebuilt 
in 1856 and again in 1888. Before the 
Civil War the structure was a famous 
caravanserai for travelers. Darwin Read, 
who lived in the house until his death 
twelve years ago, viewed from its front 
porch the passing of the first regular 
New York and Erie train on December 
27, 1848. His father, Landlord Riley 
Read, lifted him up over the heads of 
the crowd of bewildered settlers assem- 
bled to view the biggest event in the 
history of the Delaware valley. 

Landlord Riley Read’s father, Stephen 
Read, built the first cabin in Hancock 
village in 1797. Stephen was a veteran 
of the War of 1812. Landlord Riley 
Read built the ambitious tavern, naming 
it boldly “The Chehocton Plank Road 
and Railroad House,” a title which was 
later abbreviated to “American Hotel.” 

Hotel Now a Gloomy Old Ruin 

It was almost exactly 72 years ago that 
the old tavern became the scene of a 
strangely tragic love story which resulted 
in a vigil protracted until two years ago. 
Miss Fannie’s devotion to a long van- 
ished lover has been an epic of the Cats- 
kill foothills for more than half a cen- 
tury. Her constancy was a legend. The 
lamp that she lit every night in the lower 
windows shone up to two years ago, and 
the hotel is tenantless, a gloomy old ruin. 

In 1860 Fannie Read was the laughing, 
bright-eyed 18-year-old belle of Han- 
cock, flourishing town founded by her 
Scotch-Irish ancestors. Along came dash- 
ing Lieut. John Bellows, an army officer 
who took up quarters temporarily in the 


hotel. Fannie and John fell ardently in 
love, but her father frowned on the 
match, 


3ellows was too old, said Papa Read. 
Fannie was too young. The father or- 


dered his daughter to have no more to 
do with the soldier. But the young folks 
contrived secret meetings, which event- 
ually came to the landlord’s ears. Forth- 
with, in a white-hot rage, he had it out 
with Bellows, commanding him to leave 
the hotel and the town. 

Unlike the heroes of fiction, Bellows 
took the irate father’s orders. He cleared 
out, never to return. 

The heart-broken girl, crushed by her 
father’s ferocity, locked herself in her 
room for several days and eventually 
vowed that she would never leave the 
house until her lover was restored. Al- 
ways she believed that he would some 
day come for her, and by night she kept 
her windows alight, to guide him on his 
way. 

But he never came. The hotel, under 
the pall of her melancholy, failed. Her 
father, old and bowed with grief, moved 
away. Fannie grew old, but remained 
devotedly in the building where she had 
last embraced her lover, anxiously hop- 
ing he might return. At night she used 
to draw the faded window curtains aside 
many times to watch the Erie trains pass 
by, just across the narrow street. She 
would watch for Number 5 to pass at 12 
o'clock, to fix the hour of midnight, be- 
fore which time she never retired. 

Her nephew, Judge Howard M. Read, 
respected her wishes and those of her 
father, caring for her through her last 
years. 

“x & 
Pomposity on Parade 

To illustrate the pomposity of Imperial 
German officialdom, or any officialdom 
that is pompous, my father told me that 
when he revisited Germany in 1913 and 
1914 he looked up his old school friends 
in the vicinity of the ancient village of 
Hornbostel, and met one who happened 
to be employed as a small place func- 
tionary of the Imperial and Royal Ger- 
man Government. My father was glad 
to see his old schoolmate, and addressed 
him American fashion: “Hello, old fel- 
low,” or its equivalent in German. “Old 
schoolmate” rose to his full height and 
dignity and said: “I am not ‘old fellow’ 
but I am Imperial and Royal Commis- 
sioner, etc., etc., so please address me 
properly.” 

One wonders what he would have done 





Wuo WANTs A PRIVATE OFFICE— 
RENT FREE? 


There’s a general i man in 
New York City who is progressive and forward 
looking enough to appreciate the advantage of a 
quiet private office and all the conveniences of a 
life insurance agency located in a mid-town sky- 
scraper building. 

Here’s your chance to save on overhead! 

If you are unattached at present and have some 
life insurance business which could be cleared 
through our agency we would like to “talk turkey” 
with you. Please address: 





Bex 1199 
The Eastern Underwriter, 94 Fulton St., N. Y. 





if my father had entered his office un- 
announced and sung a few stanzas of 
“But yes, we have no bananas!” which 
episode was so neatly illustrated by the 
artist Gluyas Williams in the Herald- 
Tribune, picturing the officials going 
around in a circle and muttering, “Um 
Gottes Wiilen!” and “Er sagt, aber ya, 
er hat keine Bananen,” the insidious 
frolicking nonsense of which would be 
enough to give any literal and analytical- 
ly minded German official a fit, or worse. 


* * * 
Germans Overserious 


The reason very few Germans are 
good orators is because they take them- 
selves too seriously. It would be anathe- 
ma to introduce a so-serious matter with 
a jest as was the practice of Abraham 
Lincoln. 





222ND YEAR 


SUN 
INSURANCE OFFICE, LIMITED 


FOUNDED 1710 
United States Branch 
55 Fifth Ave. New York 
Western Department 
Wrigley Bldg., 410 N. Michigan Ave. 
Chicago 


Pacific Department 
N. W. Cor. Sansome and Sacramento Sts. 
San Francisco, Cal. 











ROYAL EXCHANGE ASSURANCE (1720) 
FIRE and MARINE LINES 


THE STATE ASSURANCE CO., LTD. 
PROVIDENT FIRE INSURANCE CO. 


FIRE LINES 


CAR & GENERAL INS. CORP., LTD. 
CASUALTY LINES 
95 Maiden Lane, New York 








Oo. J. PRIOR. PRESIDENT 





INCORPORATED 1868 


The Standard Fire Insurance Co. 
oF NEW JERSEY 


TRENTON, N. J. 


R. J. CAREY, SECRETARY 











GUARDIAN 


LIFE 





Established 1860 Under the Laws of the State of New York 





17-23 John Street, New York 
COrtland 7-8300 





MANAGERS 


INSURANCE CO. 


OF 
AMERICA 





Home Office, 50 Union Square, New York City 





Uptown 





122 East 42nd St.—LExington 2-6715 
245 Fifth Ave.—AShland 4-1772 
578 Madison Ave.—WIckersham 2-2627 
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A_ Hooper - Holmes 
inspection is the 
Ounce of Prevention 


for your business. 








A SILHOUETTE 


is not enough— 


The purpose of an Inspection Re- 
port for insurance, credit or com- 
mercial purposes is to supply a clear- 
ly defined “word picture" of the 
subject. 

To do this The Hooper-Holmes 
Bureau maintains a staff of trained 
inspectors covering the entire coun- 
try who are able, through an inter- 
weaving system of operation, to 
produce speedy, reliable and up-to- 
the-minute reports. 

They obtain information from reli- 
able informants; business and pro- 
fessional people etc., who have a 
definite knowledge of the person in 
question. By these methods the fin- 








ished report offers an individualized 
picture of the person's character- 
istics and activities supplying the 
necessary information on which ac- 
tion may be taken. 

There is no silhouette about a 
Hooper-Holmes Report. It gives 
you the complete picture. 


The nationwide facilities of The 
Hooper-Holmes Bureau are devoted 
to the compiling of Moral Hazard 
Inspection Reports for insurance 
underwriting, credit, commercial and 
employment purposes and Claim Re- 
ports. Address inquiries to 
102 Maiden Lane, New 
York. 





THE HOOPER-HOLMES BUREAU, Inc. “®a.53@ 
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E. Leon Lewis Wins Championship 
Of N. Y. Fire & Marine Golf Meet 


Turns in Gross of 79 at Annual Tournament at Suburban Golf 
Club; H. E. Norton, T. F. Handy, Paul Rutherford, A. B. 
Crehore and R. J. Howard Winners in Other Events 


By W. L. Hadley 


The spring tournament of the New 
York Fire & Marine Insurance Golf As- 


sociation was held last week at the Sub- 


urban Golf Club, Elizabeth, N. J., with 
sixty-five members and guests taking 
part in the day's play. It was an ideal 


day. The weather man acted particu- 


larly fine. There was bright sun from 


carly morning until the shades of eve- 


ning took the participants into the club 
house for the annual dinner. 
this 


that the name of 


have to 


It would seem 


\ssociation might submit to a 


change some time in the future in order 
that it will 
insurance personalities who participate in 
While at its inception 


embrace the wide range of 


its tournaments, 
there were only fire and marine folk on 


the roster of its membership, this has 


been changed and now there are a large 


number of casualty men, and now and 


then some life insurance men, at its an- 


nual meet. Too, there are adjusters and 


some men from financial circles who 


have dealings with insurance folk. 
E. L. Lewis Wins Championship Cup 


There was spirited competition for the 
several trophies offered by the Associa- 


tion \ new name will be found on the 


Championship Cup just as soon as the 


engraver can accomplish the chiseling, 
due to E, 


the Association, turning in a 


Leon Lewis, vice-president of 
fine gross 
79 in that competition. His achievement 
brought particular delight to all in at- 
tendance. He has participated in every 


tournament ot the Association since its 
beyinning and is in high popularity with 
its membership. 


The Guest Cup, symbolic of the spirit 


E. L. 


Lewis 


H. E. 


Norton 


“Eddie” 
Gallagher 


of the Association, was won by H. E. 
“Dutch” Norton. This also brought gen- 
eral satisfaction as “Dutch” has been a 
guest participant in every tournament of 
the Association. 


Hi “Bert”! 


H. KE. MAXSON 


In the Senior Championship Cup com- 
petition the play resulted in a tie be- 


tween E. Stanley Jarvis 
4, 


’ 
at 
7 


“Bill” 
Glenney 


A. B 


Crehore 





and T. F. 


Howard 


; & 
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” 
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Rk. J. NEWHOUSE 
Handy. In the toss-off the latter took 
possession of the trophy for the year. 
Rutherford Wins President’s Cup 
Play for the President’s Cup resulted 
in Paul Rutherford, manager of the New 
York City office of the Hartford Acci- 
dent & 
winner. 


Indemnity, being returned the 


There was also a tie in the competi- 
tion for the Team Championship Trophy 
between the teams from the office of 
Crehore & Richardson and the 
The first named team, compris- 
ing Austin B. Crehore and R. J. 
ard, in the toss-off of the tie won a sec- 


Trav- 
elers. 
How- 


ond leg on this trophy, over the Trav- 
elers team of W. T. Glenney and Fred 
W. Kentner. 

The largest delegation from any one 
company or office at the tournament 
came from the Home of New York. No 
less than twelve representatives and their 





R. J. 


Dr. P. M. 


Stewart 


of Governors 





S. A. MEHORTER 


guests from that company were on hand. 

Then there was the ever and continu- 
ing popular retired vice-president of the 
Home of New York, C. A. Ludlum. 

The Company of North 
America was represented by a trio com- 
Fuller, B. O. Little and 
LD. G. Cameron. 

There was also a quartette from the 
Liverpool & London & Globe, including 
W. L. Falk, J. N. Thompson, W. C. 
Howe and A. J. Owen. 

Maxson and Barton Present 

nH. E. 
dent of the America Fore group, was a 
Jar- 
srit- 


Insurance 


prising B. S. 


Maxson, the genial vice-presi- 


member of the party, as was W. F. 
ton, general adjuster of the North 
ish & Mercantile. 

John S. Turn, resident vice-president, 
casualty department of the Aetna Life; 
Wilfred Garretson, Fire Companies’ Ad- 
justment Bureau; R. C. Rice, of J. K. 
Rice & Co., investment brokers; T. F. 


. 


E. S. 


Jarvis 


F. A. 
McCarthy 
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With Chappeau 


HOWARD FREEMAN 
Artist Creator of Cartoon Strip “In The Rough” 


Appleby, agent of Asbury Park, N. J.; 
J. Campbell Haywood, retired adjuster, 
and Charles Hansel were on hand. 

Chris “Red” Cagle and “Bud” M. E. 
Sprague, of Army football fame, were 
among the celebrities enjoying the day’s 
sport. The former was made a life mem- 
ber of the Association. He was a guest 
of “Bud” Sprague, who is connected with 
the Home of New York. 

Another celebrated personage taking 
part in the tournament was Howard 
Freeman, internationally known  car- 
toonist. He is responsible for the much 
In the Rough.” 
Members of the Association will be on 


enjoyed comic strip 


the lookout for some of Freeman’s 


Wilfred C. A. 


Garretson Ludlum 


Honnes 


handiwork depicting incidents of this 
tournament in early output from his 
artistic pen. 

Newhouse and Mehorter Governors 

At the dinner in the evening, during 
and while the trophies were being pre 
sented and the food consumed, Robt. J 
Newhouse and Samuel A. Mehorter 
were unimously elected to the Board of 
Governors of the New York Fire & Ma- 
rine Insurance Golf Association. 

As usual the officers and attaches of 
the Suburban Golf Club were’ splendi:i 
hosts to the Association. “Bill” Gourlay, 
the untiring professional and his assis- 
tant, “Andy” Gourlay, just spread them 
selves all over the course to be of as 
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Chris “Red” M. E. “Bud” 
Cagle Sprague 


sistance to the Association members and 
their guests and they made a good job 
of their efforts too. 

There was general regret expressed at 
the absence from the tournament of E. 
M. Wild, T. C. Moffatt, E. D. (Mayor) 
La Tourette and A. Duncan Reid. The 
members of the Association are root- 
ing hard and long for a quick return to 
a state of health which wiil permit 
“Eddie” Wild to be numbered among 
those present at future tournaments. His 
playing of the ancient and honorable 
game has been an inspiration to many 
participants in these annual events. 


Favorable Expressions of Those Present 
These golf parties are cordially appre- 
ciated by those who participate in them 


each year, also by those who attend for 
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D. G. Cameron H. C. Hauth 


the first time, as is evidenced by the 
following excerpts from letters received 
by the treasurer of the Association: 


Says R. C. Rice—“I enjoyed every min- 
ute of the day, and think it was one of 
the best tournaments we ever had.” 

From W. D. Barrett, manager of the 
production department of the New York 
office of the Hartford Accident & Indem- 
nity—“The tournament was a great suc- 
cess. It was a wonderful day, a wonder- 
ful course and everybody had a wonder- 
ful time. You and the other members 
of the committee are to be congratulated. 
I thank you kindly for sending me the 
invitation.” 

Arthur J. Owen, Liverpool & London 
& Globe, wrote—“If all the parties in 
the past have been like yesterday’s I am 
sorry I did not join before. If they are 
all going to be as good, count me as 
present for the future.” 


oe 
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N. B. & M. HONORS L. S. BRYANT 





Assistant General Agent of Western 
Dep’t Guest at Luncheon to 
Mark 25th Anniversary 
L. S. Bryant, assistant general agent 
of the Western department of the North 
sritish & Mercantile, on Tuesday was 
honored guest at a luncheon at the Drug 
& Chemical Club, given to him by about 
forty of his office associates in celebra- 
tion of his twenty-fifth anniversary with 
the North British group. Mr. Bryant 
was presented with a handsome wrist- 
watch by C. E. Case, vice-president and 
assistant manager, on behalf of his of- 

fice associates. 

Mr. Bryant started his insurance ca- 
reer with the Commonwealth on June 
28, 1907, as an office boy in the mail de- 
partment. On January 1, 1910, when the 
North British took over the Common- 
wealth, he was transferred to the West- 
ern department where he filled the va- 
rious positions of map clerk, assistant 
examiner and examiner until 1918, when 
he joined the Navy. On his discharge 
from the Navy, he was appointed special 
agent for Nebraska. In 1921 he was 
transferred to the New York office to 
take charge of the underwriting of Kan- 
sas and Nebraska, and later promoted 
to the position of supervisor for the 
Western department. In 1926 he was 
appointed superintendent of agencies for 
the Western department and remained 
in that position until March 1, 1928, when 
he was appointed assistant general agent. 


COLUMBIA, N. J.. STATEMENT 

The Columbia Insurance Co. of Jersey 
City in its statement as of March 31, 
1932, shows cash on hand of $113,131; 
U. S. Government bonds and other bonds 
of $2,008,248 ; stocks, $515,464; uncollected 
premiums, $190,147; accrued interest, $40,- 
491; unearned premium reserve, $933,170; 
unpaid taxes, expenses, etc., $38,500. The 
net amount of unpaid losses and claims 
totals $114,063, while the reserve for dif- 
ference between National Convention of 
Insurance Commissioners values and 
market values, as of March 31, 1932, 
$776,023. Other liabilities, $11,700; capi- 
tal stock, $1,000,000, while the surplus 
based on security values as of March 31, 
1932, $595,479. 


REVOKE S. LYNN LICENSE 

State Superintendent George S. Van 
Schaick has suspended the license of pub- 
lic adjuster Samuel Lynn of 105 Court 
Street, Brooklyn, N. Y., for three months 
for having solicited the adjustment of a 
fire loss between the proscribed hours of 
6 p. m. and 8 a. m. 








UNDERWRITING PROFITS 





Cobb & Stebbins, General Agents, Tell 
Agents Companies Can No Longer De- 
pend on Investment Returns Alone 
Cobb & Stebbins of Denver, Colo. 

prominent general agents, have some in- 

teresting things to say on the necessity 
of underwriting profits today in the June 
issue of their Monthly Service Bulletin. 

They believe that it is futile for insur- 

ance companies to try to depend entirely 

on investment gains to provide profits 
for stockholders. On this subject they 
say in part: 

“The thousands of local agents who 
have entered the insurance business in 
the past ten or fifteen years therefore 
have been educated during a period when 
unsound conditions prevailed, when un- 
derwriting principles were largely ig- 
nored, and when greed for business cre- 
ated many forms of vicious competition. 

“Tt is difficult for many local agents to 
understand why companies generally are 
now insisting upon more careful under- 
writing and refusing to write certain 
classes of business which have been free- 
ly written in the past. Fortunately, how- 
ever, the great majority of local agents 
who have many years of experience in 
the business to their credit realize that 
neither companies nor agents have any 
choice but to revise their methods of op- 
eration and avoid the unprofitable classes 
of business. 

“Almost without exception, the foreign 
companies operating in this country 
never lost sight of the necessity for un- 
derwriting profit, and although the 
American companies were expanding tre- 
mendously through the sale of stock, the 
piling up of investment income, the al- 
most unlimited carrying facilities and 
elastic underwriting policies, the foreign 
companies continued to operate very 
largely as in the past, to their seeming 
detriment. 

“The increasing popularity of British 
companies in this country today is the 
natural result. There has been practi- 
cally no change in the financial policy 
of the British companies and very little 
change in the underwriting policy.” 





DECISION ON CANCELLATION 





N. Y. Court Holds Company Must Re- 
ceive Notice; Instruction to Broker 
is Not Sufficient 

Cancellation of a fire policy is not 
effective, when such cancellation is 
sought by the insured, until the notice 
has actually been received by the com- 
pany on the risk it was decided by Jus- 
tice Rosenman of the New York Su- 
preme Court on Saturday. This holds 
true even though the notice is not re- 
ceived until after the time set for the 
cancellation to become effective. In the 
case before the court property of the 
Louisiana Public Utilities Co. was burned 
two hours after the hour set for cancella- 
tion in the notices sent by the assured 
through his broker and in turn through 
the agent of the company. 

Meanwhile new insurance had been ef- 
fected and the question before the court 
was whether the old or the new cover- 
age was liable. The Court held that the 
law is clear that a cancellation of insur- 
ance is not effective, irrespective of the 
intention of the insured, until notice 
thereof is actually received either by the 
insurer or his agent authorized to receive 
and accept such notice. The court found 
that the laws of New York, Louisiana 
and Pennsylvania, where the policies 
were delivered to the broker, were all 
in agreement on this point. 





J. F. GUINNESS WITH PEARL 

J. F. Guinness, formerly vice-president 
and head underwriter for the National 
Union Fire of Pittsburgh, has been 
named United States manager of the 
Pearl of England. He is located at 80 
John Street, New York. The Pearl is 
licensed in New York for direct fire writ- 
ing and is seeking admission to other 
states. 
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Substantial Amounts May Be 


Available to Pay for Vestris Loss 


By Oscar R. Houston, 
Of Bigham, Englar, Jones & Houston 


It has now been decided by the Fed- 
eral District Court, Judge Goddard, that 
the steamship Vestris was unseaworthy 
when she sailed on her last voyage, No- 
vember 10, 1928, and that the unsea- 
worthiness contributed to her sinking 
with the consequent loss of 112 lives. 
Judge Goddard based his opinion upon 
an analysis of the stability of the vessel, 
finding that she was a tender vessel and 
overloaded, which reduced her buoyancy 
and stability; that she was so tender 
that it was necessary to keep her bot- 
tom tanks filled at all times, and that 
the owners had failed to determine this 
fact or to advise the master of the ne- 
cessity of maintaining the ship’s stability 
in this manner. 


He also found that some of her 
hatches _were defective and that the 
overloading brought these defective 


openings nearer to the water line and 
contributed to the entry of water which 
ultimately resulted in her capsizing and 
sinking. He further found that’ the own- 
ers had not sustained the burden of 
proof that they had exercised due dili- 
gence in making her seaworthy in these 
respects and that they had failed to show 
lack of privity or knowledge of the con- 
ditions which contributed to her loss. 
Under his decision the owners are, there- 
fore, held liable for the full amount of 
the loss, the amount of which will be 
determined by a Commissioner to be ap- 
pointed by the court. 
$4,000,000 Damages Claimed 

The total damages claimed are more 
than $4,000,000. The exact amount which 
will ultimately be awarded cannot be 
precisely determined until the Commis- 
sioner has made his findings, but it has 
been estimated that the awards for loss 
of life will be about $1,000,000, the loss 
for cargo slightly over $1,000,000, and, in 
addition, there are some claims for per- 
sonal injuries and loss of baggage which 
it is difficult to appraise. The cargo 
was mostly insured in the New York 
market. American underwriters had the 
larger part of it but there is also a sub- 
stantial British and German interest. 

A very serious question arises whether 
these large claims can be collected if 
Judge Goddard’s opinion is ultimately 
sustained by the inevitable appeal. The 
Vestris was owned by the Liverpool, 
Brazil & River Plate Steam Navigation 
Co., Ltd., but was operated by Lamport 
& Holt, Ltd., which also owned all the 
stock of the Liverpool company. At the 
time of the disaster a fleet of twenty- 
two ships under the same ownership and 
management operated out of American 
ports, mostly to South America. The 
fleet included the Voltaire, Van Dyck 
and Vauban, passenger ships, constitut- 
ing the well-known Lamport & Holt 
Line, to the East Coast of South Amer- 
ica. Since the disaster the passenger 
service has been discontinued and all of 
the fleet, except three cargo ships, has 
been withdrawn from the American serv- 
ice. Some of the ships are now laid up 
in England, others are operating between 
Europe and South America and in the 
Mediterranean. 

A receiver of Lamport & Holt, Ltd., 
was appointed in England on August 
27, 1930, and he has been operating the 
fleet ever since pending some ultimate 
reorganization of the Kylsant group of 
steamship companies. His last available 
report values the fleet belonging to the 
Liverpool company as a going concern 








Vestris Case Status 

The claims for damage arising out 
of the sinking of the liner Vestris still 
continue to attract wide interest. Since 
the Federal Court decision here deny- 
ing the petition of the steamship own- 
ers for a limitation of liability there 
has been some talk that this decision 
was in effect of little value as there is 

1 shortage of funds available to pay 
ote 2 underwriters, relatives of those 
lost in the disaster and other creditors 
Oscar R. Houston, prominent New 
York marine insurance and admiralty 
lawyer and member of the firm of Big- 
ham, Englar, Jones & Flouston, does 
not share this view, but believes that if 
the claimants win all their legal battles 
and the business depression does not 
become much worse than at present 
then there will be a good-sized fund 
against which the claimants can drax 
His views on the current status of the 
Vestris case are presented in the ac- 
companying article. 











at £1,750,000, and shows a net worth of 
that company of £572,374. In making this 
estimate, no reserve has been deducted 
against the liability for the loss of the 
Vestris. His report shows a net worth 
of Lamport & Holt, Ltd., of £83,564, but 
this is really a duplication because the 
report includes as an asset the stock of 
the Liverpool company at a valuation of 
£572,374, as well as a large item loaned 
by Lamport & Holt, Ltd., to the Liver- 
pool company. 
Question of P. & I. Coverage 

It is understood that the line carried 
P. and I. insurance in England applicable 
to the Vestris to the extent of £300,000. 
The P. and I. Club has not yet indi- 
cated whether it will ultimately bear the 
loss as the Clubs did in the similar case 
of the Poleric, or whether it will deny 
liability on the theory that the loss was 
due to the personal fault of the ship- 
owners. 

When the petitioners instituted the 
limitation proceedings, they filed a sure- 
ty bond for $90,000. This, of course, will 
be available for the claimant without 
regard to the ultimate solvency of the 
steamship owners. 

It is plain that there will be a very 
substantial amount available to pay the 


Shipowner Liable 
For Damaged Baggage 


FEDERAL SUES GOVERNMENT 





Court Holds, However, That Limitation 
Of Liability by Agreement to 
$100 Is Valid 


On September 22, 1927, Mrs. Isaac 
Koch purchased at Paris a ticket for pas- 
sage on the George Washington sched- 
uled to leave Cherbourg on September 
29. At the same time she gave the own- 
ers (the United States) a “baggage or- 
der” for the collection of her trunks in 
Paris and for their delivery on board the 
steamer. When one of them was deliv- 
ered to her cabin, it was found to have 
been wet, and, in this action the damage 
resulting therefrom was stipulated at 
$1,100. Mrs. Koch had insured the bag- 
gage with the Federal. That company 
paid the amount of the damage and was 
consequently subrogated to the passen- 
ger’s claim against the United States. It 
libeled the United States as owner of the 
steamer to recover for damages to the 
baggage. The case was tried on a stip- 
ulation of facts. 

It did not definitely appear where the 
wetting took place, but it was inferrable 
that it occurred while the trunk was 
on the tender at Cherbourg or while it 
was being carried from the train to the 





tender. There was a delay of three hours 
before the tender cast off and within 
that time there was a hard rain which 


wet everything exposed to it. It was held 
also proper to infer that the wetting oc- 
curred through negligence because no 
reason was advanced why the trunk was 
not protected from the rain. There was 
no evidence as to who owned and oper- 
ated the tender, nor as to who unloaded 
the trunk from the train to the tender. 

The bageage order made no mention 
of the tender, but did fix the charges for 
the transportation from the hotel in Paris 
to the railroad and on the railroad to 
Cherbourg as being performed by outside 
parties, the first by an unnamed transfer 
company, and the second by a railroad 


company. The tender service was ap- 
ultimate claims. Whether the claims 
can be paid in full or not, it 1s im- 


This depends upon the 
taken by the P. and 
I. Club and upon the ultimate fate of 
the Kylsant companies, which, in turn, 
is dependent upon the general shipping 
conditions and, perhaps, upon the extent 
to which the British Government may 
choose to assist these lines. At the pres- 
ent time it is understood that the re- 
ceiver is making an operating profit, and 
he has recently increased the number 
of ships in commission. If these condi- 
tions continue, or if there is any im- 
provement in shipping, underwriters may 
expect a very substantial recovery of 
their losses on the Vestris. If shipping 
conditions become worse and general fi- 
nancial conditions fail to improve within 
the next two years, the extent of recov- 
ery may be problematical. 


possible to say. 
attitude uitimately 
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AUTOMOBILE INSURANCE 


United States Merchants & Shippers Insurance Co., New York 
Admitted Assets, $6,565,762.78 


Tokio Marine and Fire Insurance Co., Ltd., Tokio 
Admitted Assets, $13,257,460.31 


Indemnity Mutual Marine Assurance Co., Ltd., London 
Admitted Assets, $1,387,252.42 
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parently furnished under the contract 
for ocean passage. 

The court said there 
the evidence to indicate that while the 
trunk was on the tender or was being 
carried from the train to the tender, any 
one other than the respondent had pos- 
session of it or had the duty of protect- 
ing it from rain. The negligence in- 
volved in the wetting was therefore held 
attributable to the respondent alone. 

Shipowners Liable for Amount Up 

to Limitations 

A clause in the passenger’s ticket pur- 
porting to relieve the respondent from 
responsibility for damage occurring be- 
fore the trunk was placed on the steam- 
er did not exempt the respondent from 
liability due to its own negligence, and 
the respondent was therefore held liable. 

But the limitation in the ticket by 
which the passenger agreed that the val- 
ue was £20 (though she might have de- 
clared a higher valuation upon payment 
of 1% of the excess as an additional 
charge), was held to be applicable. “Un- 
der the wording of this ticket,” the court 
said, “no distinction can be made be- 
tween baggage delivered to the passen- 
ger’s stateroom and baggage kept in the 


was nothing in 


hold, unlike the case of Holmes v. North 
German Lloyd, 184 N. Y. 280, 77 N. E 
21,5 L. R. A. (U. S.) 650, upon which 


libellant relies.” 

Accordingly, final decree was directed 
for the libelant in the sum of $100 _ 
the stipulation. Federal Ins. Co. 


United States. In Admiralty Federal 
district court for Southern New York, 
57 F. (2nd.) 350. 

In the Holmes case referred to the 


passenger lost two suit cases, which, by 
direction of the baggage master at Ho 
hoken, were placed with two trunks on 
the pier, with his assurance they would 
be delivered in the stateroom. The value 
of the property was stipulated at $600. It 
was held that a limitation of liability in 
the ticket to $100 did not apply to hana 
haggage to be used on the voyage, but 
only to such as might he delivered to 
the steamship owner to remain in its pos 
session until delivery at the termination 
of the voyage 


SUIT OVER STOLEN CAR 


Insurance Company Sues Seller of Car 
Who Claims He Bought It After 
Theft in Good Faith 


A legal action involving automobile in- 


surance companies and in which the 
name of a Newark, N. J., resident, now 
deceased, figures, has gone to the Court 


of Appeals in Quebec, Canada, on the 
question of whether the seller of a stolen 
automobile, after purchasing it in good 
faith, can be compelled to reimburse the 
original owner to the amount it cost him 
to secure possession of the car. The 
case affects the Home Fire & Marine and 
the Toronto General. 

Otto Seiss of Newark lost his car by 
theft several years ago and the Home 
Fire & Marine paid him $3,100 under his 
policy and then undertook to recover the 
car. Two years later it was found in 
Quebec in the possession of a man 
named Tremblay, who declared he had 
purchased it from C. O. Baptist of Three 
Rivers. The insurance company paid 
Tremblay $2,400 for the automobile and 
then tried to collect from Baptist. The 
latter, however, pleaded good faith and 
declared that he had bought the car from 
a man named Reid for $1,756 and later 
sold it to Tremblay. As the Toronto in- 
surance company had insured Baptist it 
was called into the action in warranty 
when the case was heard before Justice 
de Lorimer of the Superior Court. The 
action was dismissed and the judgment 
is now in appeal. 





FIREMEN’S CAPITAL REDUCED 

The stockholders of the Firemen’s of 
Newark have approved the directors’ 
recommendation that the par value of the 
company’s stock be reduced from $10 to 
$5 so as permit the transfer of $9,369,690 
from capital account to net surplus. There 
was no opposition to the recommenda- 
tion. The stockholders also approved a 
reduction in the authorized capital from 


$25,000,000 to $12,500,000, 





Page 36 









iS CUS AR TRV a ise 


Ee BS 


Ss SSE RT REE TT Ke 






== THE EASTERN 
UNDERWRITER 










July 1, 1932 














anaemia 





CASUALTY AND SURETY 








ne 


Compensation Co.’s Face 
Emergency, States Say 


THEIR COMMENTS ON RATES 
Favor Immediate Action, But Not Sure 
25% Is Warranted; Their Resolu- 
tion and Debate on Subject 

Following discussion of the proposed 


increase in workmen’s compensation 


rates of 25% the Commissioners at their 
Chicago session last week passed a reso- 
lution that an emergency warrants an 
immediate and general increase in com- 
pensation rates, but the convention did 
not undertake to determine what amount 
of increase the circumstances warrant. 
The resolution passed reads as follows: 

“Whereas, it has been represented to 
the National Convention of Insurance 
Commissioners that the emergency rec- 

wnized as existing by the Convention 
as its June, 1931, session still exists in 
some aggravated form, and 

“Whereas, the National Convention of 
Insurance Commissioners appreciate that 
the general conditions affecting insur- 
ance carriers make it imperative that 
the countrywide level of compensation 
rates be clearly and unquestionably ade- 
quate to meet losses and reasonable ex- 
penses, and 

“Whereas, the public interest requires 
that rates be adequate so as to pre- 
serve the solvency of the companies and 
insure their ability to pay the compen- 
sation due to injured workers and to the 
widows and orphans of those killed in 
industry, and thus prevent loss either 
to the employer who has purchased com- 
pensation insurance or to the workers 
and their families who are the benefi- 
ciaries under the contract. 

“Be it Resolved, That the National 
Convention of Insurance Commissioners 
believes the emergency warrants an im- 
mediate and general increase in compen- 
sation rates. The National Convention 
does not undertake to determine what 
amount of increase the circumstances 
warrant. They do believe that the ne- 
cessities of carriers require the National 
Council to act in this matter with all 
possible promptness.” 


Mr. Leslie’s Talk 


Those participating in the discussion 
were James A. Beha, manager, and Wil- 
liam Leslie, associate manager of the 
National Bureau of Casualty & Surety 
Underwriters; Robert J. Sullivan, vice- 
president of the Travelers; J. S. Phil- 
lips, president of the Great American 
Indemnity, and A. V. Gruhn, American 
Mutual Alliance. 

Mr. Leslie said that the underwriting 
loss of the stock companies in 1931 was 
more than $23,000,000, or 27.3% greater 
than the underwriting loss of the pre- 
vious year which was the worst record 
of the preceding decade. Any rate in- 
crease should be made to apply to all 
business, old and renewed. Increases 
should be uniform; should apply in all 
compensation states and to the rate lev- 
els of all states. Falling wage levels 
have caused a direct drop in pvemium 
income without a corresponding decrease 
n loss ratio. In times such as these 
there is not only falling income but in- 


creased claims for disability. An emer- 
gency relief is needed to meet present- 
> conditions. 

Agents and brokers have been inter- 
ested in the proposal as to the effect it 
would have on commissions. Mr. Les- 
lie said that agents and brokers have 
suffered reductions in income during the 
bad times, but they appreciate the seri- 
ous condition that confronts the com- 
panies. “They have authorized me to 
say,” he said, “that they are willing to 
recognize that there shall be no _ in- 
creased compensation to them in the new 
rates if granted to the companies to 
meet this emergency.” 

R. J. Sullivan of the Travelers said 
that the 27.3% increase in loss in 1931 
demonstrates that it is humanly impos- 
sible to judge an emergency. He ex- 
plained the emergency with an illuminat- 
ing discussion of economic conditions. 

S. Phillips, Great American Indem- 
nity, said: do not believe that even 
the employers of labor, distressed as they 
are, will contend that the insurance com- 
panies should carry the load. We must 
act and act quickly. The emergency 
confronts us and is serious. There are 
appalling losses taking place in addition 
to the depreciation of securities.” 


Mr. Gruhn’s Comments 


Only one voice was heard in objection 
to the proposed rate increase, and that 
in behalf of the National Association of 
Mutual Casualty Companies. <A. V. 
Gruhn of the American Mutual Alliance 
objected on the grounds that a general 
rate increase would be discriminatory 
against the individual states wherein ex- 
perience of varying nature has been had 
much of which does not call for so great 
an increase, and in some states, he be- 
lieves, there has been experience which 
entitles those states to a decreased rate. 
“There is no justification in asking for 
a flat increase for the entire country,” 
he said. “The full effect of the 1931 in- 
crease has not been felt yet and won't 
be until some time in the fall when the 
complete year’s experience will have 
been had. We oppose any affirmative 
action being taken at this time on the 
stock companies’ proposal which requests 
the convention to issue a mandate on the 
National Council to increase compensa- 
tion rates in each state 25% regardless 
of conditions in those states. Such a 
proposal should be studied and given so- 
ber thought before being acted upon.” 

Mr. Leslie reminded the mutual com- 
pany representative that the stock com- 
panies view their problems more seri- 
ously than the mutual companies view 
their (the stock company) problems 
That the stock companies are confronted 
with an emergency was admitted by Mr. 
Gruhn, who repeated that the procedure 
of getting at the matter was all he criti- 
cized. 

Mr. Sullivan added that there has been 
a unanimous expression by all stock cas- 
ualty companies that a substantial in- 
crease in workmen's compensation rates 
is necessary. “This relates to the future 
of stock companies who write 60% of 
all the compensation business written in 
this country. Non-stock companies have 
a right to present their problem but not 
with the idea of penal'zing the one grorp 
in fovor of the other,” he said. 

Clarence W. Hobbs, representing the 
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Uniform Receivership 
For Southern Surety 

N. Y. HAS TENTATIVE DRAFT 

Commissioners Take It Home For 


Study; Van Schaick-Brennan Plan 
To Conserve Assets 





During the commissioners’ convention 
last week in Chicago George S. Van 
Schaick, Superintendent of Insurance of 
New York, announced that Richard A. 
Brennan, head of the Liquidation Bureau 
of the New York Department, and How- 
ard Spencer of that Bureau, would an- 
swer questions of commissioners rela- 
tive to the Southern Surety. 

At the session a tentative draft of a 
receivership agreement was distributed 
to the various commissioners—a memo- 
randum of agreement between the re- 
ceivers of the various states and the 
Liquidation Bureau of the New York In- 
surance Department. There are about 
twenty-five receiverships. The idea back 
of the agreement is to conserve the as- 
sets as much as possible through uni- 
formity in the various states. It will 
elim'nate distributions by receivers at dif- 
ferent times and will result in orderly 
procedure in liquidation. 

The agreement memorandum follows: 

Memorandum of Agreement made this 


Ee ao ee Seer” 
ROMO co xin awcews cine , receiver of the 
Southern Surety Company of New York 
fOr the SHARE OF onc cicvesiswas , hereinafter 
referred to aS the ....2..00s0+ receiver, 


party of the first part, and George S. 
Van Schaick, as superintendent of in- 
surance of the State of New York as 
liquidator of the Southern Surety Co. of 
New York by Richard A. Brennan, duly 
anpointed Special Deputy Superintendent 
of Insurance in charge of the liquidation 
of such company, hereinafter called the 
New York liquidator, party of the second 
part. 

Whereas, by an order of the Supreme 
Court of the State of New York, entered 
in the office of the clerk of the County 
of New York on the 22nd day of March, 
1932, the Southern Surety Co. of New 
York, a New York insurance corpora- 
tion, was declared insolvent and_ its 
charter was dissolved and the New York 
liquidator was directed to take posses- 


sion of its property and to liquidate its 
affairs, and 


Whereas, by an order dated .......... 2 
ES eer ee ee ee 
was appointed receiver and directed to 
take possession of all the property of 
the Southern Surety Company of New 
York within the State of .......... , and 

Whereas, many difficult problems have 
arisen concerning the respective rights 
and duties OF URE 6c occccsicccces receiver 
and the New York liquidator and 

Whereas, it is to the best interests of 
ail concerned that the ...0<<3<00% re- 
ceiver, and the New York liquidator 
agree, subject to the approval of their 
respective courts, upon some uniform 
course of conduct. 

Now, Therefore, the parties 
agree as follows: 

. Peer claimants shall file 
their claims on or before October 22nd, 
1932, with the New York liquidator, who 
will refer all such claims as received to 
is cewskawenss receiver together with 
such information, files, etc., as may be 
requisite for a proper determination of 
such claims. 

> nied vate otras receiver will ad- 
just such claims and will obtain a final 
determination thereof from the court in 
charge of the proceeding and will certify 
the determination of such court upon 
such claims to the New York liquidator 
which determination shall be deemed 
valid in the New York proceeding as 
though they had been duly determined 
by the New York court in charge of the 
New York proceeding. 

3. The New York liquidator will co- 


hereto 


operate with the ...........-. receiver in 
the collection of all assets of the com- 
pany within the state of ............ by 
(NA receiver and the .......... 
receiver will, after deducting the ex- 
penses of the SU reer proceeding, as 


determined by the court in charge of that 
proceeding and further after the deduc- 
tion of any trust assets determined by 
said court to be applicable only to the 
Ce ee claimants, trans- 
mit all other assets collected to the New 
York liquidator for general distribution 
to all general claimants of the company 
whose claims are allowed by a court of 
competent jurisdiction, regardless of the 
residence of such claimants or of the 
place wherein such claims arose. 

In Witness Whereof, the parties here- 
to have set their hands and seals the day 


(Continued on Page 42) 
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On the Production “Firing Line” 








Describes Agent’s Part 
In Casualty Progress 


K. L. NORDYKE OF LOUISVILLE 


Travelers Manager Emphasizes Need to 
Keep Abreast of Changes; Against 
Forcing Company to Accept 
Poor Risks 





Casualty insurance was described as 
primarily a form of insurance that pro- 
tects a man’s pocketbook in a talk given 
a short time ago by Karl L. Nordyke, 
Travelers manager of casualty lines at 
Louisville, before the state association of 
insurance agents. Mr. Nordyke declared 
that casualty insurance, essentially mod- 
ern, had been needed from the very 
dawn of civilization but with the intro- 
duction of steam into industry and 
transportation in the nineteenth century 
it became an imperative necessary and 
then an actuality. 

Mr. Nordyke’s plea was for a greater 
knowledge of the business so that agents 
could more intelligently sell the various 
casualty coverages. “The seed must be 
planted and then cultivated,” he said, 
stressing further that “I believe it is 
safe to say that too many of us follow 
the line of least resistance and do not 
put the necessary time and effort to con- 
vince our prospects of the need for these 
various forms of protection.” 

One of the reasons why Mr. Nordyke 
urged constant study was because the 
casualty business is ‘subject to constant 
change; and unless the agent keeps 
abreast of such changes he cannot prop- 
erly take care of assureds’ needs. The 
speaker said further: 


Like Learning the Alphabet 

“T am reminded of a statement made 
by one of the officials of my company. I 
knew that he devoted considerable time 
to the study of the various casualty lines 
and his knowledge of these lines seemed 
to me to be complete. I made a state- 
ment to him that it must be very grati- 
fying to know as much as he does about 
the business. His reply was very sur- 
prising but interesting. He compared 
the insurance business to the alphabet 
and he felt that after all of the years he 
had spent in the study of casualty busi- 
ness, he had only reached the letter 
“DP”. If aman who has devoted as much 
time and thought to the insurance busi- 
ness puts that interpretation on _ his 
knowledge of the business, I believe that 
it is reasonable to assume that there is 
plenty of room for improvement for 
those of us who have not studied. 

“In this day of keen business compe- 
tition, it behooves every one of us to 
have a complete knowledge of the busi- 
ness and be in a position to present in- 
telligently our contracts to our assureds 
and our prospective assureds. Show me 
the agent that knows his business and 
I will show you the agent that writes the 
business.” 


How to Improve Loss Ratios 

After describing the tremendous 
growth and possibilities for development 
of the casualty business in each of its 
various lines Mr. Nordyke turned his at- 
tention to loss ratios. Stressing that in 
some of the casualty lines during the 
past few years the loss ratios have been 
considerably beyond the expectancy, the 
speaker made this suggestion: 

“If business is properly and carefully 
selected and the agents will refrain from 
submitting undesirable risks to compa- 
nies and occasionally forcing their com- 
panies to accept risks which are known 
to be loss producers, the severe under- 
writing loss that the companies are suf- 
fering could be partially corrected. This 
is a business which necessitates complete 
co-operation between company Officials, 
field men and agents. Without this co- 
operation we cannot expect to place this 
business on a profitable basis for all par- 


ties concerned. The companies cannot 
get along without the agents nor can 
the agents get along without the com- 
panies; therefore, it behooves every one 
of us to see both sides of the question.” 
Praises Engineering and Safety Work 
Mr. Nordyke showed his appreciation 
of home office engineering and inspec- 
tion service when he said: “The num- 
ber of industrial accidents are far great- 
er than they should be but at the same 
time there is no way of measuring how 
many more industrial accidents we would 
have if it were not for the engineering 
and inspection service of the insurance 
companies. We know beyond a shadow 
of a doubt that the number and severity 
of accidents are reduced where the as- 
sureds and companies co-operate with 
each other in the promotion of safety 
and welfare work among their employes. 
“Here is an example to prove that 
safety work can be effective. In the 
building of a skyscraper of twelve sto- 
ries or more in height the average loss 
of life is one man for every eight floors. 
When the Woolworth suilding was built, 
the contractor and the insurance com- 
pany took every precaution to prevent 
accidents with the result that not a sin- 
gle fatal accident occurred during the 
entire construction of that skyscraper. 


“Safety work among employers and 
employes pays large dividends and | 
would like to cite a few examples to bear 


out this statement. The Buick Motor 
Co. shows a saving of $70,000 a year due 
to safety work. The Eastman Kodak 
Co. reduced its annual cost of accidents 
from $35,000 a year to $3,500 a year. For 
every dollar the American Car & Foun- 
dry Co. spends on safety work, it gets 
back $1.70. This has been the experi- 
ence over a fifteen year period. Over a 
ten year period, for every $9.70 spent by 
the United States Steel Corporation on 
safety, it got back $14.60. 

“In connection with automobile acci- 
dents the insurance companies are 
spending thousands of dollars a year in 
newspaper and magazine advertisement 
in addition to the direct contact which 
they have with large fleet owners at- 
tempting to educate the public, which in- 
cludes not only automobile owners but 
pedestrians as well, in the promotion of 
safety on our highways. We can accom- 
plish some good by passing laws but I 
believe the real progress is going to 
come through the educational work that 
we must all carry on with automobile 
drivers and pedestrians. Accidents do 
not happen, they are caused, and the 
careful study of this question will show 
that the human element is the cause of 
most of the accidents. We can all help 
in this worthwhile campaign.” 





W. H. BRIGHT PUSHES ECONOMY 

William H. Bright of Wildwood, N. J., 
one of the leading insurance agents there 
and newly elected mayor of that city, is 
supporting an extensive program of 
economy and efficiency. Taking office a 
few weeks ago Mayor Bright has made 
it known that salary cuts for both new 
and old appointees would be made which 
would total $50,000 annually. He was for 
nine years a member of the New Jersey 
State Senate and was president of that 
hody in 1924. He is also president of 
First National Bank at Cape May Court 
House and an officer of two other finan- 
cial institutions. 


FORM STEPHAN & THOMAS 

Two veterans of the insurance business 
in Buffalo have formed a new partner- 
ship in Kenmore, a suburb of that city. 
They are George Stephan, former vice- 
president of the Kinsey Realty & Insur- 
ance Co., Buffalo, and M. P. Thomas, 
who has been manager of the Kinsey 
office in Kenmore. They are opening 
their office at 2811 Delaware Avenue un- 
der the firm name Stephan & Thomas. 
A general agency business of all lines 
other than life will be conducted. 
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Spencer Weltonisms 
Here area fe w observations made “hot 
from the pen” of Vice-President Spencer 
Welton of the Massachusetts Bonding, 
on benefits which can be derived from 
the present “era of readjustment.” Writ- 
ing in the current “Concentrator” Mr. 


Welton says: ; 
“Look over the details of your operat- 
ing cost for last month and see how 


much of it you could have done without. 

“Almost certainly you will find tele- 
grams where air-mail would have done 
as well, long-distance telephone calls 
which were not actually necessary, and 
various other items which money 
and brought no real benefit. 

“Such things creep in as_ insistently 
and as insidiously as weeds and must be 
vigilantly guarded against. 


cost 


“The time to do that is now. Cut off 
the non-essentials today. 
“A good casualty and surety man is 


necessarily a good underwriter, but in 
the field he can’t practice that branch of 
his profession very extensively unless he 
is first a good producer. 

“And the best producer in the world 
can’t develop very much business unless 
he goes out after it—especially nowa- 
days. 

“The manager or agent who lets him- 
self become absorbed with office routine 
automatically limits the premium volume 
of his office. 

“Let the office workers handle the de- 
tails and spend at least half of every day 
outside where the business is. 

“Every day means every day, too.” 


AGENCY NO. 1 GOING STRONG 


E. L. Arundel Organization of Lawrence, 
Mass., Has Represented Massachu- 
setts Bonding for 25 Years 

The E. L. Arundel agency which rep- 
resents the Massachusetts Bonding & 
Insurance at Lawrence. Mass., was the 
first agency appointed by that company 
when it commenced business twenty-five 
years ago. The agency itself is forty 
vears old. FE L. Arundel, the founder, 
is now dead, but the organization is car- 
ried on by his brother, John J. Arundel. 

Edward L. Arundel managed the agen- 
cy bearing his name until his death in 
December of 1924. In January, 1925, he 
was succeeded by his brother, J. J., who 
was at that time deputy chief in the 
Lawrence Fire Department. Without 
any previous knowledge of insurance he 
made and continued the agency 
successfully. 


ror rd 


CHICAGO H. & A. SCHOOL 


Redfield & McGurk A Associates Agency 
Has “Specialists” in Field; H. L. 
Fogleman Teacher 
An exclusively health and accident 
sales school is now being run in the Chi- 
cago agency of Redfield & McGurk As- 
sociates, managers in that city for the 
Mutual Benefit Health & Accident and 
the United Benefit Life. Harry L. “Gat- 
ling Gun” Fogleman, noted sales instruc- 
tor in many lines of business, is the con- 

ductor of the course. 

*. Trueman Redfield and John S. Me- 
Gurk, who run this agency, have in- 
creased its production 60% in the ,acci- 
dent and health field and 400% in the 
life field since taking over the office in 
September, 1931. Health and accident 
specialists are being trained in the 
agency along the line that with life com- 
panies dropping the monthly disability, 
health and accident coverage is becom- 
ing more necessary than ever. 

Since the classes started’ individual 
production has increased rapidly, and 
many of the beginners have made good. 
A comprehensive short course is being 
developed as a result of this school. 


Combats “I Can’t Afford It” 


Here’s a sales point on automobile in 
surance from the new “Premium Puller” 
of the Aetna Affiliated Companies which 
its editor considers timely: 

“The highest public liability premium 
in the United States (for W class cars) 
is found in New York City. For $20, 
000/$20,000 limits, the cost in this terri 
tory is $12240. This means, therefore, 
that it would take a policyholder over 61 


years, at this rate, to pay out an amount 
of money equal to a $7,500 verdict 

“In the lowest rated territory, to pay 
out in liability premiums an amount 


equal to $7,500, would take, at the 


pres 


ent rate for W class cars, over 500 vears! 
“In the face of these facts, can anyone 
say they ‘can't afford’ automobile liability 


protection ?” 


GERMAN HEALTH INSURANCE 


Health insurance, which in Germany 1s 
a comparatively new, an after-the-war 
branch of private insurance, is develop 
ing rapidly. Contrary to predictions the 
line is on a sound and profitable basis 
The fear that premiums would recede 
with the crisis and that losses would in 
crease so far has proven unfounded. 
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Factory Mutual Gains 
Admittance to N. Y. 


SUCCESSFUL IN COURT FIGHT 


Sup’t Van Schaick Says: “Determina- 
tion In This Case Decides Precise 
Questions Presented.—No Others” 








After a long, drawn-out court battle 
which tested the extra-territorial power 
of the New York Insurance Department 
the Factory Mutual Liability of America, 
home office in Providence, has been 
granted a certificate of authority to do 
business in New York State by Superin- 
tendent of Insurance George S. Van 
Schaick. It will be recalled that the 
company’s first attempt to gain admit- 
tance to the state a few years ago was 
an unsuccessful one, the insurance su- 
perintendent at that time, the late 
Thomas F. Behan, denying this right on 
the grounds that the Factory Mutual’s 
charter permitted it to write both as- 
sessable and _ non-assessable policies 
whereas the New York law did not per- 
mit home state mutual companies writing 
such non-assessable policies. Taking the 
matter to court the Factory Mutual 
earlier this year was supported in its 
right of admittance by the New York 
Court of Appeals which upheld the de- 
cision of the Appellate Division. 


Van Schaick Makes a Statement 


In granting the application of the Fac- 
tory Mutual to do business here Super- 
intendent Van Schaick took cognizance 
of the fact that this company, a mutual 
casualty carrier, had met all require- 
ments of admittance to the state except 
that it is authorized to write non-assess- 
ment business elsewhere than in New 
York State contrary to this state’s rule 
as to similar New York companies. On 
this point he said: 

“The argument might be made that 
such power puts New York companies 
of similar type at a disadvantage in such 
other states where they may compete 
with applicant. If this disadvantage ex- 
ists the remedy lies with the Legislature 
of New York to give relief if it deems 
wise. The courts have ruled, however, 
that such is not sufficient ground upon 
which to deny an application for admis- 
sion (Factory Mutual Liability Insurance 
Co. v. Behan, 233 A. D. 614, appeal dis- 
missed 259 N. Y. (mem.) 65).” 

Mr. Van Schaick made clear in this 
connection that the state has no desire 
to exact a sacrifice of a foreign com- 
pany’s statutory or constitutional rights 
as a condition to its engaging or con- 
tinuing in business within New York 
State except as the same may be neces- 
sary in order that the financial require- 
ments of the state as to company stabil- 
ity may be met. And the Superintendent 
was emphatic in saying: “The standard 
of financial security as far as New York 
is concerned must be set by New York 
and not otherwise.” 


$250,000 Cash Guaranty Fund Set Up 


Pointing out that the writing of non- 
assessment business elsewhere directly 
affects financial stability the Superin- 
tendent felt, however, that the state 
should be reasonably satisfied with the 
action of the Factory Mutual in setting 
up and maintaining as a substitute and 
equivalent for the right of assessment in 
cases where non-assessable policies are 
issued, a cash guaranty fund of $250,000, 
epecially since stock companies, conduct- 
ing the same type of business, may do so 
with a minimum capital of $150,000 to- 
gether with a 50% surplus or total cash 
resources of $225,000. “It is also in ac- 
cord with the substitute requirement for 
out of the state fire mutuals which write 
non-assessment business elsewhere,” he 
said. 

The Superintendent emphasized, how- 
ever, that any approval of the sufficiency 
of a substitute for the assessment fea- 
ture is subject to review from year to 
year at the time of expiration of certi4- 
cates of authority with particular refer- 


Two N. Y. Lawyers Give Views 


On Improving Compensation 


Elimination of payments in compensa- 
tion cases where the workman has been 
negligent, thus making possible the low- 
ering of rates and increase of payment 
in many cases, has been suggested by 
Herman M. Frank, New York City law- 
yer, writing in the New York Law Jour- 
nal. Previously the faults of the pres- 
ent-day compensation system had been 
discussed by M. N. Redman, also a New 
York lawyer, and the point was made 
that all claimants should be given ade- 
quate counsel. There follow the high- 
spots of the Redman criticism and the 
Frank response. Mr. Redman says: 

The workmen’s compensation law is 
undoubtedly a great boon to the worker, 
who otherwise would find himself with- 
out compensation for injuries sustained 
during the course of employment. I have, 
however, for the last year and a half, had 
an opportunity to observe some of the 
workings of the cumbersome machinery 
administering this law. 


Low Counsel Fees 


I am particularly struck by the fact 
that a claimant is usually not represented 
by counsel, and counsel is discouraged 
by being paid inadequate fees for serv- 
ices which usually are extensive. But 
even this would not matter so much ex- 
cept for the fact that the rights of the 
insurance carrier usually are adequately 
and well defended by a competent and 
capable attorney or physician versed in 
knowledge of the laws and rules par- 
ticularly applicable to the workmen’s 
compensation law. Thus we find an un- 
equal balance of ability in the proof of 
the workman’s case, to the latter’s prej- 
udice. 

The average claimant is in most in- 
stances illiterate, and usually ignorant of 
his rights. In addition, most of the 
claimants seem to be possessed by a 
complex that they must to a certain de- 
gree fabricate the extent of their in- 
juries. Consequently, through capable 
cross-examination by the carrier’s rep- 
resentative, the claimant may be found 
to be a malingerer and thus may lose the 
sympathy of the referee and thereby a 
good part, if not all, of his rights. 


Referee Overworked 


In spite of the good intentions of the 
overworked referee, he often cannot and 
is not in any position to see the full 
merits of the workman’s claim for com- 
pensation. With thousands of dollars 
involved, the carrier fights the proof of 
loss with every technicality at its com- 
mand 

I would recommend that there be a 
department of the Workmen’s Compen- 
sation Bureau consisting of attorneys de- 
voted to examining and protecting each 
of the claimants making application for 
compensation, who should investigate 
and determine the truth of the conten- 


tions of the claimant, and who should 
thereafter follow the case to see that 
no injustice is done to the claimant. 
Some representative should appear at 
each hearing to see that the claimant 
is not prejudiced. 


Lawyer Frank’s Response 


Responding to these criticisms Mr. 
Frank wrote: 

While much can be said in criticism 
of the present methods, hearings and 
procedure under this compensation law, 
it is the lack of logic and justice in the 
law itself which will always militate 
against its success. 

The employer who must pay for “com- 
pensation” insurance complains of bur- 
densome premiums; the insurance com- 
panies complain that “compensation” in- 
surance is unprofitable, and the injured 
workingman has a number of complaints. 

His first complaint is that his “com- 
pensation” is a joke. Most accidents re- 
sult in injuries lasting only a few days, 
and for such injuries the “compensa- 
tion” law awards nothing. When he 
does get an award, the workingman com- 
plains that he is treated like so much 
beef or bone, for the “compensation” law 
contains a table or list of injuries with a 
fixed price for each. For example, 
whether the injured workingman is 
young, old, strong, weak, active or lazy, 
he gets so much, or rather so little, for 
a finger, for an eye or for a limb. 


Would Eliminate Negligence 


“Moreover, while “compensation” may 
help “dispose” of cases, it does not pro- 
duce anything like justice. Instead of 
allowing a jury to give the victim of an 
accident $10,000 for his damages, provid- 
ed he proves himself free from any neg- 
ligence, the “compensation” law gives 
him about $500, and distributes the re- 
maining $9,500 among possibly ninety- 
five others who have been injured 
through their own fault. We are mere- 
ly trying to show by an example that 
under the “compensation” law no dis- 
tinction is made between the careful and 
the careless; they all get the same “com- 
pensation,” obviously at the expense of 
the careful. And not only is the care- 
ful employe made to share his legal dam- 
ages with his careless fellow employe, 
but the careful employer pays insurance 
premiums for his careless fellow em- 
ployer. 

Such an arrangement is unjust, be- 
cause it distributes what belongs to one 
indiscriminately among a big number, 
with the sole idea of making a big num- 
ber happy. 

If such an arrangement were the law 
in King Solomon’s time, the child that 
was claimed by two women would sure- 
ly have been cut in twain, and both 
women would have thus been “compen- 
sated.” 





ence to the extent of the non-assessment 
policies in force. He concluded his state- 
ment by saying: 
Not a General Rule of Action 

“The remaining possible objection that 
in case of liquidation policyholders in 
New York might be assessed for defi- 
ciencies under policies written where no 
assessment could be laid, has been met 
by the applicant in incorporating in its 
by-laws a provision to the effect that no 
assessment shall be levied except for de- 
ficiencies under assessment policies. 

“The discretion vested in the Superin- 
tendent of Insurance under Section 9 of 
the insurance law must apply to each in- 
dividual case presented to him. It does 
not authorize a general rule of action 
regardless of the different circumstances 
of different cases. It follows that the 
determination in this particular case de- 
cides the precise questions presented and 
no others.” 


P. L. MILLER’S NEW POST 





Joins Royal Indemnity as Assistant Man- 
ager in Production Dept.; Nine 
Years in the Business 


Phil L. Miller has been appointed as- 
sistant manager in the production de- 
partment of the Royal Indemnity, in 
which capacity he will be associated with 
Production Manager Thomas L. Bean. 

Mr. Miller, formerly with the Consti- 
tution Indemnity, is well qualified for 
his new responsibilities by nine years of 
varied experience in the underwriting 
and production fields. He was with the 
Standard Accident for seven years in 
both underwriting and agency depart- 
ments; also in the field as special agent. 
In 1928 he was promoted to the post of 
agency supervisor, resigning in 1930 to 
head the agency department of the Con- 
stitution Indemnity. Mr. Miller recently 
resigned this latter position. 


Sees State Police Best 
Protection for Banks 


ALGIRE RECOMMENDS SEVERITY 





Without Arrests and Convictions Com- 
panies Could Never Afford to Write 
Burglary Coverage, Bankers Told 





A frank expression of opinion on the. 


insurance executive’s attitude toward 
burglary losses and premium volume, 
coupled with the question, “What Are 
'We Going to Do About It?” were pre- 
sented in a recent address by R. A. AI- 
gire, vice-president, National Surety, be- 


fore the Minnesota Bankers Association. 

The solution of this problem is a mat- 
ter of reducing losses rather than in- 
creasing rates, Mr. Algire indicated. In 
his judgment state police activity is the 
best protection against bank losses, and 
he cited the example of ten states with 
state police where bank robberies over 
a two and a half year period amounted 
to $837,274, contrasting this with the rec- 
ord for the same period of six states 
with slightly fewer banks which had 
losses of $2,641,879. 


Coverage Decreases With Rate 
Increases 


Although there are some 10,000 fewer 
banks in the country today than there 
were ten or fifteen years ago, that did not 
alter the fact, in Mr. Algire’s mind, that 
there still remain hundreds of banks of 
every type so that a bank burglar or 
robber does not have to go out of busi- 
ness. He pointed out that notwithstand- 
ing this large decrease in the number 
of banks the number of bank robberies 
have been on the increase. Referring to 
the inevitable reduction in the amount 
of insurance when rate increases are 
made, the speaker said: 

“When rates increase there is a 
strong tendency among banks to reduce 
the amount of insurance in order to hold 
down the cost. This has an unfavorable 
effect on the experience because the anti- 
cipated increase in total revenue is not 
realized by the insurance companies and 
at the same time the reduction in the 
amount of losses due to the reduced 
amount of insurance carried amounts to 
very little. 

“Still another characteristic peculiar to 
bank burglary and robbery insurance is 
the fact that if a limited number of 
banks install special protective devices 
the effect is merely to divert the losses 
to banks that have not installed such 
devices. The insurance companies who 
carry the insurance on all of the banks 
still get the losses. This means that 
their revenue is reduced on one hand on 
account of special discounts and the 
losses are not reduced in the aggregate 
which means that the experience over all 
is worse. This does not mean that banks 
should not avail themselves of protec- 
tive devices. 

“As a matter of individual manage- 
ment a bank should make itself just as 
safe from loss as it can having, of course, 
due regard for the expense involved. On 
the other hand special protective de- 
vices by a limited number of banks is 
not a solution to our mutual problem 
viewed in its entirety. The only form of 
protective work which is really effective 
in reducing the number of losses and 
the amount of property stolen is that 
form of protection which automatically 
applies to all banks in a wide area.” 


Lauds Statewide Vigilante Plan 


A striking example of this kind of pro- 
tection, the speaker emphasized, is the 
statewide vigilante plan; likewise the 
state trooper plan. 

In six states, namely, Illinois, Iowa, 
Kansas, Minnesota, Missouri and Wis- 
consin, 303 bank burglars and robbers 
were either killed or captured and con- 
victed in seventeen months beginning 
January 1, 1931. Heavy penalties were 
inflicted upon these bandits as follows: 

One, electrocuted; ten, killed; twenty- 
two, life imprisonment ; forty-two, one 

(Continued on Page 42) 
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C. W. Laird Elected 
Union Indemnity V.-P. 


SUCCEEDING LATE G. E. HAYES 


Has Been Fidelity-Surety Manager in 
Eastern Department Since 1924; Has 
Good Reputation in the Business 


Carroll W. Laird, manager of the 
fidelity-surety department of the Union 
Indemn'ty in its Eastern department 
since 1924, and assistant secretary of the 





company, was elected vice-president at 
a board of directors’ meeting in New 
Orleans on Wednesday. Mr. Laird takes 





CARROLL W. LAIRD 


the post left vacant by the death of 
George E. Hayes a few weeks ago. 

Mr. Laird, considered one of the most 
capable underwriters particularly of 
contract bonds by the metropolitan 
bonding fraternity, began his surety ca- 
reer in July, 1920, with the National 
Surety, shortly after his graduation from 
Princeton University. He got off to a 
good start in the out-of-town contract 
bond department, being made its mana- 
ger and an assistant secretary of the 
company, a post he held during his stay 
with the National. 

In December, 1924, the Union Indem- 
nity selected Mr. Laird as manager of 
the fidelity and surety department in its 
Eastern department, a position he has 
handled capably since that time. Thor- 
oughly conversant with bonding under- 
writing in all its phases and command- 
ing the respect of the men in the busi- 
ness, Mr. Laird is regarded as the logi- 
cal successor to the late George E. 
Hayes with whom he had been closely 
associated for eight years. 





ALONZO G. OAKLEY HONORED 
Associates of His in U. S. F. & G. of 20 
Years’ Standing Tender Birthday Lun- 
cheon Party; Many Felicitations 

Office associates of Alonzo Gore Oak- 
ley, co-manager of the United States F. 
& G. in New York and who is a vice- 
president of the company, staged a birth- 
day luncheon in his honor on Monday in 
the Drug & Chemical Club at which they 
gave definite expression to the high es- 
teem and respect that they have for him. 
All of those who attended have served 
with Mr. Oakley for more than twenty 
years. 

E. G. Babcock was toastmaster and 
Edward R. Lewis, associate manager 
with Mr. Oakley, made the address of 
welcome and felicitation. Among those 
present in addition to Messrs. Oakley 
and Lewis were Kenneth H. Wood, 
Adolphus A. Jackson, William H. Est- 
wick, Charles E. Finken, Kearn J. Mul- 
len, E. G. Babcock, Albert J. Rowland, 
and Hugh D. Combs. 











80 Million 





PAID IN CLAIMS 


Enough to build 
a city of 56,000 
homes—as many 
as in Providence, 
-Atlanta, ‘Denver 
or St. Paul. ... 





ICTURE what 280 million dollars mean! That 

sum would build a city of fifty-six thousand homes 
at $5,000 each—and there are only thirty-odd cities 
as large in the United States: for example, Providence, 
Atlanta, Denver or St. Paul. 

There you have a fair picture of the tremendous 
total which, since 1896, has been promptly paid out in 
claims and adjustment expenses by the U. S. F. & G. 
Born at the end of a four-year depression, when the 
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troubles which brought about the Spanish-American 
War were causing grave concern, the U. S. F. & G. 
has passed through many storms in our economic life. 


Yet it has never been late in payment of a claim. 

Today that prompt payment policy stands as a 
demonstration to agents and brokers that they are 
insuring the future of their own business when 
they insure clients with the U. S. F. & G. and the 
F. & G. Fire. 


=— Local-Agency-Minded Companies originated the sogan 
-A‘‘Consult your Agent or Broker as you would your Doctor or Lawyer.”’ J 


United States Fidelity and Guaranty Co. 





with which is affiliated 





... Fidelity and Guaranty Fire Corp. ... 


Unexcelled service on all casualty, surety, fire, and inland marine lines through 11,000 
Agencies and Branches in the United States and Canada. Home Offices: Baltimore, Maryland. 
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Recent Court Decisions 


Compiled by John Simpson 








Author, “The Law Relating to Automobile Insurance” 


Must Prove Actual Brokerage 
Under Brokerage Bond 

\n agreement to repurchase stock is 
not covered by a stock broker’s surety 
bond, and the other party to the agree- 
ment cannot collect indemnity under 
such a bond, the California Supreme 
Court has held in Roberts, Thomas & 
Co., v. Allen, 7 P. (2d) 309. The agree- 
ment was held not to be a brokerage 
transaction within the California statute 
under which the broker's surety bond is 
conditioned upon faithful and honest per- 
formance of all obligations in purchase 
or sale of securities by the broker. The 
agreement was of a subscription nature 
whereby the brokers agreed to repur- 
chase the stock from the sellers thereof. 
But no relation of broker and client ex- 
isted between the contracting parties. 
Both were acting as principals in their 
own behalf, neither as the agent of the 


other. 
* * * 


Occasional Worker Not Covered 
by Workmen’s Compensation 


\ man occasionally hired to do work 
for a company but not regularly em- 
ployed by it, is not covered by the work- 
men’s compensation act, although the 
employer is liable for any injuries to the 
man, the New York Court of Appeals 
has held in Anderson y. Abbott-Cheney 
Paper Corp., 259 N. Y. 26. 

The company sold roofing papers and 
occasionally hired Anderson to put it on 
for customers. He was injured while so 
engaged. The Industrial Board in pass- 
ing on the case held that the workmen’s 
compensation insurer, the United States 
Casualty, was not liable, although the 
employer was. The Appellate Division 
reversed the award, holding the company 
liable, but now the Court of Appeals has 
reinstated the original award. 


* * * 


Fixing Date of Fidelity Loss 


The date of a loss in embezzlement is 
the date when money is actually with- 
drawn and not when fraudulent entries 
are made on the books, the New York 
\ppellate Division has held. The date 
of the crime was essential to recover 
under a fidelity bond which had expired 
while the thefts were going on. 

The case, Dean vy. Fidelity & Deposit, 
253 New York Supplement 103, involved 
the operations of several employes of a 
stock broker. The employes established 
false credits in the accounts of customers 
whose securities had been sold, and then 
either made cash withdrawals against 
such credits or used them as a basis for 
market operations. It was held that the 
date of loss was the date of withdrawal 
of the money from customers’ overcred- 
ited accounts. 

If the money involved in the claim was 
not actually withdrawn from these ac- 
counts before the date of expiration of 
the policies, the insurance company was 
not liable because no loss had actually 
been suffered by the firm and all that 
had occurred was the making of certain 
confusing book entries. Owing to the 
fact that the conspirators destroyed 
many of the records covering the defal- 
cations, it was impossible to prove, either 
from the books or by the testimony of 
any of the criminals, when they with- 
drew the balance of the claims. It was 
therefore held that a finding that the 
defalcation occurred before the expira- 
tion of the fidelity bond was unwar- 
ranted. 

Where 


larcenous withdrawals were 


made between the dates of a false credit 
entry and the compensating false debit 
entry, it was obvious that neither the 
false credit entry nor the false debit en- 
try caused the loss. 


The entries were 


to conceal the actual thefts, whenever 
made, not to consummate them. 

No inference could be drawn that it 
would be a natural tendency of the con- 
spirators to get the money as soon as 
possible and that therefore it was rea- 
sonable to suppose that it was all stolen 
prior to the expiration of the policies, 
since one part of the scheme was to es- 
tablish credits which might be used in 
market speculations. Thus a given cred- 
it might have run for an indefinite time. 

* * * 


Swollen Feet Not Compensable 
Swelling and soreness of feet caused 
by standing in oil is not compensabh'e 
under the Oklahoma statute, being an 
occupational disease, the Oklahoma Su- 
preme Court has held in Imperial Re- 
fining Co. v. Buck, 7 P. (2d) 908. 


Aggravation of Varicose Vein 
Compensable 


\ strain aggravating a varicose vein is 
compensable under the Kansas laws, the 
state supreme court has held in Farmer 
v. Oklahoma Natural Gas Corporation, 7 
P. (2d) 600. The condition was aggra- 
vated by severe lifting and strain when 
engaged in moving a gas pipe, which 
caused a sudden stinging in the leg fol- 
lowed by collapse. 

* * * 


Pocket Money Not ‘In Transport’ 

The “money in transport” clause in a 
robbery policy dces not cover money in 
a wallet being carried about for use, to 
no particular destination, the New York 
Supreme Court Appellate Term, First 
Department, has held in the Emil Fre'- 
berger v. United States Fidelity & Guar- 
anty. 

The court held that the title of the 
clause, “messenger robbery coverage,” 
indicated that the word “transport” was 
used in its usual sense of to carry or 
convey from one place to another. Mere- 
ly because the insured had money in his 
possession when he left his place of busi- 
ness and went to a barber shop, did not 
mean that he was transporting it from 
his premises, as he was not taking it 
with the intention of leaving it at some 
specific place. 

* * x 


Can’t Take Advantage of Wrong 
Date on Policy 


Although a mistake has been made in 
dating a workmen’s compensation policy 
a month early, thus apparently covering 
liability before the policy was issued, the 
insured cannot collect a claim for an ac- 
cident during that month, the New York 
Appellate Division has ruled in Schu- 
bert v. Heller. 

On March 9, 1928, a broker ordered 
from the Royal Indemnity a policy cov- 
ering the employer as of that date. By 
an error of the policy writer the policy 
was dated February 9. 

The employer then sued the company 
for recovery for an accident to an em- 
ploye occurring March 7, 1928. The In- 
dustrial Board held that the policy due 
to its mistaken date, did cover the ac- 
cident, but the court ruled that there was 
no evidence that the policy was in force 
prior to March 9, the date it was applied 
for. The employer was not induced to 
take something different from what he 
bargained for. 

. & « 


Corporation’s Loss of Identity 
Nullified Surety Bond 


A change in the name of a corporation 
does not nullify a surety bond given by 
it, but a merger in which the corpora- 
tion’s identity is lost does end the bond, 
it has been held by the New York Ap- 
pellate Division, First Department, in 


How German Crisis Has 
Affected Casualty Lines 


COMPENSATION HARDEST HIT 


Effect of Unemployment Seen; Many 
Automobiles Laid Up; Few New 
Risks To Be Found 
Liability insurance has been badly hit 
in Germany by the economic crisis there. 
Old business and new business have both 
dropped off and losses have remained 
steady or gone up, a foreign observer 

points out. 

It is stressed that contraction in all 
economic activities could not fail to af- 
fect the business in force. The premium 
income, which is determined by the num- 
ber of people employed in the respective 
industries and activities of all kinds, has 
suffered from the increased unemploy- 
ment. The number of employed people 
in Germany during 1931 is estimated at 
15.800,000, compared with 18,800,000 from 
1927 to 1929, a decrease of 16%. 

Effect of Lower Wages 

Taking wages as a basis it will be 
found that in 1931 6,000,000 marks less 
were paid out in wages and salaries than 
in 1930, a reduction of 9,000,000,000 marks 
against the high figure of 1929. Produc- 
tion dropped off from 66.8% capacity to 
44.8% at the end of 1931. The elimina- 
tion of entire enterprises from the ac- 
tive list did not show seriously until the 
latter half of 1931, and in this process 
of elimination insolvencies played an im- 
portant part, amounting in 1931 to about 
twice the figure of 1928. 

Reduction in wealth and income find 
their expression in liability by a reduc- 
tion of persons employed in domestic 
service and adds to the loss of premium 
for persons employed in commercial and 
manufacturing establishments. Houses 
bring less rentals than before; mortgage 
credit is hard to obtain; schools and 
theaters are being closed, all of which 
results in loss of liability business, as 
they are factors in reducing the demand 
for insurance in all lines. Mechaniza- 
tion, rationalization and merging have 
resulted in cancelation of existing busi- 
ness. 

To maintain the existing portfolio is 
now one of the chief cares of every man- 
ager. The psvchological factor also 
must not be underrated; people who are 
judgment proof will not spend their 
money on insurance premiums. 

3,500 Cars Less in Berlin Each Month 

The automobile liability business has 
severely suffered by the number of cars 
laid up. In Berlin alone about 3,570 cars 
per month have been withdrawn for each 
of the last three months of 1931. For 
Germany as a whole 28% of all passenger 
cars, 18.4% of trucks and 37.2% of motor- 
cycles were laid up. 

In the acquisition of business the lack 
of new risks is proving a severe handi- 
cap. New corporations, it is noted, are 
reduced by 50% when compared with 
the high of 1927. A vast number of small 
stores have gone out of business, as can 
be easily noticed in any of the larger 
cities by going through the main busi- 
ness thoroughfares. Restricted building 
activities, the reduced buying power of 
the consumer prevent new risks from 
coming into existence. 

Loss Costs Fail to Drop with Prices 

Losses show the influence of hard 
times. While the price index has 
dropped from 154% in 1929 to 122% in 


Worth Corp. v. Metropolitan Casualty, 
225 N. Y. S. 470. 

The package distributing company 
after a change in name was later merged 
with another company. The surety was 
held liable for any default which occured 
previous to the merger. The change of 
name did not result in any change in the 
identity of the corporation for which the 
surety was bound. 

However, after the merger the surety 
bond did not apply inasmuch as the ori- 
ginal corporation lost its identity, while 
the name and character of the organiza- 
tion with which it was merged were pre- 
served. 
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February, 1932, the total amount paid out 
in losses has remained stationary. So 
far the higher buying power of money 
is not reflected in claims. 

Unemployment and _ poor _ business 
cause many claims, which under normal 
conditions would not be pressed. Pres- 
ent day mentality and morality present 
to the claim adjuster very trying prob- 
lems. 

Where operations are still carried on 
protective measures against injury are 
not as carefully planned and carried out 
as formerly, due to the necessity of cut- 
ting all expense to the bone. House 
owners postpone necessary repairs, street 
cleaning and repairs are far from what 
they used to be, as the communities have 
not the funds at their disposal. 

Thus it will be seen why the generally 
lowered standard of living in Germany 
decidedly has not benefited the liability 
underwriter. 


E. C. HIGGINS’ ANNIVERSARY 


Liability Department Secretary of Aetna 
Life Thirty Years With Company; 
Helped Organize Department 

Earnest C. Higgins, secretary of the 
Aetna Life, accident and liability depart- 
ment, comoleted thirty years with the 
company last week. His anniversary was 
marked by many flowers. 

Mr. Higgins came to the Aetna in 1902 
from the Employers’ Liability just as 
plans were being completed for the or- 
ganization of a liability department, and 
he was put in charge of carrying out the 
details of organizing the then new de- 
partment. 

After five years he was elected assist- 
ant secretary of the company, and in 
1912 he became secretary in charge of 
the underwriting of compensation and 
liability lines. 


LOSES SUIT AGAINST SON 





Mother Sued Minor; Jury Sets Aside 
Verdict For Damages in Automobile 
Accident With Son Driving 

An award obtained by a _ mother 
against a minor son was upset by a Wis- 
consin jury which held that the son was 
an unemancipated minor and hence un- 
der the direction of his mother, and that 
he had not co-operated with the insur- 
ance company in defense of the suit. 

Mrs. Nancy Ihland, of Mt. Horeb, the 
mother, sued Sanford Ihland for injuries 
sustained when her son drove his car off 
the road. The Underwriters Casualty 
was the company. 


ON U. S. VISIT 
Visiting in this country have been Wil- 
liam J. Ralph, joint general manager of 
the Employers’ Liability; A. D. Besant, 
a director, and E. F. Lewis, secretary 
and accountant. 











HOFFMAN WARNS JAY WALKERS 

Motor Vehicle Commissioner Harold 
Hoffman of New Jersey is convinced 
after examination of accident statistics 
for the first four months of the year in 
New Jersey, that the pedestrian should 
assume and exercise greater care of per- 
sonal responsibility. Mr. Hoffman cau- 
tions automobile drivers to exercise bet- 
ter self-control in the operation of their 
cars. He calls attention to the fact that 
of the 194 pedestrian fatalities, 33% oc- 
curred between street intersections, 
showing the advisability of crossing 
streets at intersections and cross walks. 
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RATE-CUTTING CONDEMNED 





Re-olution of Rochester Underwriters 
Board Prohib'ts Its Agent-Members 
to Deviate from Bureau Rules 
and Rates 
The Underwriters Board of Rochester, 
composed of agents who are in support 
of right principles and opposed to bad 
practices in underwriting, has come out 
definitely against deviations from estab- 
lished rating bureau rates, rules and reg- 
ulations. At a special meeting of the 
board a few days ago the following reso- 

lution was passed: 

“Any deviation from the rates, 
ulations established for this territory 
officially recognized by this board 
as having jurisdiction, shall be deemed a cut- 
rate, and shall be prohibited for members of the 
Underwriters Board. 

“For the purpose of this rule, the New York 
State Fire Rating Organization is 
hereby officially this board as 
having jurisdiction in this territory over all fire 
insurance rates and rules. Likewise the Na- 
tional Bureau of Casualty & Surety Underwrit- 
recognized by this board 


rules and reg- 
by a rat- 
ing bureau 


Insurance 
recognized by 


ers is hereby officially 
as having jurisdiction in this territory over all 
casualty insurance rates and rules. 

“It shall be the duty of the board of directors 
from time to time to recommend to the board 
rating having jurisdiction 
over all other lines of insurance, as in their 
judgment merit official recognition by this board 
for the application of this rule. 

“Such recommendations made by the 
of directors shall be read at 
of the submitted to the members, 


and a 


such organizations 


board 
a regular meeting 
entire board, 
vote taken at the following regular 
meeting. 


E. A. TALLMAN DIES SUDDENLY 





Heart Attack Fatal to Well Known Sure- 
ty Man, 30 Years in Business; Was 
Head of White Plains Agency 
Edmund <A. Tallman, nearly thirty 
years in the surety field and a_ weli 
known figure in metropolitan circles, died 
suddenly on Tuesday at his home in 


Larchmont, N. Y., of a heart attack as 
he was shaving. He was 53 years old. 
For the past few months Mr. Tallman 


had been president of the Alco Under- 
writers Agency of Mt. Vernon, a newly 
established office which has been mak- 
ing good progress. Before that he was 
co-vice-president in the New York office 
of the br sc onteae Indemnity. 

Mr. Tallman’s first insurance connec- 
tion was with the United States F. & G. 
back in 1903, following which he saw 
service with the old Empire State Surety 
Co. Then for fifteen years beginning 
with 1911 he was a member of the Royal 
Indemnity organization, first in a man- 
agerial capacity and later as second vice- 
president in charge of bonding operations 
countrywide. He resigned in 1928 to join 
the then newly formed Guardian Cas- 
ualty as surety vice-president and did 
constructive work in getting its bonding 
a nig 3 off to a good start. 

Mr. Tallman made many friendships in 
his long career in the business and one 
of his outstanding qualities was to hold 
these friends over a period of years by 
his loyalty to them. 


MERGER PLAN APPROVED 

Stockholders of the Glens Falls In- 
demnity and Commerce Casualty on 
Tuesday approved a proposed merger of 
the two companies, recommended by di- 
rectors, which became effective at 
Wednesday midnight. The Glens Falls 
ludemnity will assume all outstanding 
policies and obligations of the Commerce 
Casualty and will be responsible for all 
outstanding and new claims on its poli- 
cies. As a result of the merger the in- 
demnity company will have assets of $8,- 
500,000, capital of $1,000,000 and surplus 
of $1,400,000. 


AUTO ACT IN FORCE SEPT. 1 

Provincial Secretary Geo. H. Challies 
of the Prpvince of Ontario, Canada, has 
announced that the automobile insurance 
act of 1932, securing uniformity and 
standardization of forms, etc., will be- 
come effective on September 1. 


CAPITAL REDUCTION APPROVED 





Nat’l Surety Capital Now $3,000,000; Su-- 
plus Increased by $12,000,000; Ready 
to File Statement on Any Basis 

National Surety this week 

took final action in its capital reduction 
move when they accepted consent of the 
Superintendent of Insurance of New 
York to amend the company’s charter to 
conform to the capital shift. The capital 
is now $3,000,000 as compared with $15,- 
000,000 formerly, $12,000,000 having been 
transferred to surplus. 
_A statement was issued from the Na- 
tional’s offices on Wednesday which 
read: “This company is prepared to file 
its statement on any basis dictated by 
the insurance departments and Treasury 
Department of the United States, and 
value its investment securities accord- 
ingly.” 


directors 





NOT PROTECTED IN MICHIGAN 


The Michigan Supreme Court pointed 
out this week in a decision in the case 
f U.S Truck vs. Pennsylvania Surety 
that the present laws of the state are 
inadequate to protect policyholders of 
Michigan if foreign corporations with 
which they are insured are dissolved by 
court orders in their home state. 


New “Declaration of Independence” 
Artistic Folder Sent to Agents Nation-wide 


Agents of the Independence Indemnity 
throughout the now receiy- 
ing on the eve of National Independence 
Day, July “Declaration of In- 
dependence” 
pany’s ideal of what should be the mo- 


country are 


4, a new 


representative of the com- 


tivating policy of every sound insurance 


carrier. It is a timely message signed 
by Carl M. 
Independence, which has been 
sively presented in a four page 


old English lettering. 


Hansen, in control of the 
impres- 
folder in 


The whole idea is cleverly identified 
with the name of the company, Inde- 
pendence, whose home office is located 


opposite the world famous Independence 
Square, Philadelphia. The State House, 
shrine of the Liberty Bell, is reproduced 


in its natural hues in water color. The 
reproduction is an original water color 
sketch on every folder by Miss Helen 


Woerner, a well known Philadelphia ar- 
tist. It required weeks to turn out the 
thousands of originals. The picture, an 
artistic one, will no doubt be framed by 


its recipients as a souvenir, 

The “Declaration of Independence,” 
which was given wide publicity some 
months ago, is broadly applied to prin- 
ciples essential to insure the permanency 
of any insurance company, and includes 
the following: unquestioned financial 
co-operation with agents and brokers, and 
treatment of claimants; whole-hearted 
cooperation with agents and brokers, and 


a company management that assures a 
fair return to stockholders of the com- 
pany. 


CONCORD C. & S. ADDS TO STAFF 


The Concord Casualty & Surety 
added George H. Schneider and 
erick FE. Fields to its home office bond- 
ing staff for production duties. Both 
were formerly in the metropolitan de- 
partment of the United States Casualty 
Prior to that Mr. Fields served as 
Brooklyn manager of the Commercial 
Casualty and Mr. Schneider was in an 
executive capacity with Lloyds Casualty 
and Northeastern Casualty. 


has 


Fred- 








Fulton and William Streets. 





GOLD 


AT FULTON 


OST of the great casualty and marine 
insurance companies— and the principal 
underwriters — have their offices on or near 


Childs recognized the real need of a restaurant 
to serve this clientele and so opened at 136 
William Street their “Golden Hill” Restaurant. 
Already it has become the accepted place in 
this important district. The lower dining room 
with its round tables so adequate for confer- 


THE NATION’S HOST FROM COAST TO COAST 








FR FIL 


AND WILLIAM STREETS 





Insurance District 


ence groups, its semi-private accommodations 
for special occasions, combined with the recog- 
nized excellence of the food and service have 
daily increased the definite value of “Golden 
Hill” to the insurance men of New York. 

Many organizations are availing themselves 
of Golden Hill’s splendid banqueting facilities 
—and naturally as at all Childs restaurants 
the price is as low as is consistent with true 
Childs quality and service. 
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Casualty Companies 
_ File Floaters’ Brief 


THEIR VIEW OF OVERLAPPING 


Call Present Inland Marine Practices 
Fraught With Dangerous Possibil- 
ties; Want Code Change 

\ brief about Personal Property Float- 
er Insurance was presented to the in- 
surance commissioners’ convention § in 
Chicago last week, giving the casualty 
viewpoint. The memorandum was filed 
with the commissioners by James A. Be- 
ha, A. Duncan Reid, Jesse S. Phillips, 
Russell A. Algire, John J. Iago and Fred 
S. Garrison. 

They declared that the situation con- 
fronting the casualty companies with ref- 
erence to competition of inland marine 
insurance carriers issuing the Personal 
Property Floater Insurance was “fraught 
with dangerous possibilities.” After dis- 
cussing forms and laws of various states 
the memorandum said in part: 

“The inland marine insurance carriers 
are now issuing what they call: Personal 
Possessions Floater Insurance Policies, 
Personal Effects Floater Insurance Poli- 
cies, Personal Property Floater Insur- 
ance Policies, Tourists Baggage Floater 
Insurance Policies and Silverware Float- 
er Insurance Policies, Fine Arts Floater 
Insurance Policies and many _ other 
forms. 

“Insofar as such policies cover the in- 
sured property while floating or in the 
course of transportation, the casualty 
companies have no legitimate basis of 
complaints, but they do hold to the be- 
lief that such nolicies cannot rightfully 
be extended so as to provide insurance 
upon the property covered while it is 
within the premises of the domicile of 
the assured. In many states such poli- 
cies are being so extended and the is- 
suers claim the right to do so. So-called 
‘Fine Arts Floater Insurance Policies’ 
have been issued to cover only upon 
stained glass prematurely set in the win- 
dows of churches, and presumably the 
premiums and losses on such policies are 
reported to the insurance authorities of 
the states under the classification ‘inland 
navigation and _ transportation  insur- 
ance.” 

Want Equilibrium Restored 


The memorandum concluded as_fol- 
lows: 

“The plight of the casualty insurance 
companies is serious and they respect- 
fully request prompt efforts to re-estab- 
lish the equilibrium which has existed 
for so many years and which did not 
need to be disturbed. They suggest that, 
by departmental rulings where possible, 
or by legislation if necessary, there be 
devised and enforced uniform definitions 
of: (a) ‘Inland Navigation and Trans- 
portation Insurance,’ and (b) ‘Personal 
Property Floater Insurance,’ and that 
such definitions expressly exclude any 
insurance upon personal property (other 
than jewels, jewelry, precious stones, 
gold, silver and other precious metals) 
while such property is within the prem- 
ises of the domicile of the assured, or is 
within any other building unless tempor- 
arily therein during the interval between 
transportation of the property to and 
transportation of the property from such 
other building. This definition need not 
in any way conflict with the broad defi- 
nition of marine insurance adopted in 
1922. Jewelers’ block policies have been 
assigned to marine insurance companies 
in many states, as have policies insuring 
personal jewelry wherever it may be. 
Acordingly ‘all risks’ coverage upon 
jewelry has been pioneered by marine 
companies without detrimental effects 
upon other business and therefore right- 
fully belongs to them. The fact that the 
laws of some states expressly authorize 
marine insurance companies to cover 
jewelry ‘whether in course of transpor- 
tation or otherwise’ obviously suggests 
that marine insurance upon personal 


property other than jewelry shall apply 
only while the property is in course of 
transportation and not otherwise 

“In order to take up any slack result- 


Qualification Law 


(Continued from Page 20) 


on. Part II will be made up of ten ques- 
tions which will seek to ascertain the ap- 
plicant’s conception of the duties of the 
office to which he aspires, the lines of 
public service that justify an agent’s ex- 
istence, ethical standards and related 
subjects. 

The time allotted for the examination 
will be two and one-half hours. The 
plan is modeled after the brokers’ writ- 
ten examination in use since the begin- 
ning of the calendar year. Such examina- 
tion has improved the method of selec- 
tion without a diminution of the num- 
ber of successful applicants. The ques- 
tions will not be limited to any one line 
of insurance but will cover the various 
lines of insurance for which agent’s cer- 
tificates of authority may be issued. 

Questions in both parts will be for- 
mulated as far as is feasible as typical 
factual suggestions presented for analy- 
sis rather than as a query under a spe- 
cific section of the Insurance Law. 

The Department contemplates conduct- 
ing agents’ qualifying examinations at the 
following points throughout the state: 
Albany, Binghamton, Buffalo, James- 
town, Malone, New York City, Pough- 
keepsie, Rochester, Syracuse, Utica and 
Watertown. It is planned to hold these 
examinations once a month in all of the 
above centers with the exception of New 
York City, where they will be given 
twice each month. 


Algire Address 


(Continued from Page 38) 


year to life imprisonment; one hundred 
and sixty-five, ten years and over; sixty- 
three, less than ten years. 

In Mr. Algire’s opinion this is one of 
the most marvelous pieces of work which 
has been accomplished in the way of 
law enforcement in the nation. He said: 
“The activities of the bankers’ associa- 
tions under the leadership of strong and 
resourceful men co-operating with pub- 
lic officials are responsible for these re- 
sults. They are entitled to the profound 
respect and deepest gratitude of every 
bank and insurance company interested 
in this problem for the great piece of 
work which they have done in the pro- 
tection of life and property. 

“This great work must go on. If it 
had not been for this activity I firmly 
believe that there would not be an in- 
surance company in America today that 
could afford to write one dollar’s worth 
of insurance against robbery and_ bur- 
glary on banks.” 





SUES JEFFERSON DIRECTORS 

Suit for $350,000 against the directors 
of the defunct Jefferson Auto Mutual 
Casualty has been started by New York 
Insurance Superintendent Van Schaick 
as liquidator of the company. Mr. Van 
Schaick charges malfeasance and non- 
feasance resulting in substantial loss to 
the company, and bringing about the re- 
ceivership. 





JESSE T. MEEKER DEAD 
Jesse T. Meeker, insurance broker at 
Deal, N. J., committed suicide on Mon- 
day by jumping in the ocean. He had 

been in poor health for some time. 








ing from adoption of such definitions and 
likewise to place the casualty companies 
in a position of equality under the law, 
it would be helpful if the insurance laws 
of those states wherein the writing pow- 
ers of casualty and surety companies in 
respect of insurance upon personal prop- 
erty are now limited were amended by a 
provision inserted into one of the sub- 
divisions and to the effect that: 

“Any company authorized to transact 
business hereunder may, by and with the 
consent of the commissioner of insur- 
ance, insure against any loss of or dam- 
age to personal property or any interest 
therein resulting from any cause other 
than fire.” 
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Cover Legality 
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emphasized in the commissioners resolu- 
tion is that in a personal property float- 
er form the insurance on dwellings is 
the crux of the situation inasmuch as 
there is coverage against fire and bur- 
glary, etc., on a fixed location. Fire peo- 
ple say that if the dwelling burns it is 
a fire insurance loss and therefore, a 
straight fire insurance risk. The cas- 
ualty people claim that some forms of 
casualty insurance are written. As the 
fire companies cannot write casualty and 
the casualty companies cannot write cer- 
tain fire and marine risks the allega- 
tion is made of discrimination in favor 
of the marine contract. 

The committee made its report after 
hearing the over-lapping subject dis- 
cussed by Vincent L. Gallagher, America 
Fore; A. C. Charles, lawyer, represent- 
ing the marine companies, and R. L. Al- 
gire, National Surety, representing the 
casualty companies. Mr. Algire filed a 
brief. 


St. Paul F. & M. Policy 


Generally speaking the fire companies 
are not so deeply interested in this sub- 
ject as so many of them have marine 
powers and can write either way, but 
they are somewhat concerned, as are the 
marine companies, because of the writ- 
ing of these policies by the St. Paul Fire 
& Marine. Companies chartered in 
states which do not permit the personal 
property floater are technically speaking 
in violation of their charter powers in 
writing in such states which do permit 
such writing. 

It is believed that the marine insur- 
ance companies will soon submit a brief 
to the commissioners in reply to that 
presented last week in Chicago by the 
casualty companies. Marine underwrit- 
ers contend that there are many essen- 
tial coverages which cannot be given 
either under fire or casualty policies but 
which are nevertheless demanded by as- 
sureds. These include disappearance of 
articles, breaking or tearing and other 
hazards that marine companies will in- 
sure against. To attempt to confine in- 
surance against these and the general 
run of risks only while property is being 
transported, and to exclude protection 
while at a fixed location following. or 
prior to transportation would create tre- 
mendous dissatisfaction among insurance 
buyers and lead them to seek what they 
desired elsewhere, is the argument. 

While marine companies do not in- 
tend to use personal property floaters 
and other forms now subject to contro- 
versy as competitive weapons to upset 
well-established insurance practices, rate 
schedules and fire and casualty forms 
they do defend their right to issue broad 
form policies to meet the growing de- 
mand for insurance under a single pol- 
icy against many types of hazards both 
within and outside of an assured’s resi- 
dence. 

It is not likely that the casualty com- 
panies’ objections to marine insurers 
covering stained glass windows in 
churches will go unanswered. Some un- 
derwriters contend that the facilities in 
the casualty field are insufficient to take 
care of the many stained glass windows 
in this country and in addition the cas- 
ualty policies are not sufficiently broad 
to grant the scope of coverage desired 
by the insureds. 


INCORPORATE IN NEWARK 
The Allen Schiffman Agency of New- 
ark has been incorporated with a capital 
of $125,000 by Arthur Schiffman, Sam- 
ucl Goldstein and Sadie Goldstein. 





Compensation 
(Continued from Page 36) 





National Council Meetings 

In close executive sessions on Wed- 
nesday a select group of both stock 
and mutual company representatives 
of the National Council on Compen- 
sation Insurance discussed the new 
emergency rate program, approved by 
the commissioners last week, but came 
to no decision as to the amount of the 
increase. Differences of opinion still 
exist, it was learned following the 
meeting. 

As The Eastern Underwriter goes 
to press the rates committee of the 
National Council is in Thursday ses- 





sion with the goal in view of estab- | 
lishing the size of the rate increase. | 








National Council, urged that the matter 
not be deferred by small differences of 
opinion. “Rates as a result of the 193] 
resolution are probably inadequate. The 
position of stock companies in 1930 is 
not experience which should be an in- 
dex of their experience in 1933,” he said. 
“The proper position to take is, will the 
lowering of premium income brought 
about as a result of this rate increase 
be greater than the help this rate in- 
crease will give the underwriting losses?” 





Southern Surety 
(Continued from Page 36) 


and date first above written. 
Rinne ea a patreain eae G..$.) 
Receiver. 

George S. Van Schaick, as Super- 
intendent of Insurance of the 
State of New York as Liquidator 
of the Southern Surety Company 
of New York. 
By Richard A. Brennan (L. S.) 
Special Deputy Superintendent. 


Some Questions Asked 


The principal questions asked by the 
Commissioners, especially by Reed of 
Oklahoma and Mortenson of Wisconsin, 
had to do with whether agents’ policies 
in the Southern Surety had been sold 
with the understanding that resources of 
the Home fleet were back of the policies. 
There was also a discussion of the 
Southern Holding & Investment Co. 
There had been correspondence between 
the Iowa Department and Liquidator 
Brennan relative to this holding com- 
pany. Also, reinsurance questions were 
asked relative to Southern Surety rein- 
surance, in particular as to how much 
was re-insured in the Home Indemnity. 





DISMISS A CHARGE 

John W. Bain, former president of the 
Equitable Life & Casualty, Louisville, on 
trial last week for alleged embezzlement 
of $18,000 from the company, through a 
realty transaction whereby the company 
paid $118,000 for an Indianapolis apart- 
ment property, which it was alleged cost 
$100,000, was held not guilty of the 
charge of conversion of $18,000 in com- 
pany notes to his own use in the al- 
leged transaction by a jury in Criminal 
Court on June 23. The charge was dis- 
missed. Another indictment charging 
embezzlement of $135,000 of stock in the 
company, was reset for trial on Septem- 
ber 27. 





TO STUDY SOCIAL INSURANCE 

Professor R., Clyde White of Indiana 
University has sailed for Germany to 
make a summer’s study of social insur- 
ance there. 
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NO MATTER HOW YOU SLICE IT..... 


you need golfer’s liability insurance, and 
so does every golfer. No matter how few 
claims he may have the golfer’s liability 
policyholder becomes more conscious of 
the need for the other liability coverages. 
What are these coverages? . . . Read the 
human interest stories of liability claims; 
learn of the new public liability policy 
which TheEmployers’ Liability and Ameri- 
can Employers’ will offer its agents in the 
near future; familiarize yourself with the 
facts concerning elevator inspections; or, 
to express it briefly, read The Employers’ 
Pioneer. . . . The Employers’ Liability 
Assurance Corporation, Lid., the parent 
company of The Employers’ Group, is the 
world’s pioneer in liability insurance. 
Doesn't it seem logical, therefore, that in 
The Employers’ Pioneer insurance men 
would find helpful suggestions regarding 


the liability lines? This copy of The Pio- 
neer is available to anyone who is suffi- 
ciently interested to write for it. No obliga- 
tions, financial or otherwise result, should 
you ask that your name be placed upon 
the mailing list. . . . The recent issues con- 
cerning burglary lines, accident insurance, 
automobile coverages and the machinery 
number might be more interesting to you. 
A few extra copies are available to those 
who wish them, on the basis of “first come, 
first served.” If you are interested in these, 
we will take care of all requests prompily 
as long as the supply lasts. . . . Address 
Publicity Dept., 110 Milk Street, Boston. 


THE EMPLOYERS’ GROUP 


The Employers’ Liability Assurance Corporation, SS 





Ltd... The Employers’ Fire Insurance Company = 


. . - American Employers’ Insurance Company = 
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